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@ Colonia ‘Church at Wil- 
? 3 liamstown, Mass., heated 


by Kelseys. 
Chas, C. Grant, Arch 





More People Go To Sleep In Church Because Of 
Dead Reheated Air Than On Account Of Poor Sermons 


Here’s a suggestion—The next church job you get 
ee a lead on, just let us know and we will work hand in 


i S the dead, stagnant, reheated air in churches 
that makes people nod or go home with headaches 

Who is to blame? 

You are, for not getting at the committee and sell- 
ing them the KELSEY fresh air heat. 

Suppose you were up against fierce competition— 
what of it? None of them could guarantee results 
equal to KELSEY Heat. Every one of them burns 
— coal—or else they give less heat. Either one 
of the two. 


Chicago Office: 
2767 Lincoln Ave. 


hand with you, tooth and nail. If the committee 
have any reason in them—the job will be yours. 
KELSEY GENERATORS heat and ventilate large 
and small houses, churches and schools with the 
modern warm air meth od. 
Always remember that we belp the dealer to help himself. 
We stand right by you. 
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FRONT RANK Portable Heater 


SATAN’S ONLY RIVAL 
FRONT RANK 


Steel Warm Air Heater 


Steel Warm Air Heaters 
never heat the same air twice. 
There is always a new sup- 


air, free from smoke, gases 
or soot. 


booklet of general information 
now. 


Haynes-Langenberg Mfg. Co. 





The “FRONT RANK” 


of clean, warm FRESH 


Write for our catalogue and 


4045-4047 Forest Park Bivd. 


ST. LOUIS, U. S. A. 
——————— 
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One of the Features of 


DANGLER 
BLUE FLAME WICK OIL STOVES 


Is the positive wick stop which prevents the wick from 
creeping up and burning away wastefully. It also insures 
an even flame at all times without continual adjusting. 





WICK OIL STOVE 
With Gray Enamel Top and Plain High Shelf 


Our 1915 catalog fully illustrates and describes 
our entire line. You should look it over before 
selecting your next stock. 


DANGLER STOVE COMPANY 
Cleveland Division American Stove Company Cleveland 
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FOSTER’S MODERN 





A new range made of the very best rust-resisting “American Ingot Iron.” 
The oven plates are made of No. 16 and the range body of No. 18 gauge stock. 
This range is lined with asbestos millboard and has a nickel-plated sanitary base. 


It is one of the best and heaviest ranges we have ever put out and we guaran- 
tee it to give satisfaction. 


In addition to this we have a complete line including all sizes and styles of 
steel and cast ranges, coal and wood cooks, base burners, airtights, and all kinds 
of coal and wood heaters. 


Write promptly and secure the agency for the most complete line of medium 
priced, high grade stoves and ranges on the market. 


THE FOSTER STOVE CO. 


Ironton, Ohio 
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jee, OIL STOVES $4, 


BUSINESS IS WHAT YOU WANT 


There are many reasons why the dealer 
who sells CLARK JEWEL Oil Stoves will 
increase his business. The good looking, 
good weating and good working qualities of 
CLARK JEWEL Oil Stoves will satisfy 
every user. 


Made in many styles and sizes, finished in 
Black Japan or handsome Olive Green. 


High Speed, Oil Saving Burners. 
Heavy Glass Tank with Bail. 
Wick Raiser lifts burner off wick. 
Large, Roomy Cooking Top. 
Strong Cast Iron Legs. 
The CLARK JEWEL will bring home the business. 


GEORGE M. CLARK & COMPANY 


DIVISION AMERICAN STOVE COMPANY 
CHICAGO, ILLINOIS 














“QUICK MEAL” 
WICK OIL STOVES 


for 1915 
SAMPLES NOW READY 


All sizes from the’ smallest 
two-burner to the largest 
five-burner cabinet. 


Porcelain Enameled Splash 
Backs are attractive and 
sanitary and can be fur- 
nished on all “QUICK 
MEAL” OIL STOVES. 


The “QUICK MEAL” Agency is something worth while. Secure it now. 


RINGEN STOVE COMPANY 


Div. American Stove Co. 
825 Chouteau Avenue cores 




















Catalogues now ready ST. LOUIS, MISSOURI SAN FRANCISCO, CAL. 
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VAN’S 


Patent Improved, Wrought 
Steel, Portable 


RANGE 


For Hotels, Restaurants, Public 
Institutions, Boarding Houses and 
Private Families. 


All kinds of Hotel Implements for 
culinary purposes. 


We manufacture a complete line of 
Ranges, all sizes, and for every 
purpose. 


Write for catalog and full particu- 
lars in regard to our new selling 
plan. 


THE JOHN VAN RANGE CO., cati22%, Cincinnati, Ohio 

















THE “QUALITY” LINE 
Is the One You Should Sell 


Because: 


KING QUALITY HOT BLAST STOVES give satisfaction. 
KING QUALITY HOT BLAST STOVES reduce fuel bills. 





KING QUALITY HOT BLAST STOVES give more heat. 
KING QUALITY HOT BLAST STOVES give no trouble. 


KING QUALITY HOT BLAST STOVES give you a lib- 
eral profit. 





‘ KING LITY 
Write for our latest catalog. It HOT Lah aave 


fully describes our entire line. 


QUALITY STOVE & RANGE CO. 


BELLEVILLE, ILLINOIS 
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This is themachine 
used for welding 
stove runners, lin- 
ings for gas stove 
ovens, etc. _ Here 
are the actual fig- 
ures given us by a 
stove manufac- 
turer showing. his 
costs before and 
after installing a 


“TOLEDO” 
Electric 
Spot Welding 








50% CHEAPER THAN RIVETING 





RIVETING— 
THE OLD WAY 
No. wae plate 


Daily Output 
450 


Cost per 100 plates 
40 cents 


WITH A “TOLEDO” 
WELDER— 


THE SAVING WAY 
No. ae per plate 


Daily Output 
1500 
Cost per 100 plates 








’ Machine 





| 4100 Langland Street - 


Welding Stove Runners 20 cents 
Send us samples of your wk today and let us show you what you can save. 


f 
| _ Get our. free bulletins describing o::r entire line of spot welding and butt welding machines. 


NO LEASE NO LICENSE NO ROYALTY 


THE TOLEDO ELECTRIC WELDER COMPANY 


- CINCINNATI, OHIO 
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THE CHAMPION 
INTERCHANGEABLE 


The Range That Burns 


GAS, or COAL or WOOD 
Sells 12 Months of the Year 


Has 6 Lids 
for Gas or 
6 for Coal. 


Changed in 
3 Seconds. 


Takes only 
42 inches 
Floor Space. 


Reduces the 
Gas Bill one- 
third. 


Takes All 
oisons from 
the Home. 


Made -in 
Steel and 
Cast Iron. 


The Most 
Profitable 
Sold. 


On Sale from the Atlantic to the Pacific. The Greatest on the 
Maket. Will Pleagg Your Trade. Write for Catalog and Prices. 


THE CHAMPION STOVE CO. 
Cewlayd Ceyelond 








FOR GAS 














A look into the 
XXth Century Furnace 


It radiates one-third more heat. 

It uses one-third less fuel. 

It consumes its own gas and soot. 

It is practically indestructible—few repairs. 

It has a convoluted radiator, which intensifies the heat. 


The 
Sensible 
Furnace 


is one that burns all 
kinds of fuel, even 
to cheap grades of 
soft coal and slack, 
with such a perfect 
combustion as to 
give the most heat, 


like 
The 
XXth 
Century 
Furnace 


Write for 
Catalog A. 


XXth Century Heating & Ventilating Co. 


General Office and Factory at AKRON, OHIO 
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THE PYRAMID 


Air-Blast Warm-Air Furnace 





Is a great money saver. It produces almost as much heat from a ton of slack 
coal as other furnaces produce from the same amount of hard coal. And the 
saving is about two-thirds. There is no waste of fuel in the PYRAMID 
FURNACE, because the PYRAMID GRATE removes all the ashes with- 


out the loss of any coal. 


A simple shifting of the upright lever raises the center of the grate, thereby 
rolling all of the fire to the outside of the firepot, against the radiating surface 
of the furnace. This operation leaves a space in the center of the firepot 
where new fuel, as needed, will not choke the fire or cause smoke or soot. 


The PYRAMID FURNACE is said to be the cleanest and most satisfactory 


warm-air furnace that is offered the public to-day. 


And, Mr. Dealer, when you are selling a furnace, impress these facts on the 
mind of your customer; the PYRAMID WARM-AIR FURNACE is simple 
in construction, and the parts are easily replaced, but replacing is rarely 
necessary. Write for illustrated catalogue and prices to-day. 


FOREST City FOUNDRY & MANUFACTURING Co. 
Gotond Grebo 
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THE WEIR 


ALL STEEL GAS AND SOOT CONSUMING 


WARM AIR HEATER| | 


Is the one you should have in your stock. They give you satisfaction as 
well as your customer. Each WEIR ALL STEEL GAS AND SOOT 


CONSUMING WARM AIR HEATER is thoroughly tested before it leaves 
our factory and when it leaves, a guarantee goes with it. 


A THIRD OF A CENTURY of uninterrupted and unparalleled success 
is the record that WEIR WARM AIR HEATERS hold. They are 


The Father of Steel Warm Air Heaters 


Our latest catalog fully describes the various features and 
advantages of WEIR ALL STEEL GAS AND SMOKE 
CONSUMING WARM AIR HEATERS. You had better send 
for one before you make your selection of warm air heaters. 


THE MEYER FURNACE COMPANY | 


PEORIA, ILLINOIS 
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TRADE MARK 





TRADE MARK 


Money Making 


Trade Building 
Self Selling 














TRADE MARK 
Ha4VW 30VEL 
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TRADE MARK 
YHUYVW 3a0VeL 


Catalog and Prices 
mailed on request 


G2 theT.E. HENRY FURNACECO. & 


Ceyeland Cleveland 


® 


TRADE MARK TRADE MARK 
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IT IS NOW 








that pure, circulating warm air is the most health- 
ful, sanitary, economic and satisfactory method of heating 
houses, bungalows, flats or apartments it is possible to install. 


AJAX and EMPIRE 


warm air furnaces produce just this kind of heat, and plenty of 
it. They have the weight, construction, radiation and capacity 
necessary to make them durable and efficient. We stand 
behind them with a positive guarant 

of each and every casting. 


MADE RIGHT--PRICED RIGHT--WORK RIGHT 


SPECIAL FEATURES 





FIRST—Extra large grate surface. FOURTH—Extra heavy corrugated 
SECOND—Extra large cast and steel straight fire pots. 

radiators. FIFTH—Extra heavy draw-out triangular 
THIRD—Extra large feed door for soft bar grate 

coal or wood. SIXTH—Extra high and roomy ash pits. 


Write for Catalog, illustrating and describing the 

New Ajax. Also for prices and terms. 
Visit us at Booth 617 at the ILLINOIS RETAIL HARDWARE CON- 
VENTION, the Coliseum, Chicago, January 12, 13, 14, 15,1915. 


Res CO-OPERATIVE FOUNDRY CO. 


ove ROCHESTER, N. Y. 


Western Branch: 
505 SO. CLINTON ST. (Phone Harrison 6373), CHICAGO, ILL. 


COM PLETE SATISFACTION 


goes with all 

BEAVER esters 

HEATERS 
When buying a heater, the cost of operation, the 
amount of heat distributed and the durability of the 
heater are the most important questions in the mind 
of the prospective purchaser. BEAVER WARM AIR 
HEATERS are the ones to tell him about. They 
will coincide v7ith his impression of an ideal warm air 
heater. It costs less to heat a building with a 
BEAVER WARM AIR HEATER than with any 
other heater, and the heat is evenly distributed. The 
Steel Dome and Radiator of this heater is practically indestructible. The Castings are 
extra heavy and of the best material obtainable. The sectional firepot will outwear any 


other made. The BEAVER Triplex, Revolving Bar Grate easily and thoroughly removes 
all ashes and clinkers from bottom of firepot. 


With all of these features, and many more, you cannot fail to make a success of 
your heater business if you handle BEAVER WARM AIR HEATERS. Our des- 
criptive catalog of them will be sent for the asking. Write for it today. 


THE DANVILLE STOVE & MFG. CO. 














DANVILLE, PENNSYLVANIA 
W. D. SAGER, 330-340 North Water Street, CHICAGO, ILLINOIS 


LOS ANGELES, CAL. PITTSBURGH, PA. SAN FRANCISCO, CAL. 
Union Hardware & Metal Co. R. E. Edmunds, 104 Wood St. Mangrum & Otter Co., Inc., 561-563 Mission St. 
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Give Winter the Laugh 


BOYNTON SQUARE POT FURNACES 
give Winter the laugh. They are so con- 
structed that the fire burns evenly all over the 
grate, insuring the most complete combustion 
possible. 


Every year more people insist on having a 


SQUARE POT FURNACE. Actual results 


are what count. That is why the demand for 
SQUARE POT FURNACES is increasing. 
Send early for your copy of the Square Pot 


Catalog. 
Why not investigate? 


BOYNTON’S SQUARE POT CHICAGO 
ADMIRAL FURNACE NEW YORK JERSEY CITY 








For Coal or Wood 


A warm air heater that can be used for either hard or 
soft coal or wood is very desirable. They are in de- 
mand in all parts of the country. 


ROBINSON 
TUBULAR OR GEM 


—eniwn WARM AIR HEATERS 


Are the ones you should suggest to your customers to meet thisdemand. They will give the longest and 
most satisfactory service. 

ROBINSON TUBULAR WARM AIR HEATERS—Grate is of the 
celebrated Eclipse style. Ash Pit is broad and deep, allowing free cir- 
culation of air under grate. Has a Direct Draft and Return Flue 
with long fire travel. 

ROBINSON GEM WARM AIR HEATER—Fire Pot is corrugated and 
made in two sections. The Dome or Combustion Chamber is much 
higher than found in most heaters. The Radiators are made either of 
all cast iron or cast iron and steel. The Feed Doors are extra large. 
Our latest catalogue which fully describes the ROBINSON LINE of 
WARM AIR HEATERS will be sent to you together with price list 
at your request. Write for it and acquaint yourself with the many 
exceptional features that are embodied in the construction of ROBIN= 
SON WARM AIR HEATERS. 


ROBINSON FURNACE COMPANY 


205-207 West Lake Street, Chicago, Illinois ROBINSON GEM WARM AIR HEATER 
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Qh, Heater Hints—No. 7 


| BADGER WARM AIR TOP 
[preg RETURN FLUE HEATER 


| Designed to meet the demand for a durable and economical 
| 
| 


























warm air heater that will burn hard coal exclusively. The 
large combustion chamber utilizes all of the fuel and gets the best 
results from it. This is only one of the many reasons why 
GILT EDGE RADIUM WARM AIR TOP RETURN FLUE ; 
HEATERS bring the best results. Your object is to satisfy 4 
your customers. If you sell them GILT EDGE WARM AIR | 


HEATERS you have done this. 
Our latest catalog, which fully describes all GILT EDGE WARM AIR HEATERS, will be a 


sent upon request. Write for it and convince yourself that all our claims are well founded. Good 
results and good profit are the outcome of all GILT EDGE WARM AIR HEATER sales. 


R. J. SCHWAB & SONS CO. Milwaukee, Wis. 


Do You Carry 


AMERICAN 
WARM AIR HEATERS 


with the 





























The new Air Blast Fire Pot, which is in all 
AMERICAN Warm Air Heaters, will burn soft 
coal or slack equally as well as other heaters burn 
hard coal. And the result is the same. The fire is 
always even and every particle of fuel is consumed. 





Write for Complete Catalog. 


THE AMERICAN FURNACE CO., 2725-27-29-31 Morgan St., ST. LOUIS, MO. 
V4 Floral City Gas-Tight Heaters 


LORAL CITY GAS-TIGHT HEATERS mean perfect satisfaction. The 
GRATES are the Duplex, triangular revolving pattern, the best and streng- 
est grates made, and are worked in pairs by the use of a crank placed on the 

two center bars. The FIRE POT and BODY of all FLORAL CITY GAS-TIGHT 
HEATERS have anextra large beating surface, as they are all deeply corrugated. 

Many heaters of this type have been in service for twenty years without the 

need of repairs. 

Made in five sizes with fire pots ranging from twenty-one to thirty-three inches. 

Heating capacity from 20,000 cubic feet to 100,000 cubic feet. ’ 

















Absolute Satisfaction and Prompt Service go with ALL 
FLORAL CITY GAS-TIGHT HEATERS, 


Write for our new catalog and price list NOW. 


Ne MONROE FOUNDRY & FURNACE COMPANY 
MONROE, MICHIGAN 


~ 
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THE WISE TRADE-MARK 





Is a guide to the buyer of a Warm Air Heater. 





It signifies unsurpassable quality and long service. 


WISE WARM AIR HEATERS 


Give more heat and burn less fuel than other Warm Air 
Heaters. This the result of their peculiar construction. All 
parts are made with the greatest of care and from the most 
substantial material. 


BASE is cast in one piece, forming bottom of ashpit. 
ASHPIT is deep with straight sides and large door. 


GRATES are furnished either in the Shaking or Triangular 
Revolving Bar pattern. Both styles operate with ease and 
without the loss of fuel. 


FIREPOT is heavy, cast in one solid piece, with slots in the 
walls. Air is admitted into these slots and heated before it 
reaches the fire. This produces perfect combustion. 





Our complete catalog will be sent at your request. Get it and acquaint 


yourself with the WISE LINE of WARM AIR HEATERS. 


WISE FURNACE COMPANY, Akron, Ohio 




















SCHEIBLE SCHEIBLE 


sor GE HEATERS HEATERS 
AIR HAVE ARE 
FURNACE a reputation for TheRIGHT WARM 


AIR HEATERS 
at the RIGHT 
PRICES. 


Let us tell you all 


DURABILITY, 
PRACTICABILITY 
and ECONOMY. 


Easy to operate and 


installed with or with- 
hea 


Get the agency now. 
Don't wait and kick 








iGiowhasi consume any kind of | 
AMERICAN BELL & & fuel. about them. 
FOUNDRY CO. @& | 
“ EF 
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FOR THE SHEET METAL WORKER 


A new and valuable book 


The XXth CENTURY SHEET METAL WORKER 


the most practical work of its kind ever published—a book that the apprentice will 
find indispensable and that the journeyman will find of very great value. 


The “XX Century Sheet Metal Worker” is furnished in two 
bindings. $1.00 cloth bound and 60c. fcr the flexible cover. 


For sale by all booksellers or by 


AMERICAN ARTISAN AND HARDWARE RECORD 
910 Michigan Boulevard, Chicago, III. 
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There’s No Delay 


from undelivered “Rush Orders’? when you use 


MICHIGAN 





NESTED HoT AIR PIPE 











Your stock of MICHIGAN NESTED HOT 
AIR PIPE can be kept at the maximum 
in a very little space. It occupies only 
1/30th the space required for common 
round pipe. Packed in an iron cask, 
MICHIGAN NESTED HOT AIR PIPE can 
be easily handled, and it can be kept 
in the original package until entirely 
used. | 


MICHIGAN NESTED HOT AIR PIPE is the 
only nested pipe that has a safety lock- 
ing device at both ends. No tools are 
required toassemble MICHIGAN NESTED 
HOT AIR PIPE—it can be done with the 
hands alone. Once it is locked, it stays 
locked until released. 


MICHIGAN ADJUSTABLE ELBOWS 


For use with MICHIGAN NESTED HOT AIR PIPE, are 
made of Tin or Galvanized Iron. They can be used 
for angles ranging from 180° or straight to 90°. 
They will save you money if used 
on your work. 


Our complete catalog, fully describing 
MICHIGAN NESTED HOT AIR 





PIPE, MICHIGAN ADJUSTABLE 
ELBOWS and MICHIGAN SAFETY FURNACE PIPE 


will be sent to you at your request. Better write for it at once. 


MICHIGAN SAFETY FURNACE PIPE CO. 





113-115 East Fort Street, 





Detroit, Michigan 








- 
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TESTED 
AND 





PRONOUNCED 
“THE MOST EFFICIENT” 
























| 
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Ly /\ 
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Not’ only by the Underwriters’ Laboratories 
But under actual Working Conditions 


“HANDY” FURNACE PIPE ana FITTINGS 


Is constructed with an air passage between the outer and inner 
pipes. Perforated collars allow a continuous current of air to pass 
through this chamber the full length of the pipe. This feature not 
only reduces fire risk to a minimum but reduces fuel bills as well. 
It keeps the warm air passing through the pipe at its original tem- 
perature, so full benefit is derived from all fuel used. 


F. Meyer & Brother Company 


1313 South Adams Street, 
Peoria, Illinois 


Clip the Coupon and 
get our latest 
Catalog FREE. 











F. M. MEYER & BRO. CO., 
1313 South Adams Street, 
Peoria, Illinois 
Gentlemen :— 
Kindly send me your latest catalog of 
“HANDY” FURNACE PIPE and FIT- 


TINGS. without obligation to me. 


i 


2. a 
GR ES eee 
STATE 


Am. Art. 1-9-15 
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SAFETY 
CHAIN 





FOR THE 


FURNACE MAN 


HARDWARE DEALER 


Aluminum, Brass, Bronze, 
Steel—in coils or cut and 
boxed with rings and 
pulleys. 


Send for Samples. 
THE BRIDGEPORT CHAIN CO. 


BRIDGEPORT, CONNECTICUT 


DO YOU KNOW THAT 


SMITH’S “MALTESE” 
WATER HEATERS 


Are made with eight styles of 
tappings? 





They can be used in any 
Warm Air Heater, Steam or 
Hot Water Boiler. Easy to in- 
stall and always ready. 

Write for our catalog and prices at once. 


CHAS. SMITH CO. 


57 West Lake Street Chicago, Illinois 























For more than forty years the name Cor- 
bin stamped on a product has stood for 


Accuracy Quality Service 


Whether applied to Speedometers or Coaster 
Brakes or such common commodities as Stove 
Bolts, Stove Rods, Hinge Pins, Jack, Safety and 
Furnace Chain, the highest standards of work- 
manship and material are maintained. 

We will be glad indeed to make 
quotations on your current wants 
or on yearly requirements. 

The size and facilities of our plants enable us 
to carry out orders for 


Automatic Screw Machine Work 
with the utmost accuracy and expedition. 
Estimates cheerfully furnished 
on receipt of blue prints and 
specifications. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corporation, Successors 
NEW BRITAIN, CONN. 
BRANCHES: New York Chicago Philadelphia 




































The CHAMPION 5 
COMBINATION : 
HOT WATER BOILER 


One or more sections can 
be used together accord- 
ing to the amount of radi- 
ation to be used. The fire 
—— through spaces 
tween rings in each sec- 
tion and over their la-ge 
aces permits the direct 
action of the fire to come 
in contact wich each sec- 
tion, making a powerful 
and effective heater. 


pene te BOILERS 
tested 100 pounds 


A 
Savy > 
) SOG 


fo ee 


RETURN 


hydraulic pressure before 
leaving the factory and 
are guaranteed not to 
leak. Waull increase every 
dealer’s business who han- 
dies them. Prices, meas- 
urements, e€tc., UupOD ap- 
plication to 


FRANK D. STOLZ CO. 
Manufacturers 
1210 Webster Avenue 
CHICAGO, ILL. 

















CHICAGO 


PEERLESS ENAMEL 


Gloss Black 


FOR STOVE PIPES AND ALL SHEET IRON WORK 


Aluminum 


For RADIATORS, PIPES, ETC. 


You can gett PEERLESS ENAMEL from all leading 
jobbers. A trial order will show that it is a good seller. 
Write for sample. It will be sent to you at your request. 


NICKEL PLATE STOVE POLISH COMPANY 
ILLINOIS 


Manufacturers 
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A SHINE | 
IN EVERY, 









Stove Polish 
Metal Polish 
Iron Enamel 


Our products do not dry out, rust through 
| cans, or freeze in any climate. They are good 
| until used. Our name guarantees quality and 
i} dealers handling BLACK SILK products are 
i} assured of a ready sale for them. 


Buy through your jobber 
BLACK SILK STOVE POLISH WORKS, Sterling, Illinois 


A SHINE 
IN EVERY, 





LO O | 








. 








QUALITY COUNTS 


Our STOVE BOLTS, STOVE RODS 
and RIVETS are all of the higher 
grade. Try them yourself and be con- 
vinced. Our latest catalog will be sent 
you at your request. Write for it now. 


THE KIRK-LATTY MFG. CO. 
Cleland Cevelond 





“MISSION” 


Symoups’ New Sipe WALL REGISTER 


Greater Area—Simple in Construction 
and Operation—Easily Installed 


Send for complete catalogue and prices. It will pay you to write. 


SYMONDS REGISTER CO. 


1102-1104 Madison St., ST. LOUIS, MISSOURI 








Plain Lattice 
Cast Iron 
Cold Air Faces 


Thousands of 
dealers are us- 
ing these faces 
at a big saving. 


The lowest 
priced COLD 
AIR FACE 


made. 


Get our prices 
and save 
money. 





Prompt 
Delivery 


THE FURNACE SUPPLY & MF6, CO. (Gretna 























We want agents in every state in 
the Union to take subscriptions 
for AMERICAN ARTISAN. Agents 
can devote all or part time. Sub- 
scribers can make a nice little 
sum each week on the side by de= 
voting their spare time to this 
work. Write for agents’ terms. 
Sample copies sent on request. 
Address AMERICAN ARTISAN, 
910 Michigan Boulevard, Chicago, 
Illinois. 


























i Side Wall Ventilator 


Ornamental Ventilators 


made to match any finish. Any style, shape or size. We 
will make them from your specifications. Padgett’s 
Wooden Cold Air Faces will not mar the appearance of 
home or office. Can be concealed under hall seats, under 
stairs, in walls or floor, or many other places. 


Send for booklet and prices. 


The Wooden Ventilator Co. 


East Palestine, Ohio 
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WE Guarantee 


our Casing Rings to be 


PERFECT TRUE 
IN TO 
MEASURE 








CIRCLE 






We are 
THE ORIGINATORS AND INVENTORS OF 
STEEL CASING RINGS 
AND OWN AND CONTROL THE ROLLS FOR 
MAKING THE STOCK 

FULL CIRCLES for Ordinary Use 
PARTIAL CIRCLES for Full Cast Fronts 
GET OUR NEW PRICES 











WITHOUT . 
LUGS FOR 


WITH LUGS 
FOR 


DOUBLE CASING SINGLE CASING 
THE WALWORTH RUN FOUNDRY CO. 
Makers of Fine Grey Iron Castings West 27th Street, Cleveland 


Manufacturers of Semi-Steel Registers 














“STANDARD” “| 


GAS SAVING - ADVERTISING PULLS — “If 
BURNER S there is one thing on earth that a 
quitter should leave severely alone, 

? it is advertising,” says John 
Wanamaker. “To make a suc- 





cess of advertising one must be 
prepared to stick to it like a barn- 


Recommended by a large class of acle on a boat’s bottom. Adver- 


dealers in the natural gas territory a ‘<4 ; 
as the best burner for the Hot Air tising doesn't jerk; it pulls. It 





Heater. There are now many begins very gently at first, but 
thousands in use giving the best the pull is steady. It is likened 
possible results. ; 
“STANDARD” Gas Saving Burners to a team pulling a heavy load. 
oe the es i do its full work A thousand spasmodic, jerky 
and do it with greatest economy. 
Manufactured for more than ten pulls will not budge that load, 
years by the while one-half the power in steady 
STANDARD HEATING effort will start it and keep it 
& RADIATOR CO. moving.” 
Manufacturers 
L 












































100 Barbeau Street, Pittsburgh, Pennsylvania 
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Munsell’s Mica 


The Standard for 
High Grade Stoves 


EUGENE MUNSELL & COMPANY 


NEW YORK: 68 Church St. 


CHICAGO: 542 S. Dearborn St. 


And Leading Jobbers Everywhere 





thee REPAIRS 


Range and 
Furnace Repairs 


A.G. BRAUER SUPPLY CO. 


316-318 North Third Street 
ST. LOUIS, MISSOURI 











“ALAMO” 


School Room Heaters 
Furnaces and Hot Water 
Specialties 


FOR COMBINATION HEATING 


CHARLES SMITH 


70 West Lake Street, Chicago, Illinois 





The — OVEN THERMOMETER 


isa SIGN OF QUAL- 
ITY inarange. It is 
necessary to the quale 
ity of any range. 


Your mews is not complete 
A until yo 1getit. It adds sell- 
ing value because of its repu- 
tation fc or accuracy and re- 
liability. Can be used on 
any style of range. 


The Cooper Oven Thermom- 
eter has led the way for 20 
years and still leads. 
Get our catalog 
and prices. 





(One-half actual size.) 


The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 











WE MAKE REPAIRS 


For Warm Air Heaters, Stoves, Ranges and Hot 
Water Boilers. Our stocks are the largest and 
most complete. Write for catalog. 


= cy 


See erat 


Wy 

















THE GEO. W. COPE 


TOVE PATTERN WORK 





PATTERNS 


FOR STOVES AND HEATERS. Fi8ST;CLASS, IN 
Troy, N.Y. 








Cor, Brush and Woodbridge Sts., | DETROIT, MICHIGAN | VEDDER PATTERN WORKS, = ***tlistes 

YALE UINCY vcos | WELLER PATTERN CO. 
Lock (RON&WOOD STOVE » “ep. {UMINUM 

STOVE PIPE xe = PATTERNS SE SE cu 





It is made of a very high 
of uniform co 
e Polished Steel and 
fecoated toprevent rust- 
ing. Madein all sizes. 
Packed 





AI icy,1L_ _—N 


Woop,IRON.BR 


PLATES 
Quincy. ILL. < 











the United States. 
Mid. by & CO 
ST. LOUIS, MO. 


In the event of your 
 enpe does not handle 
this pipe send 


PATTERNS 


For Stoves and Heaters 
The Cleveland Castings Pattern Co, 


(lend 














J. Pierpont Morgan, at one of the sumptuous dinners that 
he gave in this city during the recent Church Congress, praised 
the power of advertisement. 

Mr. Morgan’s eulogy concluded with an epigram quite good 
and quite true enough to be pasted in every business man’s hat. 

“Tf a dealer,” 
10 to 1 that the Sheriff will do it for him.” 


REMEMBER THIS! 





he said, ‘‘does not advertise his wares, it is 
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The New 


Universal “No- Tilt” 


Ball Bearing Adjustable Grip Neck Caster 


CASTER with a shock absorber! That is the way one 
man recently described the UNIVERSAL—“NO-TILT” 
Caster. It is so smooth rolling—indeed the best that you have 
ever seen. Its action is like velvet—noiseless, scratchless and 


bumpless. 








Actual size of 
No. 746 x 43 











The Universal “‘No-Tilt” 
Ball Bearing Adjustable 


Caster 


is sensitive to the slightest touch and responds 
on the flash without hitch, or sound, or 
scratch. 


It is self-adjusting—over uneven floors, no matter 
how rough or irregular the floor—the Universal 
**No-Tilt’’ always keeps the furniture level. 


It has large case-hardened steel balls, which 
move in an inclined ball cup that gives them 
ample room for play, moving up or down as 
the floor demands. Thus, the self adjusting 
device causes the “NO-TILT” to respond on 
the flash, without sound or scratch or halter. 
The balls are case-hardened and never bump. 


Their motion is 100% smooth. 


Made in six distinct sizes with either bright 
steel, brass plated or nickel plated finishes. 


An excellent combination with the ‘‘Ideal’’ 
steel wheel but can be furnished with any 
‘‘Universal’’ wheel. 


AT ALL LEADING JOBBERS 

















Universal Caster & Foundry Co. 





29 West 42nd Street 


(Aeolian Building) 


New York 
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ESTABLISHED 1880 


Representative of 
The Stove Tin Hardware 
Heatirfg and Ventilat- 
ing Interests 
PuBLISHED Every SATURDAY 


AM 





TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its Possessions (Invariably in Advance) ONE YEAR PostaGE Parp $2.00 
ForeIGN CouNTRIES ONE YEAR PostaGE Parp $4.00 CANADA ONE YEAR PostaGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 





Address all cummunications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street New York 





Vol. 69. No. 2. 


CHICAGO, JANUARY 9, 1015. 


$2.00 Per Year. 








THE TRADE organization with which you are affiliated 
has during the past year done much to assist you in 
making conditions in your trade better— 

How Your even if you may not realize it. In fact, it 

ihe Yau, has done so much that the few dollars 
which you have paid into its treasury for 
dues looks very insignificant in comparison. 

Take for instance, the matter of fire insurance. Here 
in many cases the mutual fire insurance organization 
to which you may belong and in which you may carry 
one or more policies, saves you far more than you pay 
out in membership dues to your state and local organ- 
ization. 

Again, the credit and collection service which is now 
furnished by many state and local associations has 
saved many an overdue account from going into the 
profit and loss column, and has thus actually paid back 
in cash considerably more than the cost of membership. 

In the legislation field you might have practically no 
influence, but your state association has and brings it 
to bear whenever matters are up for consideration 
which may affect your business. Many a law would not 
now be on the statute books in some states were it not 
for the efficient work done by the officers and commit- 
tees of your state association. 

With all these benefits derived from membership 
in trade organizations, it is more than strange that 
among the members a considerable number are found 
which actually presume to say that the small amount 
of money they pay into the treasury brings them no 
return, and that it might just as well be thrown away. 

But it is with trade organizations just as with any 
other body of men. The more a person puts into them, 
the more he realizes the value of the organization— 
and also this: The man who thinks that the payment 
of dues ends his obligation to his association is usually 
the man who finds the most fault. 


Your state and local trade organization is entitled 
to your thought, time, energy, money—and the more 
freely you give of these toward the work of your as- 
sociation, the more will you, yourself, realize its value 
to you. 

The retail hardware dealer, the sheet metal contrac- 
tor, or any one else who is in kindred trades, who is 
not a member of his trade association may receive 
some benefits to which he is not entitled, but he is 
bound to lose far more by being outside than if he 
did as he ought to—became a member and took an 
active part in organization work. 

These are days of great problems and the man who 
stands alone is far more likely to lose out in the 


struggle for success than is the man who joins his 
efforts to those of others with kindred interests, 








Ir THE province of advertising was better under- 
stood, much of the blame which is now laid at its door 
would not be made, nor would it be cen- 


What sured for its failure to produce results in 
moveraing nearly as ma S i d 
Will Do. y as ny cases as is now done— 


because so many people do not under- 
stand what advertising is and what advertising will do. 

The man who coined the definition of advertising as 
“salesmanship in print,” will have a lot to answer for 
when our thoughts and actions are finally judged. In 
fact, judgment is already being passed upon him, and 
he is justly blamed for his decidedly slip-shod and 
vague definition. 

Some sorts of advertising may rightly be classed 
as salesmanship in print—such as a mail order catalog 
—because in that particular instance, the advertise- 
ment actually sells the goods—or else the catalog fails 
in its mission. 

But in practically all other cases advertisements can- 
not be expected to produce direct sales. A hardware 
store advertisement announcing a special sale of cut- 
lery, for instance, might induce a number of people 
to come to that hardware store, some of whom might 
buy the particular article of cutlery which was adver- 
tised, while others might buy something which was not 
advertised, and in the latter case, surely the advertise- 
ment could not be said to have made the sale of a carv- 
ing set, for instance, which was not advertised. What 
the advertisement did here was to induce the person 
to come to the store—but the salesman behind the 
counter made the sale. 

The mail order houses have no other means of mak- 
ing a sale than through circulars and catalogs. These 
must take the place in the last analysis of the personal 
salesman and in their case the advertisement is actual 
salesmanship in print. But with practically all other 
examples or forms of advertising, this personal ele- 
ment that enters into catalog advertising is seldom 
strong enough to induce actual sales in sufficiently 
large numbers to pay direct for the cost of the adver- 
tisement. 


Nor should it be expected, because at the very best, 
advertising of any one article must be a hit and miss 
affair to a certain extent. While, for instance, during 
the Fall and early Winter season, we know that stoves 
and ranges are in demand, we do not know that the 
persons who may be reading our advertisement are in 
the market for the stove or range. And secondly, the 
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advertisement may be distributed in such a way that 
it doesn’t reach enough of those who are in the market 
for the article, to induce enough of them to come to 
our store. 

If, however, we plan our advertisement in such a 
manner as to follow the seasons with seasonable goods 
and distribute our advertising among the people who 
may ordinarily be expected to be in the market for 
such articles as we advertise, then we may with reason, 
expect a number of these people to come to our store 
in a favorable mind toward our methods of doing busi- 
ness and the articles which we offer for sale—but the 
actual sale must be performed by “the man behind the 
counter.” 

But this favorable condition of mind cannot be pro- 
duced or created by a one-time advertisement or by 
running the same advertisement without change from 
the beginning of the season to the end. 

Without a definite plan, without specific advertising, 
without seasonable, constant changes, there cannot 
reasonably be results—in the form of increased busi- 
ness—from any outlay of money spent for advertis- 
ing. 

If a definition of advertising is required, possibly 
this would be the most comprehensive : 

Advertising is the best substitute for personal sales- 
manship, and with this definition in mind it should be 
a comparatively easy matter to-decide as to whether 
advertising will pay or not. 








ir you really want a thing—you don’t stop at wish- 
ing for it. 
You must work to get that thing—and 

a. gy you keep working—until you get it. 
the Fe: Wishing for something never got you 

anything. 

If you want to get married—it won’t do you any 
good to wish for some girl to come along and “pop 
the question.” ; 

You must do the courting—and you must work to 
acquire the necessary money to set up housekeeping. 

If you expect the girl tc come to you of her own 
initiative—you won't get her. 

If you expect her to furnish the necessary money, 
you aren’t much of a man—and, of course, you will 
fail to attain your desire. 

The girl will help you all she can. 

But YOU must take the first step. 

YOU must work to get her. 

In merchandising the same rule applies. 

YOU want the trade of the people in your com- 
munity. 

It won’t do you any good to wish for this trade. 

Your stock of merchandise may be as well selected 
as is possible. Your prices may be very attractive. 
You may be a fine fellow to deal with. 

But all this won’t bring the trade into your store. 

YOU must invite the trade— 

YOU must prove by actual offers of. merchandise 
that YOU are really equipped to serve the trade as it 
wants to be served—that YOU have the kind of goods 
it wants—that YOUR prices are fair—that YOUR 
values are good—that YOUR service is satisfactory. 


Then the trade will do just as the girl did. It will 
come to you—and buy your merchandise—and only 
then. 

But—just as with the girl—if you stop inviting the 
trade—it will stop coming to your store. People will 
go to the place where they are invited, and they will 
not go where the retailer shows that he doesn’t think 
enough of their trade to keep on inviting them. 

“But I know better,” you say. “I have quite a lot 
of customers who trade with me right along and all 
I do is to send them a calendar once a year, or give 
them a ijittle premium once in a while. I know that 
you zre wrong.” 

How many have you of that kind? How many have 
you who buy all their tools, all their housefurnishings, 
a'l their cutlery and all the other articles you have for 
sale, from you? 

If you want to be really honest with yourself you 
will admit that you can’t name more than a very few 
dozen. 

Do you know what it would mean to your business 
if only one hundred families bought all the hardware 
and kindred lines from you? 

It would mean between ten and fifteen thousand 
dollars a year to your store, for the average amount 
spent by the average family in the central western 
states for these lines is considerably over one hun- 
dred dollars. 

Just stop for a minute and look up how much any 
one of your customers—one of those who you say 
buys all her hardware from you—actually did buy last 
year, for of course, you keep track of what these good 
customers—and the other customers who are not quite 
so good—buy from you. 

It’s dollars to doughnuts that you will find most of 
these “steady” customers of yours falling short of the 
average. 

Why do they fall short? Why don’t they buy all 
they should from you? 

lor the simple reason that some one else invites 
them to buy from him and gives them sufficient induce- 
ment to come to his store in preference to yours. 

No, you may have a few “stand-by” customers who 
never go anywhere else, but when you come to count 
them the number will be much smaller than you think. 

The retailer doesn’t exist who cannot get more 
business if he really wants it. 

But he must work for it. 

And he must keep on working—both to hold what 
he already has and to get the extra business that he 
wants to secure. 

If you want more business— 

If you want more customers— 

If you want to sell your customers more goods— 

YOU must prove that it is worth the customer’s 
while to come to your store in preference to some 
other store. 

YOU must keep on proving to the same people— 
and to the newcomers—that your store is the desir- 
able place for them to trade. 

Then—and only then—will you have any right to 
expect them to keep on buying from you. 
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RANDOM NOTES AND SKETCHES 


BY SIDNEY ARNOLD 

“Pop” Bennett, whom I knew and whose company 
I often enjoyed when he was manager of the Reading 
Hardware Company’s Chicago branch, and who is 
now making a success of retailing hardware at Long 
Beach, California, remembered me at New Years with 
a card bearing this inscription: “It matters not how 
winds may blow, breezes warm, blasts of snow, may 
every wind on New Year’s Day blow lots of good 
things ‘round your way,” and George W. Jeffords also 
thought well enough of me to send me this wish: 
“May joy and peace and loving cheer make bright for 


you the coming year.” 
* * * 





Some time ago, there was organized in Chicago, an 
association called the American Society for Thrift. 
The object of the organization is, of course, to pro- 
mote in the average man and woman—and for that 
matter, in children, too—greater thrift ; and if there is 
anything needed in this great, rich country of ours, it 
certainly is a spirit of thriftiness as opposed to the 
present spirit of wanton wastefulness. 

Every visitor to this country, who is at all observant, 
finds numerous instances that strike him with great 
force because they are so diametrically opposed to the 
idea prevalent in any other country but the United 
States of America. Waste is prevalent here. Thrift is 
the rule in Europe and other countries. Thrift was 
the only reason why, for instance, the French could 
pay the immense sum of $1,000,000,000 in less than 
three years as war damages to Germany after the 
Franco-Prussian War in 1871. Thrift is the only rea- 
son why the farmer in Denmark or Holland can live 
as well on twenty-five acres as the farmer in the 
United States on one hundred and sixty acres. 

I have just received “The Ways of Thrift” which 
is the official organ of the American Society for 
Thrift. It contains a great deal of interesting and 
instructive information, and I would advise every 
family head to write for a sample copy and then sub- 
scribe for the magazine and become a member of the 
American Society for Thrift. The publication office 
is 1424 First National Bank Building, Chicago. 

*x *« * 


I have never met Richard A. Foley, but from what 
I have read of his writings I am quite sure that he 
would make a success of the hardware business, for 
he certainly possesses many of the qualifications which 
go to make up a progressive hardware man. 

In the first place, he is an advertising man who 
really knows and believes in what he is selling—and 
incidentally he is not a mere space seller. Here is a 
short extract from one of his recent advertisements : 

THE MAN WITH THE SPARK. 

Have you ever seen an automobile standing on the 
road, apparently spic-and-span and in good condition, 
yet absolutely powerless? 

It may have electric lights and self-starter, and 
“one-man top” and demountable rims, and 12-inch up- 
holstery—but while it is a thing of beauty it is not a 
“joy forever”—at least not until the garage man comes 


along and brings a new set of batteries. For the trou- 
ble is, the car has lost its spark. Without that spark 
all else is useless. 

Many men there are similarly affected—men who 
have lost their spark—who possess outward appear- 
ance, gentility; who are willing enough to do; who 
may have a good education ; who show up well enough 
until action is required! 

Do you happen to know someone whom the de- 
scription fits? Does it happen to fit you? If it does, 
wouldn’t it be a good idea for you to get your batteries 
charged? 

* * * 

“King Alcohol” is being fought hard these days— 
not only by women and temperance orators, but by 
men of big affairs. Many of the great industrial en- 
terprises who formerly did not think it within their 
province to say or do anything against their employes 
using liquor now forbid them to do so—not only dur- 
ing working hours, but also when off duty. Some go 
further than that: In the Illinois Steel. Company reg- 
ular milk routes have taken the place of the boy who 
carried a dozen tin cans on a stick to the nearest 
saloon, and it has been demonstrated that accidents 
have been materially lessened in number since the 
establishment of the “milk diet.” 

It may seem an interference with a man’s personal 
liberty to say that he must not partake of liquor, but 
what about the man who is killed because his fellow 
workman committed a break of the safety rules be- 
cause this latter workman was under the influence of 
liquor partaken of before he went to work? Personal 
liberty is all right, so long as it does not interfere with 
some one else’s rights—and the right to live is sure a 
common one to all of us. 

* * * 


“Ed” Beall, of the Beall Tool Company, Alton, IIli- 
nois, is state senator for the 47th senatorial district 
and is a campaigner “than which there is none better.” 
Here is a story they tell about the doughity senator to 
show how he gets even the women to work for him: 
One of his opponents in the race was a man by name 
of Noah Sanderson who was “some” campaigner him- 
self. This same Sanderson stopped at a farm home 
to solicit the votes of the household. His attention 
was attracted by a woman in the barnyard trying to 
perform the difficult feat of milking a cow and keep- 
ing a suckling calf away. 

The man obligingly offered his assistance in the 
way of holding the calf while the woman did the milk- 
ing. Straddling the refractory calf he caught it by 
the neck and managed to keep it at a safe distance. 
While the calf in his struggles to free himself tossed 
the candidate about, he addressed himself to the 
woman in the following manner: 

“My name is Noah Sanderson. I am a candidate 
for senator of this district and would like your vote.” 

“Are you Noah Sanderson, and are you running 
against Ed Beall?” 

The man signified that such was true. 

“Well, Ed Beall has got you beat,” the woman said, 
“for he is in the house holding the baby.” 
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UP TO THE MINUTE 
NEWS SIFTINGS 








FINE CATALOG OF GASOLINE AND OIL 
STOVES AND RANGES. 





In the 1915 catalog of Dangler oil and gasoline 
stoves and ranges is shown and described a very hand- 
some line of these very handsome and reliable cooking 
and heating appliances, together with a number of 
accessories and parts for same. The introduction em- 
phasizes some of the important features of Dangler 
stoves, such as the patented chimney raising device, 
which is said to overcome the difficulty of proper light- 
ing, and also to prevent the smoking and sooting of 
the burners; the patented wick stop by which a flame 
of proper size is secured and which the manufacturers 
claim makes the operation of these stoves and ranges 
as simple as that of a gas range. The illustrations 
are of a very high class and show in clear detail the 
construction of the various numbers, so that the cata- 
log can be used as a help for the salesman. Dealers 
should make a point of securing one of these catalogs 
which will be sent on request to the Dangler Stove 
Company, Division of the American Stove Company, 
Cleveland, Ohio. 


——_——__e-6-o————————— 


DESIGN REGISTERED FOR GAS STOVE. 





James W. Ashbaugh, Bremen, Ohio, has procured 








patent rights on an orna- 
mental design for a gas 
stove under number 46,- 
796, as shown in the ac- 
companying illustration. 
The claim was filed June 
30, 1914, the term of 
patent being seven years, 





46,796 
The serial number is 848,312. 


~ 
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NEW CATALOG OF OIL AND GASOLINE STOVES 





The new catalog of Clark Jewel oil and gasoline 
stoves and ranges for 1915 has been issued. Among 
the features worthy of special mention is the section 
devoted to an explanation of the operation of the 
smokeless hot generators used in these well known 
stoves and ranges. The illustrations are clear and the 
text matter is plain and full of information for the 
salesman who is thus enabled to make a better “sell- 
ing talk.” Besides the regular line are shown also a 
number of appliances for special use, such as circulat- 
ing water heaters, ovens, waffle irons, toasters and a 
large range of parts for the various stoves made by 


the company. The catalog, the number of which is 95, 

together with any further information, may be ob- 

tained by writing to the George M. Clark and Com- 

pany, Division of American Stove Company, Chicago. 

HOW PETERSON SOLD HIS STOVE TO THE 
MAIL ORDER BUYER. 








The following incident was witnessed recently by 
a representative of AMERICAN ARTISAN in a little 
town in Southern Minnesota. It is related here in 
order that other hardware dealers may benefit from 
the experience : 

An old farmer entered Peterson’s hardware and 
asked for a package of shells, for which he paid, 
and after having told the proprietor that there wasn’t 
anything else he wanted he started toward the ‘door. 

There was a double row of cooking stoves and 
ranges reaching almost through the entire store and 
one faced the entrance. When the old fellow had 
reached this stove he stooped, opened the oven door 
and looked into the oven. 

Peterson who had followed him asked if he was 
thinking of buying a stove. 

“No,” said the farmer, “I got one a couple of years 
ago; but ‘the old woman’ says it’s no good. She says 
it won't bake.” 

“What is the matter with it?” asked Peterson. 

“The oven ‘leaks,’”’ said the farmer, “at least ‘the 
woman’ says that she can’t keep it hot enough to 
bake bread without having the draft on all the time 
and if she does that it gets too hot and burns the 
bread.”’ 

“What kind of a stove did you buy? Where did 
you get it?” 

“T got it in Chicago. How much is this one?” 

“Fifty-eight dollars. What did you pay for 
yours ?” 

“Twenty-seven-fifty. That is an awful price to 
pay for a stove.” 

“Never mind about that. Would you like to trade 
vour old stove off if you could get a good deal ?” 

Peterson realized here that he had made a mistake 
in naming the price on his stove before he had even 
gotten the farmer to the point of saying that he 
might buy a new stove, but he made the best of the 
situation and that was why he suggested the trade, 
which at once got the farmer interested. 

Then he went ahead and made a very gocd selling 
demonstration of his stove, and it is interesting to 
note in this connection that he carried in stock only 
two makes—one a cheap cast iron, the other a malle- 
able, but each in various sizes and styles—four and 
six holes, with or without warming cabinet and water 


reservoir. 
He pointed out first that the fire box in this high 
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grade stove came in four pieces which fitted each 
other perfectly and which made it possible te replace 
one of them if it should be damaged in any way. The 
fire box in the mail order stove was in one piece. 

Taking the top off he showed that there was quite 
an air space between the outside of the fire box and 
the oven, and here was where he put in his strongest 
argument for his stove. 

“This air space,” said he, “heats the sides of the 
oven without bringing the sides into direct contact 
with the hot fire box. That was where the trouble 
came in with your stove. The side of your oven was 
right up against the fire box; that was what made the 
sheet iron ‘warp.’ 

“Then note the thickness of our oven sides. To be 
sure, it takes a bit more time to heat the oven, but 
once it is hot it will keep the heat so much longer, 
and there is much less danger of the sides ‘springing’ 
the way yours did.” 

But all this time, the farmer seemed uneasy and 
thinking of something besides what Peterson was tell- 
ing him, and finally he let it out. 

“That may all be so, but look at your price. It is 
nearly twice as much as my stove cost me all laid 
down here.” 

“Sure,” said Peterson, “that is a fact, but just figure 
this out: You paid about $32.00 for your stove, and 
it is useless now—two years after you bought it. You 
know Jim Smith, who owns the place on the corner 
just beyond you. He is in town today. You can 
easily find out what he thinks of my stove. He 
bought one six years ago and paid sixty dollars for 
it.” 

By good luck, Jim Smith happened to pass by, and 
Peterson called him in. 

“Jim” was one of these pleasant individuals who 

“How about it, Jim, what does Mrs. Smith think 
of that stove she bought from us?” 
hate to admit that anything a merchant sells them 
turns out absolutely satisfactory, so his reply was 
not just what Peterson would have liked, but it gave 
him a chance to point out that Mrs. Smith had won 
a prize for the best batch of bread at the county fair 
the previous fall, so there couldn’t be any doubt as to 
the baking qualities of the oven—and the stove had 
then seen over five years’ service. 

Finally the farmer said that he would see what “the 
woman” thought about it, and “maybe next time they 
came to town they would come in and look again.” 

“Oh, is Mrs. Jones in town? Why didn’t you say 
so before? Where is she? I'll send one of the boys 
out and ask her to come over.”’ 

So Mrs. Jones was brought over, and it didn’t take 
long for Peterson to point out to her just where his 
stove was strong as compared with the one she had 
and didn’t like. 

And then, possibly the fact that Jim Smith was 
there, and that he had “dug down” to the extent of 
sixty dollars while Jones would have to pay only 
fifty-eight dollars may have had something to do 
with the changed attitude of Jones, for after his wife 
had come into the store, it took less than half an hour 
for Peterson to close the transaction and ring up the 
sale on his cash register. 


After the customers had left, the representative of 
AMERICAN ARTISAN and Peterson talked over the in- 
cident, and Peterson admitted that he had made a 
mistake in naming his price so early, and that if it 
hadn’t been for the lucky circumstance of Jim Smith 
passing by he would very likely have lost the sale. 

But after all, Peterson was a better salesman than 
most of those you find in a day’s journey, for he knew 
how to take advantage of opportunities when they 
presented themselves—and to make opportunities fit 
nto his case. 


+ 
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PATENTS HEATING STOVE. 








The United States Patent Office has granted patent 
rights to William S. Price, Hutchinson, Kansas, for a 
heating stove under 
number 1,122,536 and 


1,122,536. 


described as follows: 
In a heating stove, a 
base supporting a fire 
pot having a flange 
formed thereon with 





a series of apertures 
therein, a 
slidably 


formed 
damper 
mounted upon _ the 
said flange and hav- 
ing a series of aper- 
tures formed therein 
to co-operate with 
those in the said 








flange, lugs formed upon the said fire pot to limit the 
displacement of the said damper, a combustion cham- 
ber mounted upon the said flange and co-operating 
with the said lugs to limit the displacement of the 
said damper, a cylindrical metal casing mounted upon 
the said base, the wall of the combustion chamber, and 
the casing being provided with alining slots for the 
damper actuating rod, and means whereby fuel may 
be fed into the said fire pot. 
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COLORADO METAL PRODUCTION IN 1914. 





The output of Colorado mines for eleven months 
of 1914, with an estimate for December, according to 
preliminary figures by Charles W. Henderson, of the 
United States Geological Survey, indicates a yield of 
$19,860,000 in gold, 8,742,000 ounces of silver, 75,- 
550,000 pounds of lead, 6,677,000 pounds of copper, 
and 96,000,000 pounds of zinc (in terms of spelter and 
zine in zinc oxide), with a total value of $33,300,000, 
compared with $18,146,916 in gold, 9,325,255 ounces 
of silver, 87,897,773 pounds of lead, 7,227,826 pounds 
of copper, and 119,346,429 pounds of zinc, with a total! 
value of $35,450,585, in 1913. This shows an increase 
of $1,713,000 in gold and decreases of 583,000 ounces 
in silver, 12,348,000 pounds in lead, 551,000 pounds in 
copper, and 23,350,000 pounds in zinc. In addition to 
the decrease in quantities of silver and the base metals, 
the falling off in average values for these metals 
caused a decrease in value of $833,000 for silver, 
$921,000 for lead, and $1,890,000 for zinc. 





28 AMERICAN ARTISAN AND HARDWARE RECORD 








THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 54 to 59 inclusive. 








The Winchester Repeating Arms Company, New 
Haven, Connecticut, has let a contract for three new 
buildings, 53x161 feet, 58x208 feet and 67x89 feet, 
respectively. 

The Braman Manufacturing Company, West Carth- 
age, New York, has been incorporated to make wood- 
enware, rollers, handles, etc. The incorporators are 
O. H. and M. E. Braman and F. E. Phillips. 


The Detroit Hardware Specialty Company, Detroit, 
Michigan, has been incorporated for $10,000 by Otto 
Kaiser, Anthony J. Rademacher, Anthony J. Mues and 
Mary and Albert Ratajozak. 


The Voght Manufacturing Company, Cleveland, 
Ohio, have been incorporated for $10,000 to manu fac- 
ture hardware. C. E. Voght, E. O. Loeber, E. D. Mor- 


gan, J. S. Craig and F. C. Adams are the incorporators. 


The Standard Manufacturing Company, Shelby, 
Ohio, makers of drawer pulls, sash locks and spring 
hinges, has recently moved into its new plant, which 
occupies a fine, modern building 50x180 feet, equipped 
with the latest labor saving machinery. 

The Thomas Guinter Manufacturing Company, 
Rockford, Illinois, has been incorporated for the pur- 
pose of manufacturing and selling washing machines. 
The capital stock is $25,000. The incorporators are 
Charles S., W. S., Thomas and Spurgeon E. Guinter 
and James H. Thomas. 


Under the name of John K. Wilson Company, John 
K. Wilson, William C. Perkins, Harold G. Reinicker 
and Henry M. Wilson, have formed an organization 
to represent manufacturers of hardware. The office 
of the firm which is not incorporated will be at 5 Hop- 
kins Place, Baltimore, Maryland. All of the above 
named gentlemen are men well known to the hard- 


ware trade. 
— ae iti 


ONEIDA COMMUNITY SECURES INJUNCTION 
PERTAINING TO SALE OF GAME TRAPS. 





The Oneida Community, Limited, Oneida, New 
York, has secured an injunction against the Oneida 
Game Trap Company, Incorporated, prohibiting the 
latter from selling game traps on the pans of which 
the name “Oneida Game Trap Company, Incorpor- 
ated, appears. The plaintiff also asked that the de- 
fendant be enjoined from continuing to use several 
other methods in the marketing of its traps which the 
plaintiff deems unfair competition and in violation of 
its trademarks. As the decision did not. give relief 
on these points, the Oneida Community, Limited, will 


appeal the case to the Appellate Division of the Su- 
preme Court of New York. 
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ASH SIFTERS THAT SELL QUICKLY. 








While there is apparently little that one would ex- 
pect to influence the sale of one make of ash cans, 
sifters, etc., before an- 
other, it is evident that 
considerable emphasis is 
placed by dealers on the 
qualities of the Roches- 
ter Ash Sifter of the 
shaking type. This sift- 
er, which is shown in the 
accompanying _illustra- 
tion, is manufactured of 
galvanized iron, and rec- 
ognized by the name 
“Rochester Sifter” 
which is stencilled on the 
lid. It is shown on a cor- 
rugated ash can of the 
4-122 type, both sifter 
Rochester Ash Sifter and Can. and can being manu fac- 
tured by the Rochester Can Company, Rochester, New 
York. When an ash sifter enjoys the reputation and 
sales which is said to be the case with the “Rochester” 
it is a sure indication that it possesses merits which 
assure it does good work and is made of the right 
quality material. It is claimed by the manufacturers to 
be a durable, dustless and inexpensive sifter. The 
Rochester Can Company, Rochester, New York, will 
be pleased to forward their complete catalog of ash 
cans, garbage cans, etc., upon application. 








PATENTS CYLINDER LOCK. 





Ernest L. Teich, New Britain, Connecticut, assignor 
to The American Hardware Corporation, New Britain, 
Connecticut, has obtained Unit- 
ed States patent rights under 
number 1,122,816 for a cylinder 
lock described as follows: Ina 
cylinder lock, a rotatable plug, 
a roll-back member operatively 
connected therewith and rotated 
thereby, means operable by a 
certain key for rotating said plug 
and roll-back through one oper- 
la ating cycle, and means operable 
u by another certain key for sub- 
sequently rotating said parts through a reverse cycle 
with means for blocking the subsequent rotation of 
said parts through the first named cycle and by the 
first named certain key. 
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HANDSOME POSTER EFFECT CALENDAR 
ISSUED BY HERCULES POWDER 
COMPANY. 


As a “reminder” there is probably nothing quite so 
effective as a calendar. Everybody looks at it and does 
so dozens of times a day. It is, therefore, no wonder 
that so many calendars are being used by manufac- 
turers for the purpose of assisting the retailers han- 





Showing Six Poster Effects on Hercules Calendar. 


dling their products in pushing the sales of these prod- 
ucts. One of the most striking of these advertising 
calendars is that which is now being sent to customers 
of the Hercules Powder Company. It consists of six 
large sheets, each of which has a fine illustration at 
the top suggestive of the various uses to which Her- 
cules explosives and gun powders can be put. At the 
bottom of each sheet a calendar for two months is 
printed in large, plain type. Dealers may secure these 
calendars by writing to the Hercules Powder Com- 
pany, Wilmington, Delaware. 


* 
= 


TOLEDO HARDWARE DEALERS ORGANIZE. 


The retail hardware dealers of Toledo, Ohio, met on 
Wednesday, December 30, 1914, and effected an or- 
ganization with the assistance of James B. Carson, 
secretary of the Ohio Hardware Association, and H. 
B. McGrath, president of the Cleveland Retail Hard- 
ware Association. 

The following officers were elected: J. M. Bour, 
president ; George J. Marquardt, vice-president ; H. F. 
Aufderheide, secretary; Thomas Nyhan, treasurer. 
These, with C. A. Miller, William Von Behren and 
Stephen Glowacki, constitute the board of directors. 

After the organization was effected, the meeting 
resolved itself into a committee on work to be taken 
up and an adjournment was taken for one week, each 








one of the seventeen firms represented promising to 

bring one other retail hardware dealer to the meeting, 

which was held Wednesday, January 6th. 

CINCINNATI PAINT, OIL AND VARNISH CLUB 
BEGIN 1915 WITH DINNER. 





The first meeting for 1915 of the Cincinnati Paint, 
Oil and Varnish Club was held Thursday, January 
7th, at Hotel Sinton. Secretary Frank 
Schraeder reports that besides the splendid 
dinner which was enjoyed by the members 
the program which had been arranged 
“made two smiles grow where there was 
only a grouch before.” 





-_ 
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EFFECTIVE COUNTER SIGN FOR 
WRINGERS. 





One of the handsomest “reminders” 
which are furnished by manufacturers to 
dealers in hardware is a counter sign 
recently gotten out by the American 
Wringer Company. It is finished in green 
enamel with gilt lettering and design and 
a chain for hanging as well as with a 
patented easel which is of better con- 
struction than most of those usually 
found on signs. The fact that ‘“Horse- 
shoe” wringers are equipped with steel 
ball bearings and that the cogwheels are 
enclosed is brought out, so that not only 
is the sign a “reminder,” but it presents 
good selling arguments as well. Dealers 
who desire one of these signs should 
write to the American Wringer Company, 
New York City. 

jptietions 


PATENT ISSUED FOR PADLOCK. 





Frank Saley, Philadelphia, assignor to the Miller 
Lock Company, Philadelphia, has obtained United 
1,123,200 é States patent rights under 
number 1,123,200 for a lock 
described as follows: In a 
lock, in combination, a later- 
ally movable bolt, pivotally 
Bre, and laterally movable tum- 
23s  blers, springs normally hold- 
4 ing the tumblers in their re- 
tracted positions, a stump and 





a pivotally movable stump carrier, a spring normally 
holding the stump in one position, there being two sets 
of notches in the outer faces of the tumblers and two 
corresponding notches in the outer face of the bolt, a 
key adapted to engage and actuate all the tumblers and 
move them to bring one set of tumbler notches in aline- 
ment with one of the bolt notches and with the stump, 
and a second key adapted to engage and actuate all the 
tumblers and the stump and bring the second set of 
tumbler notches and the stump in alinement with eac!) 
other and with the other notch in the bolt. 
Fo Tee 

Do that which is assigned thee and thou canst not 

hope too much or dare too much.—Emerson. 
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What the Retail Hardware Associations 
Will Do at Their Conventions 








In the following are given, as completely as possible, 
data of the programs for the various state conventions 
of retail hardware dealers’ associations, in order that 
members and others who desire to attend may have 
information as to dates, speakers, entertainment fea- 
tures, headquarters, etc.: 

ILLINOIS RETAIL HARDWARE ASSOCIATION. 

The business sessions will be held in Chicago, Jan- 
uary 12 to 15, in the Coliseum Annex on the second 
floor, during the forenoon of each day. Headquarters 
will be at Hotel Sherman. A buffet luncheon will be 
served, free of charge, at the close of each day’s ses- 
sion, tickets for which will be issued to members as 
they register at the secretary’s office. The Exhibit 
will be open until 10 p. m. each day and it is expected 
th:t many consumers will visit same as a large num- 
ber of cowpon tickets have been issued which entitle 
the holder to admission at a reduced rate. 

The Convention will open promptly at 9:30 a. m.. 
Tuesday, January 12th, on the second floor of the 
Coliseum Annex. President J. H. Vawter will deliver 
his annual address, after which committees will be 
appointed, to be followed by presentation address by 
President A. Vere Martin of the Hardware Club of 
Chicago. ; 

Wednesday’s session will be open to members and 
guests who are retail hardware dealers. Secretary 
Leon D. Nish will make his annual report. A. George 
Pedersen, editor of AMERICAN ARTISAN will speak on 
“Developing Home Trade,” to be followed by a dis- 
cussion on the same subject. The Question Box wil! 
be conducted by Charles T. Woodward, Carlinville, 
second vice-president of the National Retail Hardware 
Association, and H. Diamond, of Galion, Ohio. 

Thursday’s session will also be an executive meet- 
ing, to which members and vouched-for retail hard- 
ware dealers will be admitted. Charles A. Ireland, 
past president of the National Association, will speak 
on the “Price and Service Bureau,” followed by a dis- 
cussion on the same subject, led by H. P. Sheets of 
the Bureau. Roy F. Soule, editor of Hardware Age, 
will give an illustrated talk on Store Equipment, fol- 
lowed by the Question Box. 

At the Friday session, E. J. Holzgrafe, Havana, will 
report on the 1914 National Convention. Committees 
will make their reports, after which the Question Box 
will again be discussed. 

For the convenience of the committee in charge, 
questions which members desire to present should be 
marked in the upper left hand corner, according to 
the general subject, such as “Collections,” “Store Serv- 
ices,” etc., so that they may easily be grouped to- 
gether. 

Tuesday the visiting ladies will be taken on a tour 
of inspection of the State Street stores, after which 
one of the large “movie” shows will be visited. 


Thursday afternoon there will be a theater party for 

the ladies of the delegates and their guests. 
ENTERTAINMENT BY HARDWARE CLUB. 

The Hardware Club of Chicago will be open to 
members of the Association, guest cards being issued 
when they register at convention headquarters. 

Monday evening, January 11th, will be celebrated 
as a “Get-together meeting” in the parlors of the 
Hardware Club, a good program being provided. 

At the Tuesday Luncheon, 12:30 p. m. in the Hard- 
ware Club, a number of men prominent in the trade 
will make short addresses. 

Wednesday afternoon the Ladies’. Social Committee 
of the Hardware Club will entertain the ladies of the 
delegates to the convention with a reception and musi- 
cal program. 

Friday evening there will be a special entertainment 
with music, dancing and cards. 





WESTERN IMPLEMENT, VEHICLE AND HARDWARE 
DEALERS’ ASSOCIATION. 


The annual convention of the Western Implement, 
Vehicle and Hardware Dealers’ Association will be 
held January 12 to 14, in the Century theater, Kansas 
City, Missouri, with headquarters at the Coates House. 

Among the addresses to be delivered are the fol- 
lowing: “A Merchant’s Duty to His Community,” 
by T. N. Witten, Trenton, Missouri, originator of the 
“Trenton Idea” ; “Employers’ Liability,” by Honorable 
L. C. Boyle. 


MISSOURI RETAIL HARDWARE ASSOCIATION. 

The Missouri Retail Hardware Association and the 
Mississippi Valley Retail Implement and Vehicle Deal- 
ers’ Association will hold a joint exhibit at the St. 
Louis Coliseum and separate sessions of their respec- 
tive conventions, January 19 to 22. The hardware as- 
sociation has grown in membership by nearly two 
hundred during the past two years and now has on its 
roll over six hundred active members. 

J. M. Campbell, Bowling Green, will speak on 
“Credits and Collections ; T. N. Witten, Trenton, orig- 
inator of the “Trenton Idea,” has for his subject 
“Community Building and Community Co-operation” ; 
H. P. Sheets, of the Price and Service Bureau of the 
National Retail Hardware Association, and F. C. 
Thorpe, Versailles, will speak on “Price and Service” ; 
Sharon E. Jones, Indianapolis, formerly president of 
the National Retail Hardware Association, will talk 
on “Store Arrangement”; W. H. Bloomer, St. Louis, 
on “State Development”; F. E. Martin, Minneapolis, 
Minnesota, on “Hardware Mutual Insurance.” It is 
also expected that President E. E. Mitchell and Sec- 
ond Vice-president C. T. Woodward, of the National 
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Retail Hardware Association will be present and ad- 
dress the conventions. 


OREGON HARDWARE AND IMPLEMENT ASSOCIATION. 

The annual convention of the Oregon Retail Hard- 
ware and Implement Dealers’ Association will be held 
January 26 to 29 in the Imperial Hotel, Portland, Ore- 
gon, the first session being called to order Tuesday 
afternoon at 2 o'clock. The railroads have granted 
round trip rates of one and one-third fare, tickets be- 
ing on sale January 22 to 28 inclusive. Among the 
principal features of the program will be an address 
on “The Causes of So Much Business Going to the 
Mail Order Houses and How This May Be Pre- 
vented.” An instructor in one of the leading state 
colleges who has been in daily contact for over a 
year gathering data for this address will present in- 
formation which cannot be obtained by the dealer. 
There will be two open and two closed sessions. 


WISCONSIN RETAIL HARDWARE ASSOCIATION. 
The convention and exhibit of the Wisconsin Retail 
Hardware Association will be held in the Milwaukee 
Auditorium, February 3 to 5. Tie Question Box will 
be the principal feature of the program. Members 
are requested to forward to Secretary P. J. Jacobs, 
Stevens Point, suggestions for questions. A complete 
list of these questions submitted will be mailed to each 
member before the convention, so that he may be pre- 

pared to take part in the discussion if he so desires. 


MICHIGAN RETAIL HARDWARE ASSOCIATION. 

The convention of the Michigan Retail Hardware 
Association will be held February 9 to 12, at Saginaw 
in the Auditorium. The membership has almost 
reached the one thousand mark, much of the increase 
being due to the hearty co-operation of the traveling 
salesmen, and it is hoped to secure 1,000 by the time 
the convention opens. Among the many other bene- 
fits secured by members is the Freight Auditing Bu- 
reau through which freight bills are checked over and 
claims are filed. Only a small percentage is charged 
for the filing of the claims and collection of same from 
the railroads. 

A Buyers’ Contest will be conducted in connection 
with the Exhibit, prizes being awarded to each mem- 
ber who purchases goods from three or more exhib- 
itors, according to number of orders placed. The pro- 
gram will include, besides the Question Box which 
will be a strong feature, addresses by H. Leslie 
Wildey, Graettinger, Iowa, who will speak on “Cata- 
log House Competition” ; Frank Stockdale, of the Sys- 
tem staff, Chicago, on “Keeping Up with Rising 
Costs”; Edward F. Trefz, Chicago, on “The Travel- 
ing Salesman and the Merchant.” C. M. Alden, Grand 
Rapids, Richard Talbot and N. B. Hutton will also 
speak. 


CONNECTICUT RETAIL HARDWARE ASSOCIATION. 
The convention of the Connecticut Retail Hardware 
Association will be held at Hotel Winthrop, Meriden, 
Connecticut, February 16 and 17. Eli C. Birdseye, 
Meriden, is chairman of the Committee on Arrange- 
ments. The feature of the first evening’s program will 
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be a lecture on “Retail Merchandising of Hardware” 
by Mr. Whitehead, of Boston, the well known author- 
ity on salesmanship instruction, to be followed by a 
Question Box on the same lines. The banquet will 
take place on the afternoon of February 17th. 





OHIO HARDWARE ASSOCIATION. 

The Ohio Hardware Convention will meet in Cin- 
cinnati, February 16 to 19. The sessions will be held 
during the forenoon of each day, beginning with a re- 
ception of members Tuesday, February 16, at the 
New Gibson Hotel, where payment of dues, distribu- 
tion of badges and theater tickets, etc., will be attend- 
ed to from 9 a. m. to 3 p. m. The Exhibit will be open 
all day Tuesday and from 1 to 5 p. m. on the other 
days, in Music Hall. An open session will be held 
Tuesday afternoon from 3 to 5 p. m., for all active 
and honorary members and traveling salesmen and 
ladies. At 8 p. m., at the executive session officers will 
be nominated and the Question Box will be opened 
and discussions pertaining to same will be held at each 
session. 

Wednesday, from 9 a. m. to 12 noon, will be an 
executive session during which President Massey will 
deliver his annual address and the reports of Secretary 
Carson and Treasurer Getz will be read. In the eve- 
ning the Cincinnati Hardware Club will entertain the 
delegates, guests and ladies. 

The Thursday morning session will be devoted to 
the report of the Secretary of Insurance and to the 
Question Box. A theater party will be given in the 
evening. 

At Friday’s session the committees will report and 
the election of officers will be held. 


NEW YORK STATE RETAIL HARDWARE ASSOCIATION. 

The annual convention and exhibit of the New 
York State Retail Hardware Association will be held 
in Syracuse, February 16 to 19, with headquarters at 
Yates Hotel. The business sessions and the exhibition 
will be at the State Armory. 

R. E. King, Ilion, New York, publisher of /lion 
Citizen, will speak on “Community Building.” Frank 
Stockdale, of System, Chicago, has for his subject, 
“Keeping up with Rising Costs.” The Question Box 
will be an important feature of the program. Dis- 
cussions will be led by Charles J. Fix, Buffalo; W. J. 
Hoyt, Wellsville, and E. D. Baker, Andover. 

A smoker and vaudeville, followed by dancing, will 
be tendered the delegates and visitors by the “asso- 
ciate’ members on Thursday, February 18th. The 
annual banquet will take place Friday evening at Yates 
Hotel. 


IOWA RETAIL HARDWARE ASSOCIATION. 

The seventeenth annual convention of the Iowa Re- 
tail Hardware Association will be held in the Des 
Moines Coliseum, February 16 to 19. The sessions 
will meet in the Convention Room of the Coliseum and 
among those who will address the dealers will be Pres- 
ident E. E. Mitchell of the National Retail Hardware 
Association; George Wrightman, who will speak on 
“Employers’ Compensation Law”; Emory H. English, 
Insurance Commissioner of Iowa; Roy F. Soule and 
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others. The Question Box will be a prominent fea- 
ture of the program, judging from the number of prob- 
lems being received by Secretary Sale. 





NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION, 

The New England Hardware Dealers’ Asso- 
ciation will meet in Mechanics’ Building, Boston, 
Massachusetts, February 22 to 24: Washington’s 
Birthday, February 22nd will be celebrated as “Deal- 
ers’ Day” and a buffet luncheon will be served at high 
noon to the members and their guests. At the evening 
session, Mayor James M. Curley of Boston, Mayor 
George H. Wright of Worcester and Mayor Frank 
E. Stacy of Springfield will address the Convention. 
Headquarters will be at the Copley Plaza Hotel, where 
will also be held the annual ball on February 23rd, and 
the banquet on February 24th. The Ladies’ Committee 
have prepared an interesting program for the visiting 
ladies, consisting of a theater party, card and bowling 
contests. The Question Box will be given more than 
usual attention and many problems will be discussed. 
A reception to the outgoing and incoming officers will 
precede the banquet. 





MINNESOTA RETAIL HARDWARE ASSOCIATION. 

The convention of the Minnesota Retail Hardware 
Association will be held in St. Paul, February 23 to 
26. On Tuesday, February 23rd, the annual reports 
of officers will be read. During the executive session 
which will follow, Secretary Corey of the National 
Association will have charge of the Question Box. At 
the Wednesday session Professor P. H. Neystrom 
will preside over the Question Box discussion. Thurs- 
day will be “Insurance Day” as usual. On Friday 
committees will render their reports and the election 
of officers will take place, as well as appointment of 
delegates to the National Convention. 





KENTUCKY RETAIL HARDWARE AND STOVE DEALERS’ 
‘ASSOCIATION. 

Lexington will be the convention city of the Ken- 
tucky Retail Hardware and Stove Dealers’ Associa- 
tion which will meet February 23 to 25. Among the 
speakers will be Charles T. Woodward, second vice- 
president of the National Association, and C. M. John- 
son, of Rush City, Minnesota. Mr. Woodward will 
have charge of the Question Box. The Association 
has recently placed a canvasser in the field and it is 
expected that at least 100 new members will be en- 
rolled before the convention. Headquarters will be 
at Phoenix Hotel. 





ARKANSAS RETAIL HARDWARE ASSOCIATION. 
The convention of the Arkansas Retail Hardware 
Dealers’ Association will be held at Little Rock, May 
4 to 6. The Association, both collectively and through 
its individual members, is taking an active part in the 
movement for diversified farming and helping to carry 
on the farm demonstration work which is being pushed 
by the Gevernment and by various other organiza- 
tions. Secretary Grover T. Owens reports that this is 
already showing its effect in better relations being 
establishcd between retailers and consumers and also 

in the improvement of better farming conditions. 


RETAIL HARDWARE CONVENTIONS. 





The dates for conventions of the state associations 
of retail hardware dealers, so far as they have been 
announced, are given below, in order of the dates. 
The secretary’s name and address follows the name of 
the association, after which come the dates, with the 
name of the convention city. 


Illinois Retail Hardware Association, L. D. Nish, Secre- 
tary, Elgin. January 12, 13, 14, 15, 1915. At Chicago. 

Western Implement, Vehicle and Hardware Association, 
January 12, 13, 14, 1915. At Kansas City, Missouri. 

Missouri Retail Hardware Association, F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, January 19, 20, 
21, 22, 1915. At St. Louis. 

Pacific Northwest Retail Hardware and Implement As- 
sociation, E. E. Lucas, Secretary, Hutton Building, Spokane, 
Washington. January 20, 21, 22, 1915. At Spokane, Wash- 
ington. 

Texas Retail Hardware Association, Henry Marti, Sec- 
retary, Dallas. January 26, 27, 28, 1915. At Waco. 

Indiana Retail Hardware Association, M. L. Corey, Sec- 
retary, Argos. January 26, 27, 28, 29, 1915. At Indianapolis. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, H. J. Altnow, Secretary, Portland. January 26, 27. 
28, 29, 1915. At Portland. 

Wisconsin Retail Hardware Association, P. J. Jacobs, 
Secretary, Stevens Point. February 3, 4, 5, 1915. At Mil- 
waukee. 

Nebraska Retail Hardware Association, Nathan Roberts, 
Secretary, Lincoln. February 9, 10, 11, 12, 1915. At Omaha. 

Michigan Retail Hardware Association, A. J. Scott, 
Secretary, Marine City. February 9, 10, 11, 12, 1915. At 
Saginaw. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, W. P. Lewis, Secretary, Huntingdon, Pennsylvania. 
February 9, 10, 11, 12, 1915. At Newark, New Jersey. 

Connecticut Retail Hardware Association, Henry S. 
Hitchcock, Secretary, Woodbury, February 16, 17, 1915. At 
Meriden. Headquarters, Winthrop Hotel. 

New York Retail Hardware Association, John B. Foley, 
Secretary, 513 Kirk Building, Syracuse, New York. February 
16, 17, 18, 19, 1915. At Syracuse. 

North Dakota Retail Hardware Association, C. N. 
Barnes, Secretary, Grand Forks. February 17, 18, 19, 1915. 
At Fargo. 

Ohio Retail Hardware Association, James B. Carson, 
Secretary, Dayton. February 16, 17, 18, 19, 1915. At New 
Gibson Hotel, Cincinnati. 

Iowa Retail Hardware Association, A. R. Sale, Secretary, 
Mason City. February 16, 17, 18, 19, 1915. At Des Moines. 

New England Hardware Dealers’ Association, George A. 
Fiel, Secretary, 176 Federal Street, Boston. February 22, 23, 
24, 1915. At Boston. 

Kentucky Retail Hardware and Stove Dealers’ Associa- 
tion, J. M. Stone, Secretary, Sturgis. February 23, 24, 25, 
1915. At Phoenix Hotel, Lexington. 

Minnesota Retail Hardware Association, H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis. Febru- 
ary 23 ,24, 25, 26,1915. At St. Paul. 

South Dakota Retail Hardware Association, E. C. War- 
ren, Secretary, Pierre. March 2, 3, 4, 5, 1915. At Mitchell. 

Arkansas Retail Hardware Association, Grover T. Owens, 
Secretary, Little Rock.- May 4, 5, 6, 1915. At Little Rock. 

Florida Retail Hardware Association, G. E. Noblit, Sec- 
retary, Tarpon Springs. May 11, 12, 13, 1915. At St. Peters- 
burg. 

Hardware Association of the Carolinas, T. W. Dixon, 
Secretary, Charlotte, North Carolina. July 13, 14, 15, 16, 
1915. At Isle of Palms. 


POWDER COMPANIES MERGE. 








Under the name of the Aetna Explosive Company, a 
number of powder companies among which are the 
Aetna Powder Company, Chicago, and the Miami 
Powder Company, Chicago, have been merged. The 
new company will take over the plants at Aetna, In- 
diana, Thebes, Illinois, and Xenia and Goes, Ohio. It 
is said that Addison G. Fay and Frank Lewis, presi- 
dent and secretary of the Aetna Powder Company, will 
not be identified with the new corporation, the offices 
of which are at 2 Rector Stret, New York. 
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How to Figure Profit and Selling Price 


By Wittiram T. Gorm ey, of Bullard and Gormley Company, Chicago, IIlinois. 








One of the first problems that I learned to solve in 
arithmetic under the head of percentages was some- 
thing on this order: if a 
man buys a dozen knives at 
$1.20 a dozen, what price 
must he sell them at if he 
wants to make 33% per- 
cent profit? The answer in 
the back of the book said 
that the knives would have 
to be sold at $1.60 a dozen. 

Probably that is one of 
the reasons why so many 
retail hardware dealers fail 
to make any money, for although the answer in one 
way is right, when it comes to practical business arith- 
metic, it is wrong and the right answer is $1.80. 

The difference between the two results is in a great 
many cases also the difference between failure and 
success in the retail hardware business, and I shall 
try in the following to show just where this differ- 
ence has so much to do with the problem of making 
a success of selling hardware. 

Let us say, for instance, that a man buys a stock of 
hardware amounting to $3,000, that his additional pur- 
chases during the course of the year total $12,000 and 
that at the end of the year, his stock invoices $4,500. 
He has then sold altogether $7,500 worth of hard- 
ware, on the basis of his cost figures. 

Now let us suppose that his expense of doing busi- 
ness is $1,500 and that he has averaged a gross 
profit of 33% per cent on the cost. How much has he 
made? By a simple problem of arithmetic, we find 
that his gross profit was $2,500 from which we deduct 
$1,500 for expenses and the difference—$1,o00o—was 
then the net cash profit. In this case, we come out all 
right because there is a net profit at the end of the 
year besides an increase of $1,500 in the stock, thus 
showing that the business has increased in value to 
the amount of $2,500, 

Now take another case. Suppose a hardware dealer 
has a stock of $10,000, that his purchases during the 
year amount to $28,000 and that his invoice at the 
end of the year shows $12,000 worth on hand. He has 
thus sold $26,000 worth, based on the cost figure. 

Let us then suppose that he sells this $26,000 on a 
basis of 30 per cent profit on the cost and we have a 
gross profit of $7,800. 

Then say that his expenses average 20 percent on 
the sales and by adding and subtracting, we find that 
his sales have amounted to $33,800 with an expense 
of $6,760, leaving him a net cash profit of $1,040 be- 
sides the $2,000 increase in his stock. He has made a 


total profit of $3,040. 
In this case also, he is all right, but the trouble is 





that a great many dealers in figuring their selling price, 
fail to allow for the fact that while all the expenses 
are figured on the basis of the sales, both the selling 
price and the gross profit are figured on the cost. 

In other words, many of them argue in this way: 
If my expenses are 20 percent and the gross profit 
margin is 30 percent, | make 10 percent—which is 
wrong. 

As a matter of fact, instead of making Io percent, 
he is making only 4 percent, as will easily be seen by 
working out the following problem: A man sells a 
$1.00 article for 30 percent profit on the cost, which 
makes a selling price of $1.30. His expenses are 20 
percent—not on the cost but on the selling price, or 26 
cents—leaving a net margin of 4 percent on the cost 
price, or a fraction over 3 percent on the selling price. 

Now comes the most serious part of it. Suppose 
for some reason or other, that the retail hardware deal- 
er finds it necessary to reduce the selling price on cer- 
tain articles. If he has been figuring on the basis out- 
lined in the foregoing, he will be almost certain to 
sell those at an actual loss, because his margin of net 
profit is too small to allow for any considerable re- 
duction. 

I have always believed that while staple articles of 
hardware should be sold at a fairly low margin of 
profit—allowing, however, for enough to more than 
pay expenses—novelties and specialties should be 
marked on a basis which will allow for the risk taken 
in stocking such articles, and this risk in many cases 
in quite considerable. 

Where the difference between the profit percentage 
and the expense percentage is large enough, there is 
little or no danger of marking an article at a price 
which will actually result in a loss to the dealer, but 
where this apparent difference is less than ten, there 
is a very distinct danger of doing that very thing. 

While in practice comparatively few dealers make 
use of the percentage table in figuring the selling 
price on their stock—simply marking it as their in- 
stinct or knowledge of conditions suggests—still after 
all, the percentage method is the more reliable, pro- 
vided the proper method of figuring is followed, and 
every accountant will maintain that the proper wav 
of figuring profits in order to arrive at an equitable 
selling price is to figure back from the selling price, in- 
stead of figuring forward from the cost. 

In other words, the matter resolves itself into the 
following: simple problem in arithmetic: 100X di- 
vided by roo plus X equals 30, and the result is ap- 
proximately 43. So that the article would have to be 
sold for $1.43 in order to yield 30 percent gross profit 
on the sales—and not at $1.30. 

The 13 cents difference between these two figures 
has in many a case been the difference between a suc- 
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cessful business and one placed in the hands of a re- 
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Chicago, January 4, IQI5. 
NEW WOOD PRYING CHISEL TO BE SHOWN 
AT HARDWARE EXHIBIT IN CHICAGO. 








Among the many improved tools which have been 
brought out lately by the Vaughan and Bushnell Man- 
ufacturing Company is the V. & B. wood prying chisel 
which is shown in the accompanying illustration. The 
special construction which is patented makes this 
chisel particularly suited for its purpose, in that it will 








Solid Steel Wood Prying Chisel. 


not bend or take a set under heavy strain; it can be 
used for cutting as well as for prying. The chisel will 
be shown in Booth 430 at the Chicago Coliseum dur- 
ing the convention of the Illinois Retail Hardware As- 
sociation and a special introductory assortment will be 
offered at a very low price during that time. Full par- 
ticulars may be obtained there or by writing to the 
Vaughan and Bushnell Manufacturing Company, Chi- 


cago. ‘ 
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PATENTS OPERATING MECHANISM FOR 
WASHING MACHINE. 








Under numbers 1,121,610 and 1,121,796 United 
States patent rights have been granted to Eugene 


























Buswell, Waterloo, Iowa, for an operating mechanism 
for washing machines, described as follows: 

Number 1,121,610:—In a washing machine, a rock 
shaft mounted therein, bearings, hand levers ful- 
crumed in said bearings, a slidable connection between 
said levers, limiting their movements to equal oppo- 
sitely directed simultaneous oscillations, and operative 
connections between said levers and said shaft adapted 
to rock the latter alternately in opposite directions 
when the hand levers are oscillated. 

Number 1,121,796:—In combination, a rock shaft 
rotatably mounted, and means for rocking said shaft 
to and from, comprising a pair of pivoted hand levers 
adapted to be oscillated in reverse directions simul- 
taneously, a sheave mounted on said rock shaft and 
having its upper part interiorly hollowed out from the 
top concentrically about the shaft, pull-cables con- 


nected between said hand levers and said sheave to 
wind about the latter in opposite directions, a housing 
about said sheave having openings to permit of the 
passage of said cables, and having an integral depend- 
ing hollow sleeve extending into said sheave about 
said shaft and spaced concentrically from the latter, 
rollers seated between, and in contact with the latter 
sleeve and said shaft to form an anti friction bearing 
for the shaft, and a collar secured on the upper end 
of the shaft and supporting the latter upon the top of 
said housing. 


A WELL CONSTRUCTED ICE PICK. 








Every housewife requires an ice pick and, like screw- 


drivers, ice picks are easy to lose, so that there is a 
fairly steady sale on them, from the beginning of the 
season to the end, which in many cases means during 
the entire year. One of the best kinds on the market, 
so it is claimed, is the “Hurwood” ice pick, which is 


1 yl 





Hurwood Ice Picks on Display Stand. 


constructed similarly to the “Hurwood” screwdrivers, 
in that the point, shank and head are made of one piece 
of special steel. Two patented projecting “wings” 
under the head, together with a rivet which passes 
through the ferrule, handle and shank, securely fastens 
the pick in the handle. The accompanying illustration 
shows the attractive display stand which is furnished, 
free of charge, with each dozen picks. Further in- 
formation about “Hurwood” ice picks can be obtained 
by writing to the manufacturers, the Stanley Rule and 
Level Company, New Britain, Connecticut. 





SALESMEN OF BALTIMORE BRANCH OF 
NATIONAL ENAMELING AND STAMPING 
COMPANY ENTERTAINED AT 
ANNUAL DINNER. 





The annual dinner to the salesmen reporting to the 
Baltimore Branch of the National Enameling and 
Stamping Company was held December 29th, 1914, at 
Hotel Belvidere, Baltimore. Among the speakers were 
President W. H. Matthai of the Company, who was 
elected president of the American Hardware Manu- 
facturers’ Convention at Atlantic City, George W. 
Knapp and others. George H. Harper, the manager 
of the Branch was toastmaster. 
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STEVENS BILL TO PROHIBIT PRICE CUTTING 
ON TRADEMARKED GOODS NOT 
REPORTED BACK TO HOUSE 
BY COMMITTEE. 


In an editorial in the December twelfth issue of 
AMERICAN ARTISAN, retail hardware dealers and other 
merchants were urged to write to their congressmen 
and senators to impress upon them the fact that the 
mercantile interests of the country at large and the 
particular merchant in question desired the passage of 
the Stevens Bill by which the indiscriminate cutting 
of prices on trademarked goods is prohibited. 

The following letter has been received from L. A. 
Paddock, owner of the Hardware Supply Company, 
718 East Sixty-third Street, Chicago, accompanied by 
a letter from Congressman James R. Mann, who states 
that the Stevens Bill has not been reported back to 
the House by the committee having charge of it: 


To AMERICAN ARTISAN: 


The inclosed letter is in response to my letter to 
Congressman Mann urging his influence to pass the 
Stevens Bill, having for its object the maintenance of 
prices set by the manufacturer on goods bearing his 
trademark. 

I stated in my letter to’: Congressman Mann that 
trademarked goods were of the higher grade and 
guaranteed that the quality and price for which these 
goods are sold are both well known. Taking for ex- 
ample a Stillson pipe wrench (14 inch) ; it is the same 
wrench in the hands of one merchant as in the hands 
of another, and is sold usually at $1.00. The price is 
right and few ever complain. Recently one of our 
large department stores advertised to sell this wrench 
at 55 cents, a price below manufacturer’s cost, made 
simply to create an impression that goods can be had 
at this store much below the regular retail prices— 
which is not true; that it is not intended a wrench will 
be sold at 55 cents and probably never is. You go for 
one and you will be told they are sold out. The scheme 
has served its purpose. It has attracted attention and 
drawn people to the store at the expense of the manu- 
facturer and the legitimate dealer handling Stillson 
wrenches, creating in the mind of the buyer the idea 
that the legitimate dealer is charging too much for his 
goods. The fact is that the bargain sale advertisement, 
outside of a few standard articles listed (the regular 
prices of which are known), is not a bargain sale at all, 
that the advertisement as a whole is deceptive, and in- 
tentionally so. For instance, a while back the “Fair” 
advertised to sell a No. 9 wash boiler made of “black 


_tin” for $1.49. (Siegel, Cooper & Company did the 


same a while before). The writers of those ads were 
fearfully ignorant in the uses of metal, or they wrote 
the ads to mislead the public, for there never was a 
wash boiler made of “black tin” and probably never 
will be. 

I am told that in Germany a bankrupt sale, or a 
bargain sale, or the sale of any merchandise below 
its market value is prohibited by law. There never 
was a time when there seemed to be so little confidence 
in business methods as there is today. It’s a state of 
things that should not be, the cause of which is direct- 
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ly traceable to the department stores’ deceptive adver- 
tising. They are all alike; one as guilty as the other. 
The “Fair” is considered the leading one, and I will 
challenge this house to disprove my statement. The 
Stevens Bill is a start in the right direction. A bill 
should follow to prohibit advertising goods at a lower 
price than the same goods are sold for regularly by 
the house advertising them, and to compel the house 
to sell a buyer any portion or all the goods he has in 
stock advertised by the house, and at the price adver- 
tised, instead of limiting the buyer to one article. 
Yours truly, 
L. A. PAppock. 
Chicago, January 4, I9QI5. 





CONGRESSMAN MANN ’S REPLY. 
Mr. L. A. Paddock, 
718 East 63rd Street, Chicago. 

Referring to your favor of recent date relative to 
the Stevens Bill to prevent discrimination in prices 
and to provide for publicity of prices to dealers and 
to the public, I beg to thank you for calling my atten- 
tion to your interest in this bill and for your expres- 
sion of opinion. The bill has not yet been reported to 
the House by the committee having jurisdiction of the 
subject matter, but when it is I will be glad to give it 
careful and earnest consideration. 

Yours very truly, 
JAMEs R. MAnn. 

Washington, D. C., December 30, 1914. 





In view of Congressman Mann’s reply, it is of the 
utmost importance that every retailer—be he in the 
hardware or any other retail business—as well as every 
organization of retail merchants—at once send to the 
congressman who represents his particular district a 








letter or telegram stating that it is his wish to have 
the Stevens Bill reported back to the House of Repre- 
sentatives and to have it passed during the session 
which is now being held and which will adjourn on or 
before March third. 

There are powerful ‘influences at work against this 
bill, and only by constant hammering will the retailers 
be able to achieve the passage of this bill which means 
so much to them. 

Write your letter and send it today. 

A number of state associations of hardware dealers 
have taken advantage of the offer extended bv 
AMERICAN ARTISAN in the December twelfth issue and 
have ordered reprints of the article which appeared in 
the December fifth issue showing a reproduction of an 
advertisement published by “The Fair” department 
store in the Chicago Daily News, in which a large 
number of trademarked hardware articles were offered 
at cut prices. The reprints can still be furnished to 
such state and local associations as desire to make use 
of them in connection with the campaign which must 
be pushed with vigor if the Stevens Bill is to be en- 
acted. 


—_ 

We believe that friendship, avowed with candor and 
maintained with good faith, will remove from Ameri- 
can States the necessity of guarding boundary-lines 
between themselves with fortifications and military 


force. 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








UNIQUE WINDOW DISPLAY. 


The window display shown herewith appeared at 
the Seltzer & Makranczy Hardware Store, Cleveland, 
Ohio. This window display, which was _ entitled 
“Spring Styles,” and received Honorable Mention in 
AMERICAN ARTISAN Window Display Contest, was 
made up exclusively of hardware, the greater part of 
whieh was in special demand in the spring. The back 





neck band. The arms were made of three-inch con- 
ductor pipe, and round lamp wicks were used for 
sleeves. The hands were simply white canvas gloves. 
A brass jack chain on the end of which a watch was 
fastened was hung around the neck. The purse was 
made of a whitewash brush, with aluminum letters for 
a monogram, and nickelled safety chain for a handle. 
Around the window were displayed various articles 
for use in the garden and around the lawn and appro- 








Spring Styles Window Display Which Received Honorable Mention in AMERICAN ARTISAN Window D'splay Contest by 
Seltzer & Makranczy, Cleveland, Ohio. 


and bottom of the window were draped with white 
cheese cloth, and dotted with flowers. The figure of 
the lady was made of a wire form, over which was 
neatly draped two hammocks, This was done in a 
manner imitating the “latest styles” in dress, the skirt 
being slit at the side through which the ankle was vis- 
ible. The head was made of a white granite water 
pitcher on which was pasted pink colored putty for 
the ears, nose and lips. Steel woo! was used for the 
hair. A cuspidor, with a band of green gas hose 
around, constituted the hat, into which two ice picks 
were stuck for pins. A dog collar was used for the 


priate cards were shown drawing notice to the articles. 

The circumstance that the photograph of this win- 
dow display was a poor one probably accounted for 
the fact that it received only Honorable Mention in 
AMERICAN ARTISAN Window Display Contest, and 
was not included in the list of cash prize winners. 


= 
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We believe that friendship and not force, the spirit 
of the just law and not the violence of the mob, should 
be the recognized rule of administration between 
American nations and in American nations.—James 
G. Blaine. 
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HANDSOME WINDOW DISPLAY OF GIFT 
SUGGESTIONS. 





The accompanying illustration shows a window dis- 
play by C. H. Smith for the Ashdown Hardware 
Company, Calgary, Alberta, Canada, which received 
Honorable Mention in AMERICAN ARTISAN window 
display contest. This window display has several in- 
ieresting features. A carefully selected range of cut- 
lery, silverware, cut glass, etc., is shown. The colors 
used in the decorations were white and purple which 
set off the articles to very good advantage. In the 
bac: ground a display of cutlery was shown which was 
arranged in a frame, with a smaller frame of diamond 
shape inside. This display of cutlery gave a high class 
tone to the general appearance of the window. The 
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As 
an indication of the size of the production and of the 
facilities of the plant it is stated that the shipping 


machinery used in making Coldwell lawn mowers. 


room has a storage capacity of 100,000 complete lawn 
mowers. Dealers wishing one of these very fine book- 
lets should write to the Coldwell Lawn Mower Com- 


pany, Newburgh, New York. 





RICHARDS-WILCOX MANUFACTURING 
COMPANY OPENS BRANCH IN 
MINNEAPOLIS. 





In order to give the best possible attention to their 
fast growing business in the Northwest, the Richards- 
Wilcox Manufacturing Company, makers of door 
hangers and other hardware specialties, in Aurora, 








Display of Gift Suggestions, Which Received Honorable Mention in AMERICAN ARTISAN Window Display Contest, Arranged hy 
C. H. Smith for J. H. Ashdown Hardware Company, Calgary, Alberta, Canada. 


floor of the window was carefuly trimmed, showing 
several cut glass dishes and special articles suitable for 
wedding gifts. Along the top, as a border for the 
background a row of lucky horseshoes were nailed to 


the ledge. 
—_+@<- — 


FINE BOOKLET SHOWS VIEWS OF COLDWELL 
LAWN MOWER PLANT. 





In a handsomely printed booklet which has recently 
been- published by the Coldwell Lawn Mower Com- 
pany are shown views of the company’s great plant 
in Newburgh, New York, together with interesting 
information about the various departments and the 





Illinois, have opened a branch office and sample room 


et 321 Plymouth Building, Minneapolis, Minnesota. 
This branch will be under the supervision of A. J. 
Eggleston, who has had seventeen years’ experience 
in the manufacture and sale of the Company's products 
end is especially qualified to handle problems con- 
nected with sliding doors, automatic fire doors, over- 
head carrying track equipments, etc. A complete line 
of samples, drawings and details will be carried, so 
that special orders may have the same careful atten- 
tion as if they were taken in the main offices. Dealers 
are itivited to call and take advantage of the special 
service offered. 
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ROAD TO SUCCESS LEADS THROUGH 
HARDWARE BUSINESS SAYS 
HENRY M. GAY. 





Henry M. Gay who is well known to the hardware 


trade as on April 28, 1914, he celebrated his fiftieth . 


anniversary in the hardware business and during that 
time has been connected with some of the most prom- 
inent wholesale houses in the country, was 67 years 
of age on Sunday, January 3rd. 

In a very interesting letter, Mr. Gay who since 1906 
has filled very successfully the important position of 
superintendent of the Phil. Gross Hardware Company, 
Milwaukee, gives a short outline of the history and 
successes of some of the men who bought hardware 
from him in the days after the Civil War. As Mr. 
Gay remarks, there is considerable inspiration in this 
bit of history. His letter follows: 

To AMERICAN ARTISAN: 

On April 28 last, as you know, I celebrated my fif- 
tieth anniversary in the hardware business—37 years 
of which I was “on the road.” At that time your val- 
ued journal published a notice of my “golden jubilee,” 
and as a result I have been the proud recipient of over 
three scores of letters of congratulation from former 
customers, fellow traveling salesmen, former employ- 
ers, etc. To-day I am celebrating my birthday by re- 
reading these interesting letters and it occurs to me 
that a partial review of them through the columns of 
\MERICAN ARTISAN might be a source of instruction 
«nd encouragement to some of your readers who have 
chosen the hardware business as their life work. 

(Of the 60 and more correspondents sixteen only have 
retired from the hardware business but of these twelve 
are now engaged in other lines. Some in real estate 
and mortgages, others in manufacturing business. 
live are now in banking lines. Ten were from former 
traveling salesmen, six of whom are still on the firing 
line. 

One letter which gave me much pleasure was from 
a former retail hardware dealer of , Illinois 
(now in the banking business at same town) telling 
me of the pleasure it gave him and his brother in “the 
olden days” when they “looked forward to my coming 
to sell them” and calling my attention to the fact that 
their father had sold hardware in the same store in 
the same building for 60 years. ‘ 

One of these former customers to whom I sold his 
opening stock of only $1,000.00 when he “started up” 
in Minnesota, is now president of & 
Hardware Company of ——-—, Nebraska, and an 
officer in the National Hardware Association. An- 
other former retail hardware dealer in Northern Iowa 
now president of & Hardware Co. of 
= ~, lowa, is also an officer in the National Hardware 
\ssociation. Mr. . a former “cub” in 
the same hardware store where I got my start is now 
president of Hardware Company of ——-——, 
Iowa. These three are jobbers and are doing a large 
business. 

Still another who was the junior member of firm of 
——— & , of P. , Wisconsin, in the seventies 
is now senior member of & , wholesale 
drugs, of Seattle, Washington. 




















One was from four sons of a former customer of 
, Wisconsin, now composing the firm of 
Hardware Company, one of the largest whole- 
sale hardware establishments in the state. 

One who in the seventies was in the employ of the 
eastern firm for whom I was then a traveling sales- 
man, helped “get out’? my orders and who 20 years 
later was a director in Hardware Com- 
pany of , Minnesota (jobbers), retired at the 
age of about 46 years with a large fortune. 

Fight of the letters were from retail hardware deal- 
ers to whom I sold during the seventies and eighties 
and all are doing a very much larger business now 
than in former years. 

Of the former hardware traveling salesmen, one 
is manager for a very large wholesale hardware estab- 
lishment at , lowa, another is now the senior 
member of firm of & Sons, of 
, Minnesota. Still another is department man- 
ager for Hardware Company (wholesale) of 
, Missouri. One of my former customers who 
in the sixties was of the firm of Brothers, Mil- 
waukee, and who later sold his hardware stock to my 
present employers later invested $9,000.00 in ma- 
chinery for making stamped tinware. To-day he is 
president of & Stamping Company, the 
largest concern of its kind in America. 

Last but not least the firm by whom I am now em- 
ployed and to whom I sold for an eastern house in 
the seventies is now one of the largest wholesale and 
retail dealers in hardware and machinists’ supplies in 
the northwest and is preparing to occupy soon one 
of the best equipped buildings for carrying on this 
line of business in this part of the country. 

Wishing you and your subscribers a Happy and 
Prosperous New Year, I remain, 

Yours very cordially, 
Henry M. Gay, 
Superintendent Phil. Gross Hardware Company. 
Milwaukee, Wisconsin, January 3, 1915. 


“a 


ILLINOIS RETAIL HARDWARE DEALERS 
SHOULD READ THIS REPORT ON 
FIRE INSURANCE, 


At a recent meeting of the Illinois Press Associa- 
tion, composed of daily and weekly newspapers, an in- 
surance committee was appointed, consisting of Fred 
LeRoy, Streator; W. T. Bedford, La Salle, and Terry 
Simmons, Marseilles, to inquire into insurance condi- 
tions. This committee conferred with Rufus M. Potts, 
State Superintendent of Insurance, and a report has 
been issued by him recommending that a law be passed 
by the legislature which is now in session, providing 
for state control of fire and casualty insurance rates. 
Every retail hardware dealer in Illinois should send 
for a copy of this report and study it carefully, as one 
of the important expense items of his business is ma- 
terialiy affected by the present rates which Mr. Potts 
claims are altogether too high. Copies of the report 
may be obtained by writing to Rufus M. Potts, Super- 
intendent of Insurance, Springfield, Illinois. 


















































Intentions are as good as far as they go—but results 
are better. 
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NEW DIRECTORY OF HARDWARE JOBBERS. 

The American Hardware Jobbers’ Directory for 
1915 has just been issued. The book is larger than last 
year’s and shows a large increase of jobbers in certain 
lines, such as poultry supplies with fifty percent more, 
and automobile supplies with forty-eight percent more, 
while carriage hardware shows a decrease of I5 per 
cent. There are seventy classifications and the names 
of department buyers are given. Among the speciai 
features of the directory is a list of buyers for large 
department stores, also lists of New York hardware 
exporters and of South American wholesale hardware 
houses and importers. The price of the directory is 
$1 postpaid. It may be obtained from the publisher, 
Edward G. Baltz, 11 Warren Street, New York City, 
or from AMERICAN ARTISAN. 





TRADEMARK REGISTERED FOR} CUTLERY 
AND CUTTING TOOLS. 





The United States Patent Office has granted copy- 
right to the American Hardware and Supply Com- 
pany, Pittsburgh, 
Pennsylvania, for 
the trademark 
shown in the ac- 
companying illus- 
tration. The 
copyright covers: 
Axes, hatchets, 
butcher knives, 
paring knives, 
pocke,t knives 
shears and scis- 
sors, hammers, 





auger bits, chis- 

els, handsaws, shovels, and tinners’ snips. The com- 

pany claims use since March 1, rgrt, and the serial 

number is 81,360. 

$500.00 PRIZE FOR BEST ‘“‘MADE IN U. S. A.”’ 
LABEL. 








With a view to giving definite form to the “Made 
in U. S. A.” movement which has started sporadically 
in various parts of this country and in various indus- 
tries, the Detroit Board of Commerce offers a prize of 
$500.00 for the best “Made in Detroit, U. S. A.,” trade- 
mark submitted by an American designer. 

It is the purpose of the contest to secure a trade- 
mark which shall represent American goods both in 
home and foreign markets, as well as one which shall 
be suitable for use on all classes of American products. 
When the successful design has been accepted, the 
Detroit organization will present the label to the man- 
ufacturers of the United States, to other Boards of 
Commerce, to the National Chamber of Commerce, 
and to the National Association of Manufacturers. 
The rules of the contest make the requirement that 
the trademark must be national in character and that 
space must be provided for the name of any city. In 
this way there will be nothing local about the accepted 
label. 


The further provision is made that the trademark 
must be so spaced as to provide for the use of the city 
names when a manufacturer or an industry so desires. 
The Detroit organization is of the belief that the pres- 
tige of American-made goods can best be upheld by 
the universal use of a general trademark. 


~~ 


BARN DOOR LATCH THAT WORKS FROM 
BOTH SIDES. 


A barn door latch that works from both sides of 
the door and also will prevent the door from slamming 








Whitcomb Steel Barn Door Latch. 


A barn door latch that works from both sides of 
door and also will prevent the door from slamming 
shut should prove a very easy seller. The Whitcomb 
Steel Barn Door Latch, which is shown in the accom- 
panying illustration, it is claimed by the manufacturers, 
fits this description. It is provided with two handles 
and two catches so that it is possible to hold the door 
open or lock it from either side of the door. For serv- 
iecability and lasting qualities, it is said, there is none 
that will equal it, as it is made of heavy material. The 
latch is nicely japanned and retails at a price that al- 
lows a good profit. For further particulars dealers 
should address the Albany Hardware Specialty Hard- 
ware Manufacturing Company, Albany, Wisconsin. 

ROR! OR 
OBITUARY. 


Edwin Norton, 

Edwin Norton, who with his inventions revolution- 
ized the tin can making industry, died on Saturday, 
January 2nd, at his home in New York. He was one of 
the leaders in the organization of the American Can 
Company, which he served as vice-president and later 
as president, but since 1902 he had not taken an active 
part in the management of the business. He was born 
1846 in Rockford, Illinois, and was a resident of 
Chicago for over thirty vears. During the Civil War 
he was complimented by President Lincoln for distin- 
guished service. He leaves a widow, two sons and 
three daughters. 

E. B. Hunt. 

E. B. Hunt, secretary of Hunt, Helm, Ferris and 
Company, Harvard, Illinois, died recently at the Pres- 
byterian Hospital, Chicago, after an illness of several 
months. Mr. Hunt was about forty years of age and 
for fifteen years had been connected with the com- 
pany of which his father, C. E. Hunt, is the president. 
His courteous manner, friendly spirit and high busi- 
ness integrity had made many friends for him, and 
these with his family mourn the untimely loss of a 
man for whom the future promised so much. 
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FROM FAILURE TO SUCCESS IN THREE 
YEARS. 


How a hardware dealer located in a town of two 
thousand inhabitants built up an annual business of 
$60,000 in three years and made a profit, after he had 
failed in another store, is told in the following, which 
is an excerpt from an article written by this hardware 
cea'er, Dan Amsden, Dinuba, California, for System: 


| am a successful merchant because of a failure. It took 
a failure to show me how to succeed. Three years ago the 
first of last September | was three hundred dollars in debt 
and without an asset worth a red cent. Bright and early that 
day I opened the doors of the store I am in today—my second 
store. It is now a money-making business handling over sixty 
thousand dollars a year. 

My first store, with which I started in business for my- 
self thirteen years ago, was a failure—a complete failure. 
That failure is to a large extent responsible for my success. 
Having nothing upon which to build except failure, I studied 
until I knew all about failure in my line. And knowing all 
about failure in your particular kind of work prepares you 
pretty thoroughly for success. It may be putting the cart 
before the horse, but it nevertheless succeeds. 

I studied my failure from all angles—cost of doing busi- 
ness, stock, service and every other problem that worries us. | 
bought books on business—they may not have the power to 
make a merchant of you when a miracle is needed for that 
task, but they certainly can give you a lot of good suggestions. 
There is always a chance to adapt the other man’s experience 
to your work, no matter how different the details of his job 
may be. 

So what I am going to write about, even though it may 
not be extraordinarily startling, is not theory untested by 
actual experience. It is, as accurately as I can put it down 
on paper, the “how” of my little fight against rising costs out 
here in Dinuba, California. If it encourages some merchants 
in their struggle against the same enemy of profits, I shall be 
glad. If it gives them a suggestion or two that they can put 
to work adding a bit here and there to their bank balances, | 
shall be more than satisfied. 

We all have our preferences, and I happen to be most 
interested in advertising, managing the sales force and 
financing. So I am going to tell about my best plans for 
keeping ahead of rising costs in these three branches of re- 
tailing. 

In connection with advertising I am going to discuss (1) 
the advantages of concentrating, (2) the value of knowing the 
stocks unusually thoroughly; when I come to the sales force, 
[ intend to write about (1) the advisability of frequent store 
meetings, (2) the usefulness of sales demonstrations; and 
when I reach financing, my subjects will be (1) the importance 
of handling correspondence promptly, (2) the danger of figur- 
ing costs incorrectly, (3) the need of cutting down bad debts. 

The first item in this “time table” of mine is therefore a 
word about the results I have secured by concentrating the ap- 
peal of my advertising. By this I mean that I direct all of 
the various kinds of advertising 1 use—newpapers, mailings, 
windows, bill boards, lantern slides and the like—on one line, 
then on another, and so on until everything to which I desire 
to give publicity has been featured. 

I believe that by doing this you can trace the “pull” of 
advertising more effectively than is usual. You have the con- 
stant inspiration of seeing it move the goods you want it to 
move. This town has a population of only 2,200, still by con- 
centrating on oil and oil stoves, I sold 148 cook stoves, 17,800 
gallons of oil and 75 barrels of lubricating oil. 

I believe that local newspaper advertising pays—provided 
it is attended to in a workmanlike way. About the time I 
opened up shop, I sent away for books and cuts and searched 
out everything that fitted my stocks. I collected samples of ad- 
vertising for goods like mine. 

Then I went around to visit the printer himself. I made 
him show me all the sizes of type he had and tell me their 
names. I pestered him with questions until I knew the mean- 
ing of “pica,” “point,” “rule,” “dummy,” and many other words 
that go with his craft. 

I got a printer’s rule from him and found how he de- 
sired to have the instructions marked on copy. It was ele- 
mentary information, but it has helped me many a time, that 
short visit. Now I make up my advertising campaign six 
months ahead and the dummy which I send to my friend the 
printer each week is a help—instead of an aggravation—to 
him. And the more I help him, the better are my advertise- 
ments. 

Next in order are the ideas I have found worth while in 
connection with knowing the stock from A to Z. Very few 
who are not in business realize how complex retail stocks are 
becoming. Today’s demands practically make it necessary 
for us to be walking dictionaries if we are to take care of 
consumers’ wants satisfactorily. A small store frequently 


carries 8,500 items. It is a man’s job to know them all, and 
the particular needs for which they are especially desirable. 

But although the task does at times seem hopeless, what- 
ever progress is made pays for itself many times over. What 
little knowledge of my line I have gained«I back by this 
store slogan: “If Dan says it, it’s so.” I have one hundred 
dollars with the merchants’ association to be forfeited if I 
fail to make good on the slogan in a business way. It is 
exceedingly difficult to live up to that slogan sometimes, but I 
have not forfeited yet. 

Unless some incentive of this sort is used, I believe that 
itis only too easy to fall a victim to the constant temptation 
to let well enough alone when it comes to studying stocks. It 
is human nature to take it for granted that a bolt is a bolt and 
a stove a stove—and that when a customer wants a stove, 
there is no need of explaining to him in detail exactly why one 
stove is made this and another that way. 

If all of your “whys,” on all of these topics, have been 
reasonable and just, you probably secure a permanent cus- 
tomer of the best type. But if, through lack of study of your 
stock and the everyday problems of the consumer in con- 
nection with it, any of the answers to the “whys” are half 
baked, you have a “customer” who either splits his trade with 
a competitor or never comes near you. In both instances he 
is of far less value than the man who relies entirely on you. 

So much for my first two subjects. Next come my meth- 
ods for handling the sales force. The worth of store meet- 
ings is the first topic under that broad heading. We hold store 
meetings regularly. At each meeting we take up some line and 
discuss it thoroughly. 

The danger is that the man who does the buyiyg will 
find out many valuable facts, but keep them to himself. He 
may know why a price is right and why an article is worth 
more than some other product that looks like it, still if 
there is no accepted means for passing information of that 
sort on to the sales force, he may die a natural death with- 
out telling about it. I believe that store meetings overcome 
situations of that sort. 

I also ask each salesman to bring to these meetings, writ- 
ten down on paper, any suggestions of which he may have 
thought for seasonable advertisements, window decorations, 
changes in store arrangement and so forth. This method 
offers an excellent opportunity to pick the bright employes, 
and frequently gives specific plans that cut rising costs. 

It is a fact that even in an organization as small as mine, 
men soon show tendencies that indicate preferences for a cer- 
tain branch of the business. These written reports usually 
reveal these “leanings” and therehy give me an opportunity 
to encourage a man in the right direction. So that they may 
have plenty of suggestions fron. the outside world, I en- 
courage the employes to read business publications by supply- 
ing a number of copies. It is, however, an absolute rule that 
a man must read nothing but these publications during busi- 
ness hours. 

My next topic—the second one under “managing the sales 
force’—has to do with the effectiveness of carefully prepared 
demonstrations. I endeavor to work out a model demonstra- 
tion for each line that is_worth a demonstration. Here is an 
example of how we go about working out a demonstration. 
We carry a “Round Oak” steel range. I happen to know 
something about the range, because twenty years ago I worked 
in the factory and helped to make the first steel range like it. 

So I told my salesmen why the “Round Oak” has a sub- 
flue bottom, why the base of the oven is made of exceedingly 
heavy boiler iron, why very thick asbestos is used, why the 
top of the oven is rigid, why the fire box castings are ex- 
traordinarily heavy, why nearly five hundred bolts and rivets 
are used, and why the damper is hinged in a certain way. 
Now everybody in the store knows about all there is to know 
regarding a “Round Oak.” 

I have now reached the last of my three general subjects 
—financing. I believe that most of the practical side of 
financing must be learned in the rough and ready, but effective, 
school of experience. A great deal of valuable—and quite 
necessary—knowledge on the general subject can of course 
be found in books. But the little detailed plans that help in 
the tussle with rising costs must be picked up from time to 
time for yourself or in a series af articles like this. 

As I have related already, I was three hundred dollars in 
debt when I opened the store that is making money for me 
today. This is the question everyone asked me: “How did 
you do it?” Naturally, I did it on other peoples’ money, since 
IT had none of my own. I had always worked on the prin- 
ciple that it is all important to keep your credit good and 
strong, no matter what happens. Even during the failure and 
while temporarily in debt, I kept my credit standing up to the 
one-hundred-cents-on-the-dollar mark. So I had no trouble in 
getting backing when I decided to put to good use the lessons 
taught me by my failure. 

AVOIDING DIFFICULTIES RESULTING FROM NEGLECT OF CORRESPOND- 
ENCE MEANS SAVINGS. 

I wonder how many of us have taken a dislike to a 
wholesale house simply because we fired a few letters into the 
waste paper basket that should have been answered with rea- 
sonable promptness? There comes a time, for example, when 
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it is impossible to cover up on the credit which a wholesale 
house has given, just as occasions arise when it is incon- 
venient for certain of our own customers to discharge on the 
tick of the clock the credit we have extended to them. You 
know how satisfied we would be to get a letter from the cus- 
tomers explaining the situation and how glad we would be to 
arrange extensions. 

But how about our own relations with the wholesale 
house? The conditions which I have imagined are practically 
parallel to those existing between a merchant and customers 
who let accounts “hang over” until the skies clear off. 

I am afraid that only too often we drop into the waste 
paper basket the first form letter which the clerk in the credit 
department of the wholesale house sends to us. We do not 
think much about it and possibly forget the matter entirely 
until ten days or so pass. Then a second letter arrives from 
the wholesale house—the clerk in that credit department is 
following out his schedule to the letter. Again the waste 
paper basket plays a part in our correspondence methods. 

Matters drift along until the credit clerk in the wholesale 
house notices that we are not responding to the usual stimu- 
lants. He talks it over with somebody higher up and it is 
decided to wake us up with a letter a little bit “hotter” than 
those we have been dropping off the edges of our desks into 
the waste paper baskets. 

When that peppery letter comes along nine out of ten of 
us get sore. That is human nature, I guess. We are sore even 
when the fault is entirely ours. We get up on our high horses 
and send the money to the wholesale house and along with it 
goes a letter that expresses, in more or less peppery terms 
from our own vocabularies, what we think of wholesale houses 
which write tart letters to customers. 

Now the point I am making is just this: If we had taken 
ten minutes to answer the first letter from the wholesale house. 
our explanations would have been accepted without question 
and the accounts dropped for thirty days. But, by yielding to 
a very prevalent trait in human nature, we let the accounts 
drag and end up by being at outs with a valuable source of 
supply for absolutely no reason at all. 

A PRACTICAL SOLUTION OF THE PROBLEM OF HOW TO FIGURE PROFITS. 


Now comes my experience with figuring costs. As I write 
I have before me the ideas of seven men on figuring costs. 
My ideas are different from all of theirs, but I have been 
able to adapt something. helpful from the plans of each of the 
seven, Therefore, if I describe my methods for handling 
costs possibly others can make use of one or two of them, 
at least. 

I have in mind a man who formerly owned a shoe store. 
For one thing, he always charged his freight and drayage as 
an expense. I believe that it is wisest to add the freight and 
drayage charge to the cost of the goods. This enables you to 
charge it more accurately, because you can add it to the cost 
of the goods in the exact proportion that the goods have bene- 
fited from it. 

Some goods eat up a lot of freight and teaming, others 
but small charges for this kind of service. If you charge these 
items directly to the cost of the goods, the lines that brought 
about heavy freight charges will be made to stand their fair 
share. On the other hand, if you count freight and drayage 
as expenses—percentages of the sales—all lines carry the 
burden in the same proportion, which is unfair. 

My friend, the former retailer of shoes, also made the 
mistake of figuring his costs on the cost of his stocks and 
then handling them as if they were percentages of his sales. 
This, of course, undermined his chances of making sound 
gains, because a percentage of one amount is larger than the 
same percentage of a smaller amount. 

I do not believe that many of us are making that mistake 
nowadays, but that man who once retailed shoes did. He 
should have added fifty per cent to his cost price to get the 
thirty-three and one-third per cent profit which he desired to 
make on his selling prices. 

Although I do not consider that very many of us are 
figuring our cost percentages on the total of our invoices and 
then treating them as percentages of the total of the sales 
paid in over the counters by customers, I do hold that some 
of us have been scared, by all the discussion that is making the 
rounds, into believing that it is a mercantile crime to figure 
cost percentages on the cost of goods to us. I believe that it 
is absolutely safe to figure cost percentages on the total of our 
payments to wholesalers as long as we understand clearly that 
we are doing so. 

WHAT TO DO WHEN A CUSTOMER THINKS HE CAN BUY CHEAPER 
ELSEW HERE. 

I let my costs determine my prices, after a fair net profit 
is added. I never allow the statement, “I can buy it cheaper 
from another store,” influence me. The man in the other store 
may be figuring his profits according to the ideas of my friend 
with the shoe store. I would rather go out of business and 
put my money in good securities than to meet competition of 
that sort. Of course, I mark down stickers and the like, but 
that is a matter of merchandising, not of figuring costs of 
doing business. 

To keep track of my costs I only use four books, besides 
those which are a part of every primary accounting system. 


I have a book that amounts to a condensed ledger of custom- 
ers’ accounts. To this we can always refer for details of our 
transactions with each customer. From this book we make up 
a large book that we keep on the counter. In this book we 
list all of the charge customers. Once a month I run through 
this book and jot down the information which the clerks need 
in passing credit purchases. 

The third book contains a complete record of our stocks 

grouped under three divisions: paints, oils, greases and com- 
pounds; wholesale and general merchandise; and implements. 
From this book it is possible to direct our buying accurately 
and to judge how deeply we can go with safety when good 
buys are offered. 
_ The fourth book I use to record information about our 
implement stocks in such form that it will be handy for ready 
reference. Under each item is listed odd facts that may be of 
assistance under varying conditions—such as cash selling 
prices, costs f. o. b. at the factories, costs f. o. b. at the whole- 
sale houses, costs delivered to the store and weights. 

There only remains for discussion the plans that I have 
found helpful in mastering rising costs by holding down the 
losses from bad debts. No matter how thoroughly we look 
into a man’s affairs and how closely we study his face or ap- 
pearance, credit losses occur. The entire problem is to avoid 
allowing these losses to grow too large. 

One of the plans that I have used with this object in 
view is to have the clerks bring to the store meetings samples 
of the kind of collection letters they would write if it was up 
to them to get the money in from charge accounts. In several 
instances I have been able to use successfully letters of this 
sort without making changes of importance. In other cases 
I have used only a paragraph or a line. But almost without 
exception these letters contain suggestions that are exceedingly 
helpful. 

Another plan I have used is to give away each year about 
one hundred dollars’ worth of stock in a contest of some 
sort open to everybody. Then | offer attractive rewards in 
contest votes for collecting accounts due me. This makes a 
collector of everybody interested in the contest and offers an 
excellent opportunity to get in money without making cus- 
tomers with charge accounts feel that they are being nagged. 

I sent this letter to those with charge accounts so that 
they will get the spirit of the plan: 

“We are trying to encourage the contestants in their 
race for the cycle car. Our way of doing this is to put them 
in the field as our collectors. We will give them one thousand 
votes for every dollar they collect by the twentieth of the 
month. They will call upon you for assistance—so please help 
them out.” 

Here is another letter that I find helps me to meet rising 
costs by reducing my losses from bad debts: 

“The position I am in is not the most pleasant in the 
world. To avoid offending one customer out of the many 
who trade with me, to buy goods that will satisfy all the re- 
quirements which come up, to give credit to those who ask 
for it, to keep my accounts with the wholesale houses paid—it 
is rather a question of worry than of pleasure. 

“My credit is at stake, and who does not want to keep 
his credit record clean? To be frank, I need money. I have 
asked you once before to please pay your bill. Now I am 
asking you again kindly to help out. 

“Your account to date amounts to $64.50. If you are 
absolutely unable to meet it all at this time, could you not 
manage to pay immediately at least $35.00?” 

“I hope to hear from you by return mail—or by a personal 
call.” 
This takes care of the last item on the “time table” I 
worked out for this article. I have told as clearly as I can 
how I keep up with rising costs by concentrating my advertis- 
ing appeal; studying my stocks carefully; holding frequent 
store meetings; planning sales demonstrations; handling cor- 
respondence promptly; figuring costs according to a definite 
plan; and reducing losses from bad debts. It is the plain, 
unvarnished “how” of what I have learned at the price of 
years of hard work. If it proves worth the reading to others 
who are also battling with rising costs, I shall be glad. 





DISCONTINUE CARRYING STOCK IN 
CHICAGO. 

The R. E. Dietz Company, New York, manufactur- 
ers of lanterns, have discontinued carrying stock in 
Chicago, and the C. T. Ham Manufacturing Company, 
Rochester, New York, makers of cold and hot blast 
lanterns, have gone into liquidation. These changes, 
however, will not make any difference in the salesman- 
agement, as Warren McArthur continues as general 
salesmanager for the United States for the Dietz 
lanterns, with headquarters in Chicago. 
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FROM FAILURE TO SUCCESS IN THREE 
YEARS. 


How a hardware dealer located in a town of two 
thousand inhabitants built up an annual business of 
$60,000 in three years and made a profit, after he had 
failed in another store, is told in the following, which 
is an excerpt from an article written by this hardware 
cea'er, Dan Amsden, Dinuba, California, for System: 


[ am a successful merchant because of a failure. It took 
a failure to show me how to succeed. Three years ago the 
first of last September | was three hundred dollars in debt 
and without an asset worth a red cent. Bright and early that 
day I opened the doors of the store I am in today—my second 
store. It is now a money-making business handling over sixty 
thousand dollars a year, 

My first store, with which I started in business for my- 
self thirteen years ago, was a failure—a complete failure. 
That failure is to a large extent responsible for my success. 
Having nothing upon which to build except failure, I studied 
until I knew all about failure in my line. And knowing all 
about failure in your particular kind of work prepares you 
pretty thoroughly for success. It may be putting the cart 
before the horse, but it nevertheless succeeds. 

I studied my failure from all angles—cost of doing busi- 
ness, stock, service and every other problem that worries us. | 
bought books on business—they may not have the power to 
make a merchant of you when a miracle is needed for that 
task, but they certainly can give you a lot of good suggestions. 
There is always a chance to adapt the other man’s experience 
to your work, no matter how different the details of his job 
may be. 

So what I am going to write about, even though it may 
not be extraordinarily startling, is not theory untested by 
actual experience. It is, as accurately as I can put it down 
on paper, the “how” of my little fight against rising costs out 
here in Dinuba, California. If it encourages some merchants 
in their struggle against the same enemy of profits, I shall be 
glad. If it gives them a suggestion or two that they can put 
to work adding a bit here and there to their bank balances, | 
shall be more than satisfied. 

We all have our preferences, and I happen to be most 
interested in advertising, managing the sales force and 
financing. So I am going to tell about my best plans for 
keeping ahead of rising costs in these three branches of re- 
tailing. 

In connection with advertising I am going to discuss (1) 
the advantages of concentrating, (2) the value of knowing the 
stocks unusually thoroughly; when I come to the sales force, 
| intend to write about (1) the advisability of frequent store 
meetings, (2) the usefulness of sales demonstrations; and 
when | reach financing, my subjects will be (1) the importance 
of handling correspondence promptly, (2) the danger of figur- 
ing costs incorrectly, (3) the need of cutting down bad debts. 

The first item in this “time table” of mine is therefore a 
word about the results I have secured by concentrating the ap- 
peal of my advertising. By this | mean that I direct all of 
the various kinds of advertising | use—newpapers, mailings, 
windows, bill boards, lantern slides and the like—on one line, 
then on another, and so on until everything to which I desire 
to give publicity has been featured. 

I believe that by doing this you can trace the “pull” of 
advertising more effectively than is usual. You have the con- 
stant inspiration of seeing it move the goods you want it to 
move. This town has a population of only 2,200, still by con- 
centrating on oil and oil stoves, I sold 148 cook stoves, 17,800 
gallons of oil and 75 barrels of lubricating oil. 

I believe that local newspaper advertising pays—provided 
it is attended to in a workmanlike way. About the time I 
opened up shop, I sent away for books and cuts and searched 
out everything that fitted my stocks. I collected samples of ad- 
vertising for goods like mine. 

Then I went around to visit the printer himself. I made 
him show me all the sizes of type he had and tell me their 
names. I pestered him with questions until I knew the mean- 
ing of “pica,” “point,” “rule,” “dummy,” and many other words 
that go with his craft. 

I got a printer’s rule from him and found how he de- 
sired to have the instructions marked on copy. It was ele- 
mentary information, but it has helped me many a time, that 
short visit. Now I make up my advertising campaign six 
months ahead and the dummy which I send to my friend the 
printer each week is a help—instead of an aggravation—to 
him. And the more I help him, the better are my advertise- 
ments. 

Next in order are the ideas I have found worth while in 
connection with knowing the stock from A to Z. Very few 
who are not in business realize how complex retail stocks are 
becoming. Today's demands practically make it necessary 
for us to be walking dictionaries if we are to take care of 
consumers’ wants satisfactorily. A small store frequently 


carries 8,500 items. It is a man’s job to know them all, and 
the particular needs for which they are especially desirable. 

But although the task does at times seem hopeless, what- 
ever progress is made pays for itself many times over. What 
little knowledge of my line I have gained-I back by this 
store slogan: “If Dan says it, it’s so.” I have one hundred 
dollars with the merchants’ association to be forfeited if I 
fail to make good on the slogan in a business way. It is 
exceedingly difficult to live up to that slogan sometimes, but | 
have not forfeited yet. 

Unless some incentive of this sort is used, I believe that 
it is only too easy to fall a victim to the constant temptation 
to let well enough alone when it comes to studying stocks. It 
is human nature to take it for granted that a bolt is a bolt and 
a stove a stove—and that when a customer wants a stove, 
there is no need of explaining to him in detail exactly why one 
stove is made this and another that way. 

If all of your “whys,” on all of these topics, have been 
reasonable and just, you probably secure a permanent cus- 
tomer of the best type. But if, through lack of study of your 
stock and the everyday problems of the consumer in con- 
nection with it, any of the answers to the “whys” are half 
baked, you have a “customer” who either splits his trade with 
a competitor or never comes near you. In both instances he 
is of far less value than the man who relies entirely on you. 

So much for my first two subjects. Next come my meth- 
ods for handling the sales force. The worth of store meet- 
ings is the first topic under that broad heading. We hold store 
meetings regularly. At each meeting we take up some line and 
discuss it thoroughly. 

The danger is that the man who does the buyigg will 
find out many valuable facts, but keep them to himself. He 
may know why a price is right and why an article is worth 
more than some other product that looks like it, still if 
there is no accepted means for passing information of that 
sort on to the sales force, he may die a natural death with- 
out telling about it. I believe that store meetings overcome 
situations of that sort. 

I also ask each salesman to bring to these meetings, writ- 
ten down on paper, any suggestions of which he may have 
thought for seasonabie advertisements, window decorations, 
changes in store arrangement and so forth. This method 
offers an excellent opportunity to pick the bright employes, 
and frequently gives specific plans that cut rising costs. 

It is a fact that even in an organization as small as mine, 
men soon show tendencies that indicate preferences for a cer- 
tain branch of the business. These written reports usually 
reveal these “leanings” and thereby give me an opportunity 
to encourage a man in the right direction. So that they may 
have plenty of suggestions from the outside world, I en- 
courage the employes to read business publications by supply- 
ing a number of copies. It is, however, an absolute rule that 
a man must read nothing but these publications during busi- 
ness hours. 

My next topic—the second one under “managing the sales 
force”’—has to do with the effectiveness of carefully prepared 
demonstrations. I endeavor to work out a model demonstra- 
tion for each line that is worth a demonstration. Here is an 
example of how we go about working out a demonstration. 
We carry a “Round Oak” steel range. I happen to know 
something about the range, because twenty years ago I worked 
in the factory and helped to make the first steel range like it. 

So I told my salesmen why the “Round Oak” has a sub- 
flue bottom, why the base of the oven is made of exceedingly 
heavy boiler iron, why very thick asbestos is used, why the 
top of the oven is rigid, why the fire box castings are ex- 
traordinarily heavy, why nearly five hundred bolts and rivets 
are used, and why the damper is hinged in a certain way. 
Now everybody in the store knows about all there is to know 
regarding a “Round Oak.” 

I have now reached the last of my three general subjects 
—financing. I believe that most of the practical side of 
financing must be learned in the rough and ready, but effective, 
school of experience. A great deal of valuable—and quite 
necessary—knowledge on the general subject can of course 
be found in books. But the little detailed plans that help in 
the tussle with rising costs must be picked up from time to 
time for yourself or in a series af articles like this. 

As I have related already, I was three hundred dollars in 
debt when I opened the store that is making money for me 
today. This is the question everyone asked me: “How did 
you do it?” Naturally, I did it on other peoples’ money, since 
I had none of my own. I had always worked on the prin- 
ciple that it is all important to keep your credit good and 
strong, no matter what happens. Even during the failure and 
while temporarily in debt, I kept my credit standing up to the 
one-hundred-cents-on-the-dollar mark. So I had no trouble in 
getting backing when I decided to put to good use the lessons 
taught me by my failure. 

AVOIDING DIFFICULTIES RESULTING FROM NEGLECT OF CORRESPOND- 
ENCE MEANS SAVINGS. 


I wonder how many of us have taken a dislike to a 
wholesale house simply because we fired a few letters into the 
waste paper basket that should have been answered with rea- 
sonable promptness? There comes a time, for example, when 
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it is impossible to cover up on the credit which a wholesale 
house has given, just as occasions arise when it is incon- 
venient for certain of our own customers to discharge on the 
tick of the clock the credit we have extended to them. You 
know how satisfied we would be to get a letter from the cus- 
tomers explaining the situation and how glad we would be to 
arrange extensions. 

But how about our own relations with the wholesale 
house? The conditions which I have imagined are practically 
parallel to those existing between a merchant and customers 
who let accounts “hang over” until the skies clear off. 

I am afraid that only too often we drop into the waste 
paper basket the first form letter which the clerk in the credit 
department of the wholesale house sends to us. We do not 
think much about it and possibly forget the matter entirely 
until ten days or so pass. Then a second letter arrives from 
the wholesale house—the clerk in that credit department is 
following out his schedule to the letter. Again the waste 
paper basket plays a part in our correspondence methods. 

Matters drift along until the credit clerk in the wholesale 
house notices that we are not responding to the usual stimu- 
lants. He talks it over with somebody higher up and it is 
decided to wake us up with a letter a little bit “hotter” than 
those we have been dropping off the edges of our desks into 
the waste paper baskets. 

When that peppery letter comes along nine out of ten of 
us get sore. That is human nature, I guess. We are sore even 
when the fault is entirely ours. We get up on our high horses 
and send the money to the wholesale house and along with it 
goes a letter that expresses, in more or less peppery terms 
from our own vocabularies, what we think of wholesale houses 
which write tart letters to customers. 

Now the point I am making is just this: If we had taken 
ten minutes to answer the first letter from the wholesale house. 
our explanations would have been accepted without question 
and the accounts dropped for thirty days. But, by yielding to 
a very prevalent trait in human nature, we let the accounts 
drag and end up by being at outs with a valuable source of 
supply for absolutely no reason at all. 

A PRACTICAL SOLUTION OF THE PROBLEM OF HOW TO FIGURE PROFITS. 


Now comes my experience with figuring costs. As I write 
I have before me the ideas of seven men on figuring costs. 
My ideas are different from all of theirs, but I have been 
able to adapt something helpful from the plans of each of the 
seven. Therefore, if I describe my methods for handling 
costs possibly others can make use of one or two of them, 
at least. 

I have in mind a man who formerly owned a shoe store. 
For one thing, he always charged his freight and drayage as 
an expense. I believe that it is wisest to add the freight and 
drayage charge to the cost of the goods. This enables you to 
charge it more accurately, because you can add it to the cost 
of the goods in the exact proportion that the goods have bene- 
fited from it. 

Some goods eat up a lot of freight and teaming, others 
but small charges for this kind of service. If you charge these 
items directly to the cost of the goods, the lines that brought 
about heavy freight charges will be made to stand their fair 
share. On the other hand, if you count freight and drayage 
as expenses—percentages of the sales—all lines carry the 
burden in the same proportion, which is unfair. 

My friend, the former retailer of shoes, also made the 
mistake of figuring his costs on the cost of his stocks and 
then handling them as if they were percentages of his sales. 
This, of course, undermined his chances of making sound 
gains, because a percentage of one amount is larger than the 
same percentage of a smaller amount. 

I do not believe that many of us are making that mistake 
nowadays, but that man who once retailed shoes did. He 
should have added fifty per cent to his cost price to get the 
thirty-three and one-third per cent profit which he desired to 
make on his selling prices. 

Although I do not consider that very many of us are 
figuring our cost percentages on the total of our invoices and 
then treating them as percentages of the total of the sales 
paid in over the counters by customers, I do hold that some 
of us have been scared, by all the discussion that is making the 
rounds, into believing that it is a mercantile crime to figure 
cost percentages on the cost of goods to us. I believe that it 
is absolutely safe to figure cost percentages on the total of our 
payments to wholesalers as long as we understand clearly that 
we are doing so. 

WHAT TO DO WHEN A CUSTOMER THINKS HE CAN BUY CHEAPER 
ELSEW HERE. 

I let my costs determine my prices, after a fair net profit 
is added. I never allow the statement, “I can buy it cheaper 
from another store,” influence me. The man in the other store 
may be figuring his profits according to the ideas of my friend 
with the shoe store. I would rather go out of business and 
put my money in good securities than to meet competition of 
that sort. Of course, I mark down stickers and the like, but 
that is a matter of merchandising, not of figuring costs of 
doing business. 

To keep track of my costs I only use four books, besides 
those which are a part of every primary accounting system. 
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I have a book that amounts to a condensed ledger of custom- 
ers’ accounts. To this we can always refer for details of our 
transactions with each customer. From this book we make up 
a large book that we keep on the counter. In this book we 
list all of the charge customers. Once a month I run through 
this book and jot down the information which the clerks need 
in passing credit purchases. 

The third book contains a complete record of our stocks 
grouped under three divisions: paints, oils, greases and com- 
pounds; wholesale and general merchandise; and implements. 
From this book it is possible to direct our buying accurately 
and to judge how deeply we can go with safety when good 
buys are offered. 

The fourth book I use to record information about our 
implement stocks in such form that it will be handy for ready 
reference. Under each item is listed odd facts that may be of 
assistance under varying conditions—such as cash selling 
prices, costs f. o. b. at the factories, costs f. o. b. at the whole- 
sale houses, costs delivered to the store and weights. 

There only remains for discussion the plans that I have 
found helpful in mastering rising costs by holding down the 
losses from bad debts. No matter how thoroughly we look 
into a man’s affairs and how closely we study his face or ap- 
pearance, credit losses occur. The entire problem is to avoid 
allowing these losses to grow too large. 

One of the plans that I have used with this object in 
view is to have the clerks bring to the store meetings samples 
of the kind of collection letters they would write if it was up 
to them to get the money in from charge accounts. In several 
instances I have been able to use successfully letters of this 
sort without making changes of importance. In other cases 
I have used only a paragraph or a line. But almost without 
exception these letters contain suggestions that are exceedingly 
helpful. 

Another plan I have used is to give away each year about 
one hundred dollars’ worth of stock in a contest of some 
sort open to everybody. Then I offer attractive rewards in 
contest votes for collecting accounts due me. This makes a 
collector of everybody interested in the contest and offers an 
excellent opportunity to get in money without making cus- 
tomers with charge accounts feel that they are being nagged. 

I sent this letter to those with charge accounts so that 
they will get the spirit of the plan: 

“We are trying to encourage the contestants in their 
race for the cycle car. Our way of doing this is to put them 
in the field as our collectors. We will give them one thousand 
votes for every dollar they collect by the twentieth of the 
month. They will call upon you for assistance—so please help 
them out.” 

Here is another letter that I find helps me to meet rising 
costs by reducing my losses from bad debts: 

“The position | am in is not the most pleasant in the 
world. To avoid offending one customer out of the many 
who trade with me, to buy goods that will satisfy all the re- 
quirements which come up, to give credit to those who ask 
for it, to keep my accounts with the wholesale houses paid—it 
is rather a question of worry than of pleasure. 

“My credit is at stake, and who does not want to keep 
his credit record clean? To be frank, I need money. I have 
asked you once before to please pay your bill. Now I am 
asking you again kindly to help out. 

“Your account to date amounts to $64.50. If you are 
absolutely unable to meet it all at this time, could you not 
manage to pay immediately at least $35.00?” 

“I hope to hear from you by return mail—or by a personal 
call.” 

This takes care of the last item on the “time table” | 
worked out for this article. I have told as clearly as I can 
how I keep up with rising costs by concentrating my advertis- 
ing appeal; studying my stocks carefully; holding frequent 
store meetings; planning sales demonstrations; handling cor- 
respondence promptly; figuring costs according to a definite 
plan; and reducing losses from bad debts. It is the plain, 
unvarnished “how” of what I have learned at the price of 
years of hard work. If it proves worth the reading to others 
who are also battling with rising costs, I shall be glad. 





DISCONTINUE CARRYING STOCK IN 
CHICAGO. 

The R. E. Dietz Company, New York, manufactur- 
ers of lanterns, have discontinued carrying stock in 
Chicago, and the C. T. Ham Manufacturing Company, 
Rochester, New York, makers of cold and hot blast 
lanterns, have gone into liquidation. These changes, 
however, will not make any difference in the salesman- 
agement, as Warren McArthur continues as general 
salesmanager for the United States for the Dietz 
lanterns, with headquarters in Chicago. 
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SPECIAL FACILITIES FOR HIGH GRADE 
SCREW MACHINE WORK. 





When a name has been the synonym of high quality 
of work for over forty years it is little wonder that 
the company bearing that name keeps growing—espe- 
cially when the same painstaking methods, always im- 
proved as inventions make this possible, continue to 
be the rule of its plant. The name of “Corbin” on an 
article is today regarded by many in the hardware 
trade—retailers, wholesalers and manufacturers—as a 
guarantee of accuracy, quality and service, and the 
fact that the Corbin Screw Corporation in its plant 
offers facilities for making any quantity of automatic 
screw machine work is well worthy of the attention 
of those who are looking for places where such work 


One of the Corbin Products. 





can be done. The accompanying illustration shows 
one of the multitude of products made in the com- 
pany’s factories. Particulars as to price, quantity and 
special work facilities may be obtained by writing to 
the Corbin Screw Corporation, The American Hard- 
ware Corporation, Successors, New Britain, Connecti- 
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CHAIR SLIDES A SOURCE OF PROFIT. 





Many pieces of furniture are fitted with legs so 
small that casters cannot be attached without danger 
of splitting the wood, but it 
was not until recent years that 
means were provided by which 
such furniture could be moved 
without scratching or marring 
the floor. The “Universal” 
Slide, which is shown in the 
accompanying illustration, is 
said to be fashioned in such a 
manner that its prongs can be 
driven into the most fragile 
sort of wood without danger 
of splitting it, and the manu- 
facturers claim that this fea- 
ture is unique with “Univer- 
Univereal Side en Chair 52!” Slides. . Retail hardware 

.os- dealers can make excellent 
profits on these furniture slides, as they are sold on a 
basis which allows a good margin. Dining room 
chairs, small tables, music cabinets and other similar 
pieces of furniture provide plenty of opportunities for 
sales. Further particulars may be obtained by writ- 
ing to the Universal Caster and Foundry Company, 29 
West 42nd Street, New York City. 
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THIRTY YEARS THE- STANDARD. 





Said to be the standard for thirty years, Agate 
nickel-steel ware, manufactured by the Lalance & 
Grosjean Manufacturing Company, 1900 South Clark 
Street, Chicago, Illinois, has several interesting fea- 
tures. The manufacturers assert that the superiority 


of Agate Steel Ware over all other makes of culinary 
utensils consists largely in the fact that the enamel is 
so hard that the fusing point is not reached until the 
nickel-steel of which the articles are made is about 
ready to melt, thereby combining with the pure vitre- 
ous composition and forming a clinch and perfect 
———————— union. The illus- 
\ tration herewith 
shows one of the 
numerous articles 
of Agate nickel- 
steel ware. 
Double coated 
with the hard 
vitreous covering 
it presentsa 
smooth, highly 
polished and beautifully mottled gray surface. Further 
particulars may be obtained by application to the La- 
lance & Grosjean Manufacturing Company, 1900 South 
Clark Street, Chicago, Illinois. 
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RETAIL HARDWARE DOINGS. 





Sample of Agate Nickel-Steel Ware. 





Reed Brothers, Anita, Iowa, have purchased the hard- 
ware stock of C. S. Galiher. 

G. C. Pettit, Beaman, Iowa, has purchased the hardware 
stock of Leibsohn and O’Connor at Grundy Center. 

The W. D. Carney Hardware Company, Elkhart, Iowa, 
has succeeded to the business of the Keller Hardware Com- 
pany. 

The Durham Mercantile and Hardware Company, Dur- 
ham, Kansas, has been disposed of to a Mr. Marcy of Em- 
poria. 

The Baade-Wildman Hardware Company, Pittsburgh, 
Kansas, has been incorporated with a capital stock of $8,000. 

John Toberg, Bock, Minnesota, has engaged in the hard- 
ware business. 

Peter Schmelz, Young America, Minnesota, has purchased 
the Bruckschen and Schmitz hardware store. 

W. W. Stearns, Stacyville, Minnesota, has sold his hard- 
ware business to Arrowsmith and Peterson. 

W. G. Hopps, Rush City, Minnesota, has purchased the 
hardware business of A. D. Beaudreau. 

John McMurchie, Delhi, Minnesota, has sold his hardware 
stock to Jacob Jacobson, Cottonwood, Minnesota. 

J. E. Danaher, Caledonia, Minnesota, has purchased the 
hardware business of A. G. Seuffert. 

Leonard and Cassil, Mountain Grove, Missouri, have 
moved their hardware stock to a new location. 

J. U. Garey, Fairmont, Nebraska, has sold his hardware 
business to A. P. Stewart. 

E. Wolsleger, Elgin, Nebraska, has purchased an interest 
in a hardware and implement store at Snyder. 

F. E. Stearns, Bayard, Nebraska, has engaged in the 
hardware business. 

L. Johnson, Sumner, Nebraska, has: purchased the inter- 
est of Roy Johnson in the business of the Johnson Hardware 
Company. 

Ben Shuley, Edinburg, North Dakota, has re-engaged in 
the hardware business. 

C. H. Withers, Minot, North Dakota, is opening a hard- 
ware and implement store at Parshall, North Dakota. 

N. E. Nelson, Aurelia, North Dakota, will continue the 
business of the Aurelia Hardware and Implement Company, 
M. M. Samuelson having retired. 

Joseph Nelson, Chelsea, Oklahoma, has purchased a 
hardware store at Norman, Oklahoma. 

The Altus Hardware Company, Altus, Oklahoma, has 
been sold to Dr. C. W. Austin, who will consolidate it with 
the Koup hardware store which he recently purchased. 

C. V. Guthrie, Perry, Oklahoma, has moved his stock of 
hardware to a new location. 

The Pittsburg Hardware Company, McAlester, Oklahoma, 
has opened for business the first of the year. 

The hardware stock of Wey and Fisher, Hobart, Okla- 
homa, hardware and implement dealers, was almost com- 
pletely destroyed by fire. 

The hardware stores of R. N. Harris and Company and 
* Rice and Son, Florence, Alabama, have been destroyed 
IV re. 

Buildings occupied by Lowry and Calfee, hardware deal- 
ers, Madisonville, Tennessee, have been destroyed by fire. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











That the Hardware Club of Chicago is already tak- 
ing its place among the influential organizations of the 
city is evident from the fact that men who seek votes 
for important offices take opportunity to present their 
qualifications for such offices before the Club. The 
Weekly Luncheon on Tuesday, January 5th, was such 
an occasion and Robert M. Sweitzer, who was re- 
elected Clerk of Cook County at the November elec- 
tion, and who is now a candidate for nomination for 
the office of mayor of Chicago, spoke on “Chicago’s 
needs.” 

Mr. Sweitzer, who is a man of pleasing address 
and knows how to intersperse a good story with a 
point in his talk, was listened to for considerably more 
than the usual time. He outlined some of the impor- 
tant features of the work which should be done during 
the next four years which is the term of the mayor, 
among which were the improvement of the transporta- 
tion situation, the building of the new depot, the com- 
pletion of the harbor, and others. 

Henry Stuckart, the treasurer of Cook County, who 
will serve as Mr. Sweitzer’s campaign manager, and 
who is well known to the hardware trade as he is an 
active member of the Chicago Retail Hardware Asso- 
ciation and one of the governors of the Hardware 
Club, “talked politics” for a few moments after Mr. 
Sweitzer had concluded his address, and his remarks 
were greatly enjoyed by the large audience. Mr. 
Stuckart has been “in politics” almost since he was 
old enough to vote and there is little that he doesn’t 
know about the inside workings of the local political 
“game.” 

H. B. Macrae presided and expressed the apprecia- 
tion of the Club in well chosen words for the presence 
and talk of the two speakers. 


LUNCHEON ON TUESDAY, JANUARY TWELFTH, TO BE 
BIG AFFAIR. 


The Tuesday Luncheon on January twelfth will be 
attended by.a large number of retailers and regular 
members of the Club. No set speeches will be deliv- 
ered, but a number of men prominent in the trade will 
make short addresses, among which will be C. S. 
Packard, salesmanager of the Reading Hardware 
Company who will tell how builders’ hardware is 
made. 


OPEN HOUSE FOR MEMBERS OF ILLINOIS RETAIL 
HARDWARE ASSOCIATION. 


The Club rooms with all facilities will be open to the 
delegates to the Illinois Hardware Convention; guest 
cards will be issued to the delegates when they register 
at convention headquarters, which will entitle them 
and their ladies to all the privileges of the Club. 

On Monday evening, January 11th, there will be a 
“Get-together meeting” at the Club, to which retailers, 





salesmen and representatives of hardware manu factur- 
ers are invited. 

Wednesday afternoon the Ladies’ Social Committee 
will hold a reception with a fine musical program in 
honor of the visiting ladies. A number of contests of 
interesting and amusing nature will be a part of the 
program. Refreshments will be served. 

Friday evening the delegates and their ladies are 
invited to a special entertainment with dancing, 
music, cards, billiards, etc. 


LADIES WEDNESDAY AFTERNOON PARTY. 


The first party of the New Year under the auspices 
of the Ladies’ Social Committee was held Wednesday, 
January sixth, and was well attended in spite of the 
inclement weather. Mrs. Cummings won first prize in 
Auction Bridge. In the Five Hundred contest, the 
first prize went to Mrs. Mihm, while Mrs. Murray 
won second prize. 

It was decided that the first and third Wednesdays 
of each month would hereafter be reserved for the 
Ladies’ Party, and further that only three first card 
prizes would be awarded during the year to any one 
person. 

Mrs. E. B. Wilson will be the hostess at the 
Wednesday Afternoon Party, January 20th, when 
Auction Bridge and Five Hundred will be played. 
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VAN WERT COUNTY HARDWARE DEALERS 
CELEBRATE IMPROVED CONDITIONS 
WITH BANQUET. 








The retail hardware dealers of Van Wert County, 
Ohio, which were organized about a year and a half 
ago, met at Van Wert, December 31, 1914, to celebrate 
with a banquet the greatly improved conditions which 
had been brought about through the working together 
of the twenty dealers in the county. The statement 
was made by several of those present that the Asso- 
ciation had helped every member to increase his busi- 
ness materially during the past year, besides instilling 
in the minds of consumers confidence in the ability of 
the local stores to serve them satisfactorily on a basis 
of the cost of doing business. Secretary James B. Car- 
son, of the Ohio Hardware Association, and L. S. 
Wilson, of Ottawa, were among the speakers. 
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GOOD START FOR THE NEW YEAR. 








Iver Johnson’s Arms and Cycle Works, Fitchburg, 
Massachusetts, made a good start for 1915 by ship- 
ping out four carloads of bicycles on January Ist and 
officials of the company state that indications are that 
business will be much better than many think at the 
present time. 
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| ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The advertisement reproduced herewith was pub- 
lished in the Evening Enterprise, Poughkeepsie, New 


York, in which pa- 

SHELLS per it occupied a 3- 

m4 inch single column 
Winchester---U. M- C. space. While for a 
small advertise- 
ment the idea of 
display has not 
been overlooked, it 
is evident that the 


advertiser wanted 





Black and Western. 
Sweaters, Mackinaws, Hunting 0 drag several 


Coats, Sporting Goods. 


EDWARD RYAN, 
: the space at his dis- 
233 Main St. posal would best 


serve his purpose. Advertising that does nothing 
more than tell the people that you have the goods, falls 
far short of its opportunities. In this instance, of 


lines of goods in 
without a clear un- 
derstanding how 


course, there is not enough space available to include 
detailed particulars of each line mentioned, but this 
could have been overcome in a way which would have 
considerably enhanced the value, by condensing all of 
the copy into a brief, convincing announcement of one 
line only. If this had been done the cut which is used in 
the advertisement would have complemented the copy. 
As it is the appearance of the advertisement is good, 
and the cut is a valuable feature, but it lacks pulling 
power. The name of the town or city where the ad- 
vertiser does business should have followed the street 
address. 


* * * 


The two column ad of Horton and McNab Com- 
pany, shown in the accompanying illustration, which 


Special Skate Sale 


This week only. 200 pairs Winslow plain and nickel- 
plated. 


SOcvalues35c $1.00 values75c $1.50 values $1.10 
Buy Your Wife a Snow Shovel 


for Christmas. She will appreciate the gift if you do 
the shoveling. 


Three Sizes, wood and galvanized steel, 25c, 50c, 75c 
Horton & MacNab Co. 


Hardware On the Diamond 



























appeared in the Newcastle, Pennsylvania, News, is a 
timely one and should have brought good results, as 
it follows the rule of good advertising, with this one 
exception that no illustrations were used. The display 


line in the center of the ad is a new way of calling 
attention to snow shovels and for that reason is ef- 
fective. An advertisement of this kind that offers sea- 
sonable merchandise in an attractive manner with def- 
inite prices is the best sort of sales producing public- 
ity. If Horton and McNab Company had given the 
name of their town no serious criticism could have 
been found, but the omission of a firm’s business ad- 
dress is always a bad feature. 

*x* * * 

The advertisement shown herewith appeared in The 
Sun, Norwich, New York, and occupied a 5-inch 
double column space. 

As a means for catching the eye of the reader, this 
advertisement serves its purpose well, and further- 
more its appearance is pleasing and carries enthusi- 


OBOBOR CRON SO BOROBOROMOBOR O BOR OBCREBeReGoMoRoRoNowos 


dust ASK 





BCHOMCECEOM BOBOROHOE 


Burchard Bros. Co., Norwich, N. Y. 


SmOMOMOMOMOMOMOMOMOROM ORONO MoBOMOROROMOMOMOR 
asm. When this is said, however, there is little else to 
recommend it. Having engaged the reader’s attention 
with the spirit of the display, what does he learn? 
That Burchard Brothers Company sells ranges, possi- 
bly. The notice, “Just ask your wife if she doesn’t 
need a nice new range” implies this, but no doubt oth- 
er hardware dealers—and it is presumed that Bur- 
chard Brothers Company “enjoy” some competition in 
Norwich—are also selling ranges. 

The advertisement should have given some specific 
detail as to the line of ranges it refers to, with some 
of their special advantages and a clear idea of the 
prices. With this addition the copy as it stands would 
have been allowed to perform its mission to some 
definite purpose, and actual sales would have accrued. 


wo ut Mae 2 Be ea 


* *x* * 


Men find it more easy to flatter than to praise — 
Richter. 
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HEATING AND VENTILATING 








NEW PLAN FOR DESIGNING INSTALLATIONS 
OF WARM AIR HEATING PLANTS. 





At the November meeting of the New York Chap- 
ter of the American Society of Heating and Ventila- 
ting Engineers, Mr. Roy E. Lynd, assistant superin- 
tendent of Richardson and Boynton Company, Dover, 
New Jersey, read an interesting paper in which he de- 
scribed a new method of designing warm air heating 


installations. Mr. Lynd’s paper follows: 


About ten days ago Mr. W. D. Clark, one of my fellow 
members in our parent organization, asked me if I would 
present a paper on Furnaces at this meeting. The time given 
me was very short, and I did not know at first just what angle 
of the furnace heating situation you wanted my views on. 
have decided to give you a little talk on the new method of 
designing furnace installations adopted by my company and 
explained in the Manual which they have recently issued. 
want it thoroughly understood that I am not here as my 
company’s representative, nor for the purpose of advertising 
their name or their goods, but it will be impossible for me to 
refer you to the Manual, which [ shall frequently do, without 
using the same terms used in that book. All I want to do is 
to point out to you the basic principles underlying this pro- 
posed system of designing, and after I get through you can 
call the quantities involved by any names you choose. I am 
personally responsible for practicallv all of the technical fea- 
tures, as well as the general scheme of the proposed system, 
so I am naturally deeply interested in it. 

The principal shortcoming of the methods heretofore 
used in the design of furnace heating systems has been the 
lack of some definite unit by which the heat losses from build- 
ings, the carrying capacities of pipes, and the heating capacity 
of furnaces could be measured. Of course, we can always 
fall back on the B. T. U., but the calculations by means of 
that well-known unit are likely to be a little too involved for 
the average heating contractor. What we should have is a 
unit which would be easier to handle in connection with fur- 
nace work, just as the square foot of radiation is almost in- 
variably used in steam and hot water heating. The lack of 
such a unit is to my mind one of the causes of the decline of 
the popularity of furnace heating, and the growing popularity 
of steam and hot water heating. Figuring heat losses on the 
basis of cubical contents alone is a rather hazardous propo- 
sition, and the selection of pipe sizes and furnace sizes has 
always been more or less a matter of guess work—generally 
more. 

Now, we have adopted a unit to fill this long felt want, 
which we believe to be logical and convenient, and which we 
have designated in our Manual the “Richardson Heat Unit.” 
As stated on page 46, it is the heating value of one square 
inch of cross-sectional first floor pipe area, when the air leav- 
ing the register has a temperature of 140 degrees Fahrenheit, 
and a velocity of 240 feet per minute. As explained on the 
same page, the available heat value of the Richardson Heat 
Unit is 110 B. T. U.s per hour. The most casual inspection 
will show the analogy between this unit as applied to furnace 
work, and the square foot of radiation as applied to steam 
and hot water work. 

Having established the value of this new unit, it is a 
simple matter to change any of the accepted rules for figuring 
heat losses in terms of B. T. U.s into similar rules in terms 
of the new unit.- We show such a rule on pages 47 and 48. 
Any one of a number of others could just as well have been 
used. If it is desired, as it frequently is for simplicity’s sake 
(like the steam man again), to figure the heat losses on the 
basis of cubical contents alone, we give a table based on prac- 
tical experience on page 53. This may be easily verified bv 
referring to practical furnace men, and bearing in mind that 
the Richardson Heat Unit corresponds with the square inch 
of pipe area for first floor rooms. 

The table of pipe capacities on page 51 is easily estab- 
lished, when we remember that the pipe capacity for first 
floor rooms is equal to the pipe area. For second floor rooms, 
the pipe capacity is equal to its area multiplied by 1.3, as it 
carries 1.3 times as much heat to the average second floor 
elevation as to the second. Similarly, its capacity in the case 
of third floor*rooms is 1.6 times its area. 


The converse of this proposition is equally true. If the 
heating contractor determines the pipe sizes for the various 
rooms by rule-of-thumb methods, and some of the said con- 
tractors are pretty good guessers, he can easily reduce his 
areas to Richardson Heat Units as shown at the bottom of 
page 49. Tables such as we show on pages 54 and 56 are 
frequently used in determining pipe sizes and the section 
above referred to shows how well this works into our new 
system. 

We now come to that part of the designing which I 
believe has caused more trouble than anything else in connec- 
tion with furnace heating—the selection of the proper size 
furnace for the job. The rating question, though much dis- 
cussed, is a comparatively simple matter in the case of steam 
and hot water boilers. If, for example, it requires one square 
foot of direct steam radiation to offset heat losses in a room 
to the extent of 250 B. T. U.s per hour, it also takes 250 
B. T. U.s of boiler capacity per hour to supply steam to the 
radiation. This very simple relation is not true of furnace 
heating, however. When all of the air is taken from out-of- 
doors, it enters the casing at, say, zero degrees, and is dis- 
charged from the registers at, say, 140 degrees. But in heat- 
ing the room we do not get all of this heat back again, for 
the air in heating the room to 70 degrees, only cools from 140 
to 70 degrees, and the heat which it carries away with it 
when it escapes from the room at 70 degrees must be charged 
to ventilation. Please bear in mind that I am speaking now 
of extreme conditions and any heating system must be 
designed for extreme conditions. If average conditions are 
to be considered, the extreme flexibility of warm air heating 
at least offsets the extra heat necessary for ventilation under 
extreme conditions, and sometimes more than offsets it, so 
that we frequently find that the actual coal consumption 
through an entire heating season is less with warm air than 
with steam, and no greater than with hot water. 

Where part of the air supply to the furnace is taken from 
in-doors and part from out-doors, as is frequently the case, 
the condition is still more complicated. 

We have adopted as the unit for furnace rating a differ- 
ent unit, which we call by the same name, the Richardson 
Heat Unit. It is that amount of heat which the furnace must 
transmit to the air passing through it in order to deliver at 
the first floor register, one Richardson Heat Unit of available 
heat. Thus, if the heat requirements of a house are 400 Rich- 
ardson Heat Units, then the furnace required must have a 
capacity of 400 Richardson Heat Units, plus whatever allow- 
ance for radiation from piping, etc., may be deemed wise. 
This is true, even though the unit of measurement has a 
different value when applied to heat losses, pipe capacities, 
etc., than when applied to furnace ratings. I think you will 
readily see how much simpler this system will be in its prac- 
tical working than the B. T. U. system, and how much more 
accurate than the old hit-and-miss methods. 

Our reason for selecting this particular unit is that it has 
been unconsciously used by furnace men for many years. 
Pipe areas have always played a large part in the design of 
furnace heating systems, furnace ratings, etc., and our unit is 
practically the unit of area. The trouble has been that the 
technical analysis has been too involved for the average con- 
tractor, so he has guessed at the proportions of the system. 

In the middle West, the indoor circulation system is 
almost invariably used. The coal used in that part of the 
country is a soft coal, not as high in the average in B. T. U.s 
as our eastern anthracite coal. For these conditions we use 
a regular soft coal all cast iron furnace with a free air area 
through the casings about 40 per cent greater than in the 
eastern hard coal furnaces. This is essential, both on account 
of the intense heat developed by the soft coal fire and also on 
account of the decreased air velocity found in indcor circula- 
tion systems. We show on page 50 how easily such a system 
may be designed, using the same tables of ratings, pipe capaci- 
ties, etc., as given in the Manual. We could have given dif- 
ferent tables for such conditions, but thought it would be 
better to confine ourselves to one standard set of tables and 
use the simple coefficients given on page 50 for designing 
indoor circulation systems. The derivation of these coeffi- 
cients is as follows: 

If we assume elevations of 6, 17, and 26 feet to first, 
second, and third floor rooms, respectively, and compute. the 
theoretical velocities to those rooms when the air enters the 
furnace at zero and leaves the registers at 140 degrees, we find 
the first floor velocity to be about three times the actual 
velocity as determined from tests and available data; the 
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second floor theoretical velocity is four times the actual, and 
the third floor velocity four times the actual. Thus we get 
coefficients of %, %, and % to use in connection with the 
velocity formula ‘for first, second and third floor rooms, re- 
spectively. Now using these coefficients and the theoretical 
velocity formula, and assuming the elevations as before, the 
entering air at 70 degrees instead of zero, and the air leaving 
the registers at 140 degrees, we find that each pipe will con- 
vey just 5% as much available heat as in the case of heating 
with outdoor cold air supply. We therefore need in each 
room 8/5 or 1.6 times the pipe area with indoor circulation 
that would be necessary with outside cold air supply. This 
determines the first coefficient used on page 50. 

The second coefficient is determined as follows: 

With indoor circulation a properly designed furnace has 
about 1.5 times the capacity a furnace of similar type and 
with the same size firepot but smaller casings would have, 
when the air supply is taken from out-of-doors. Now since 
the tabular pipe capacities are 8/5 of the capacities of the 
same pipes for outside fresh air supply, we must multiply 
these tabular capacities by % to get the number of Richard- 
son Heat Units actually required, and divide this quantitv by 
1.5 or multiply it by % to get the required tabular furnace 
capacity. We could have used the required Richardson Heat 
Unit directly as figured from heat losses, without using the 
fraction 5s, but the former method seemed the more logical 
as it made the several operations successive instead of having 
to go backward in one operation. In the first method we 
multiply the sum of the tabular pipe capacities by %X% or 
.42, as given on page 50, and in the second we would multiply 
the calculated heat losses by % or .67. The result would be 
the same. 

The application of this system of analysis to combined 
systems of warm air and hot water systems, as described or 
page 69, is practically self-evident. The constant used in the 
application of the system to mechanical systems of warm air 
heating and ventilation as described on page 86 is explained 
very fully on page 89, as is also the conclusion to which we 
have come in regard to school house heaters as given on 
page 90. 

In conclusion, I believe that a furnace heating system 
properly designed, and properly installed, will give satisfac- 
tory results to the most exacting user, the design including a 
sufficient number of pipes of the proper size, a sufficiently 
large furnace of good type and construction, a sufficiently 
large cold air box, and a properly designed fresh air room. 
The location of the registers and pipes must be carefully con- 
sidered, as well as the location of the furnace. Such a system 
will work, no matter how the wind blows. 


- 


WINDOWS AND HEAT. 





Readers of AMERICAN ARTISAN are familiar with 
the name of Dr. W. A. Evans, formerly Health Com- 
missioner of Chicago, from the many instructive arti- 
cles from him which have from time to time been pub- 
lished in AMERICAN ARTISAN. In the following article 
Dr. Evans discusses the loss of heat caused by the 
windows, as compared with a solid brick wall. He also 
calls attention to the fact that it makes no difference 
whether the cold air “leaks” in around the window 
casings or whether it is pumped into the room: Cold 
air must come into the room and be heated in order 
to secure proper ventilation. Dr. Evans’ article fol- 
lows: 

Something for nothing is impossible. Everything 
obtained must be paid for. No one can live in a dark 
room and keep healthy. The antiseptic action of light 
is needed to kill the bacteria. But to have light you 
must be willing to pay. Windows are required for 
light. But increase in window space increases the cost 
of heating. Leaving aside air leakage, the cost of 
heating, where there is considerable window space, is 
much increased. 

Window glass “loses” heat about four times as fast 
as does a solid brick wall twelve inches thick. In the 
Concrete-Cement Age Professor Kent tells us that the 
way to compute the heat unit loss through a square 
foot of window pane per hour is to multiply the dif- 
ference between the indoor and outdoor temperature by 


1.20. To get the total loss in a day the product must 
be multiplied by the number of square feet of glass 
and that by 24. To get the loss through the wall the 
difference in temperature must be multiplied by .33. 
If the wall is thicker than twelve inches, or if there is 
an air space or any other insulation, the factor is less 
than .33. If the wall is thinner than twelve inches, 
or if it is wet, the factor will be greater than .33. 

On the other hand, if the windows contain two 
layers of glass with a dead air space between the glass 
this factor is much less than .20. 

In the course of the discussion in the Concrete-Ce- 
ment Age, one writer, discussing the effect of metal 
sashes, said that they were air-tight, and that by be- 
ing so they would save enough in fuel in one winter 
to pay for the extra cost. 

In this the writer was wrong. No air leaks through 
glass. Air does leak through. any ordinary wall of 
brick, stone, or wood. So far as air leakage is con- 
cerned up to this point windows have the advantage 
over walls. 

However, the leakage around the windows is great. 
On a cold, windy day the leakage around an ordinary 
single sash wooden frame window is a source of 
marked discomfort if there is no provision made for 
heating this window-leaked air before it falls to the 
floor, ; 

However, the writer was wrong in charging this to 
the coal account. It should have been charged to the 
comfort account. 

The air needed for ventilation must be heated. It 
matters not how it gets into the room. To heat it from 
zero to 70 requires the same degree of heat, whether 
the air leaks in or is pumped in. 

Any coal saved by keeping air out of the room, any 
coal saved by poor ventilation, costs indirectly much 
more than the saving. 


+o 
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PIT DUG FOR WARM AIR HEATER TO SERVE 
AS WATER RESERVOIR FOR 
MOISTENING AIR. 





The following letter from D. B. Thompson, Green- 
field, Indiana, suggests a method of moistening the air 
in warm air heating systems which is different from 
those outlined in recent issues of AMERICAN ARTISAN. 
To AMERICAN ARTISAN: 

As plans and suggestions for moistening the air 
seem to be in order, you are welcome to this for what 
it is worth. 

Why not kill two birds with one stone? In the first 
place dig a pit for the warm air heater. Cement said 
pit sides and bottom, but just before you cement it, ar- 
range an overflow outlet to the sewer that will allow 
about one inch of water to remain on the bottom which 
will give ample surface for evaporation. It may not 
be ideal, but you have the pit—that is the other bird. 

It is the only practical way of introducing air to a 
warm air heater and once we get back to it there will 
be less trouble about hot cellars and cold rooms. 

Yours for the good of the cause, 
D. B. THompson. 

Greenfield, Indiana, January 5. 
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STRONG CHAINS FOR WARM AIR HEATERS. 





To some “a chain is a chain,” and yet jt is well to 
remember that “no chain is stronger than its weakest 





Safety Link Chain for Warm Air Heaters. 


link,” and that an installation of a warm air heating 
apparatus is satisfactory only when every part of the 
work is well done and every article belonging to the 
complete apparatus is of reliable quality. It is, there- 
fore, of. interest to know that the Bridgeport Chain 
Company make a specialty of high grade chains for 
warm air heaters and wall plates for same. These 
chains are of the safety link pattern, shown in the 
accompanying illustration, in aluminum, bronze and 
steel, and can be had on reels, or cut and boxed in 
suitable lengths. The company offers an attractive 
and useful souvenir in the shape of a solid bronze 
key chain with ring, which can be obtained by sending 
four cents for postage to the Bridgeport Chain Com- 
pany, Bridgeport, Connecticut, and any further in- 
formation as to its many other products will be fur- 
nished on request by the company. 


o> 


FOLDER DESCRIBING AND SHOWING 
MONCRIEF ORGANIZATION. 


In a handsome folder, recently prepared by John J. 
O’Brien, manager of sales of the T. E. Henry Furnace 
Company, manufacturers of Moncrief Warm air 
heaters, gives short sketches and pictures of the offi- 
cers and salesmen of this progressive organization. 
Dealers who desire to obtain one of these folders may 
write to the T. E. Henry Furnace Company, Cleveland, 
Ohio. 
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NEW WARM AIR HEATER THAT BURNS GAS. 








Where natural gas is available its use is becoming 
more frequent for the house heating purposes, owing 





Gas Warm Ajir Heater. 


to the great convenience and the elimination of much 
labor and dirt connected with the use of coal. Where 
natural gas is obtainable it is therefore economy to 
install warm air heating apparatus especially designed 
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for the burning of gas as fuel. One of the latest 
improved heaters of this sort has recently been placed 
on the market by the Wise Furnace Company, and is 
shown in the accompanying illustration. This gas 
warm air heater is said to be constructed just as 
strongly and careful as the best makes in which coal 
is used. Further particulars may be obtained by writ- 
ing to the Wise Furnace Company, Akron, Ohio. 
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SUBSCRIBES TO HOME COMFORT. 





The principles of real home comfort so far as heat- 
ing the home is concerned, are said to be contained in 
the warm air heater named the “Home Comfort.” The 
Home Comfort Hot Blast Warm Air Heater illus- 
trated herewith is said to solve the problem of fuel 
economy. It is constructed especially for soft coal, and 
contains a special hot blast attachment which is said 





Home Comfort Warm Air Heater With Hot Blast Attachment. 


to consume every particle of smoke, soot and gas. 
The Home Comfort Warm Air Heater with this hot 
blast attachment is claimed to give as much heat 
from the cheaper grades of soft coal as is often pro- 
duced from warm air heaters using the same amount 
of hard coal. The hot blast attachment provides for 
an initial admission of air through a square opening 
above the ash door. From this point two diverging 
tubes extend half way around the warm air heater and 
are attached to the dome immediately above the tile 
linings. The air entering and following these tubes is 
heated, and as it reaches the point of discharge the 
patent deflecting-plate separates and spreads it over 
the top of the fire, causing, it is claimed, a perfect sheet 
of flame. This hot blast attachment is also claimed to 
consume the smoke as fuel. Dealers may have further 
particulars by applying to the Wrought Iron Range 
Company, 5661 Natural Bridge Avenue, St. Louis, 
Missouri. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR INCLINED HOPPER. 





3y O. W. KoruHe. 

In spice mills, where galvanized piping is used for 
transferring materials into bins, and drawing it from 
them with hoppers placed underneath, similar to the 
one shown herewith, it often happens that these 
hoppers must be made on different inclinations to 
avoid unnecessary angles in the pipe. So to lay out 
the hopper shown in this drawing, first draw the 
floor line of bin, and then draw the angle line D-1 of 
elevation, and from it draw the outlines of: elevation 


p~ >? SPICE BIN 


and using C in pattern as center cross arcs in point 1 
as shown. Now set another pair of dividers equal 
to one of the spaces in half plan as 1-2 for instance, 
and using point I in pattern as center strike arc as at 
2 and 2’. Next pick line O-2 and O-2’ from diagram 
and using D and C as center cross arcs in point 2 and 
2’ as shown. Continue in this way until point 4 is 
established ; then pick half the width of plan or A-D 
and using D and C as center in pattern strike arcs as 
at A and B. Now pick the line O-A’ from diagram 
and using 4 in pattern as center, cross arcs in point A. 
Next pick distance O-a’ from diagram and using 4’ 


























HALF PATTERN 





A 


Development of Patterns for Inclined Hopper. 


as shown by b-1-4-a. Next draw the half plan to 
conform with the elevation as shown by A-D-C-D; 
then divide a quarter of the circle in equal spaces and 
draw lines to the corner D. As both sides of plan are 
alike the length of these lines is sufficient and will 
determine all other true lengths. At right angles to 
the center line O-B draw the line 1-D and 1’-B to act 
as a diagram of true lengths. With dividers pick the 
length of lines as D-1, D-2, D-3, D-4, from plan and 
set them on line D-1-2-3-4 and in the same movements 
set them on line B-1’-2’-3’, etc. Next pick the seam 
line A-4 from plan and set it as D-A’; next pick the 
seam line B-a from plan and set it as B-a’ in diagram. 
Then by drawing lines to the center point O you have 
the true lengths to develop the pattern with. 

To lay out the half pattern draw any line as C-D 
equal to the line B-1 of elevation, and then set divid- 
ers equal to the distance or true length O-1 in diagram 
and using D in pattern as center—strike small arc as 
in point I; next pick true length O-1’ from diagram 


in pattern as center cross arcs in point B. Now draw 
lines through all points where arcs cross and you have 
the half pattern for hopper finished. All laps for 


flanging or seaming or riveting must be allowed extra. 





EVERY TINSMITH SHOULD READ 
AMERICAN ARTISAN. 





To AMERICAN ARTISAN: 

I believe that every tinner should have and read 
AMERICAN ARTISAN, as I find lots of good news in it. 
I would not like to have to do without AMERICAN 
ARTISAN. 

Yours truly, 
H. R. ASHBAUCHER. 

Decatur, Indiana, December 28, 1914. 
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Does your store look good within. It’s important 
that you should make a pleasing impression with those 
new customers whom you have gotten into your store. 
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QUICK SHIPMENT OF ORDERS MEANS BETTER 
SERVICE TO RETAILERS 





To ship 95 per cent of all orders the same day they 
are received is a record of which any house may well 
be proud, and when such a record is kept up from day 
to day, the house may well lay claim to give more than 
usually good service. Tanner and Company, whole- 
salers of “everything a sheet metal worker uses” carry 
a very complete stock of all sorts of sheet metal and 
supplies for installers of warm air heating apparatus, 
such as pipes, fittings and registers, also of lawn mow- 
ers, tin and enamel ware.and tinsmith’s tools and ma- 
chines, and as indicated in the foregoing maintain high 
efficiency in their shipping department. Dealers and 
contractors who wish further particulars should write 
to Tanner and Company, Indianapolis, Indiana. 
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TRADEMARKED ELBOWS AND SHOES. 








The accompanying illustration shows a Dieckmann 

Elbow which is manufactured by the Ferdinand 
Dieckmann Company, P. O. Station 
B, Cincinnati, Ohio. Each Dieck- 
mann elbow and shoe has the name 
of the material stamped on it clearly 
and plainly, and it is claimed no light 
gauge special material is ever used 
in their manufacture. While 
costing a trifle more Dieck- 
mann 28 gauge elbows 
and shoes are said 
to be infinitely more Fim 
valuable than stand- 
ard gauges. They 
are made in sizes 
from one to six 
inches and in any 
desired angle or design. All the shoes are made from 
one piece of material in all angles, with reinforced 
hands, and have no seams. This is said to guarantee 
a smooth and perfect flow. The latest catalog with a 
sample of Dieckmann products will be forwarded up- 
on application to the Ferdinand Dieckmann Company, 
P. O. Station B, Cincinnati, Ohio. 


DIRECTORS OF WISCONSIN SHEET METAL 
CONTRACTORS’ ASSOCIATION ISSUE 
CALL FOR CONVENTION. 









Dieckmann’s Stamped Elbow. 








The directors of the Wisconsin Sheet Metal Con- 
tractors’ Association met January 6th at the Builders’ 
and Traders’ Exchange, Milwaukee, the following be- 
ing present: President G. C. Jones, Racine; J. B. 
Wallig, Kenosha; F. W. Diedrich, Fond du Lac; V. 
S. Kubly, Madison, and L. Hoffmann, J. M. Hollitz 
and Paul L. Biersach, of Milwaukee. 

It was decided that the secretary be instructed to 
issue a call for the annual convention to meet at the 
same time and place as the hardware association, the 
first session to be held February 4th, 2 p. m., in the 
Auditorium. The usual committees will be appointed 
by President Jones in a few days. 
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MILWAUKEE SHEET METAL CONTRACTORS 
ELECT OFFICERS FOR 1915. 





The annual meeting of the Master Sheet Metal Con- 
tractors’ Association of Milwaukee was held January 
6th with President L. Hoffmann in the chair and 
twelve firms being represented. The following officers 
were elected: President, L. Hoffmann; vice-presi- 
dent, J. J. Millen; secretary, Paul L. Biersach; treas- 
urer, J. M. Hollitz; sergeant-at-arms, Nick Stollen- 
werk, 


+2 


BEAUTIFUL WALL CALENDAR SHOWING 
NIGHT VIEW OF ROLLING MILL. 








One of the handsomest calendars which are being 
distributed by manufacturers is the one bearing the 
imprint of C. G. Hussey and Company, manufacturers 
and distributors of sheet metal products, such as 
conductor pipes, eaves troughs, elbows, etc. In the 
panel above the calendar pad is a beautiful color re- 
production of a painting showing a night view of a 
rolling mill. Dealers may obtain one of these calen- 
dars by writing to C. G. Hussey and Company, Pitts- 
burgh, Pennsylvania. 





UNIQUE DESK CALENDAR WITH 
PERSONAL MESSAGE. 





A unique little desk calendar is being distributed by 
the Berger Manufacturing Company. A message is 
embossed on the card bearing the calendar pad and the 
name of the recipient is inserted by a method which 
makes the message appear of a personal nature, as 
there is no difference between the rest of the printing 
and the name. Dealers may obtain one of these cal- 
endars by writing to the Berger Manufacturing Com- 
pany, Canton, Ohio. 





2-0 _____——__—_—_ 


PROSPECTS ARE BRIGHTER. 


The American Rolling Mill Company yesterday de- 
clared quarterly dividends of 2 percent on common 
and 114 percent on preferred, both payable January 
15. The common is the same as last quarter, when 
the stock was reduced from a 12 percent to an 8 per- 
cent a year basis. James M. Hutton, who attended 
the directors’ meeting at Middletown, Ohio, said that 
the company enjoyed considerably better business in 
the month of November than in November, 1913. 
Prospects are brighter, orders having picked up 
sharply in the last two weeks of December and so far 
in January. The big mill at Middletown and the 
Zanesville mill are both running full time. 








NOTHING LIKE AMERICAN ARTISAN FOR 
QUICK RESULTS. 
To AMERICAN ARTISAN: 

Please discontinue my ad for Pipe Crimper. Sold 
Crimper second day after the ad appeared in 
AMERICAN ARTISAN. No paper like AMERICAN 
ARTISAN for quick results. Yours truly, 

Jor Laurn. 


Pontiac, Illinois, January 5, 1915. 
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HOW TO BUILD ACETYLENE GAS MACHINE. 





To AMERICAN ARTISAN: 

I would like to have some subscriber describe how 
tc build an Acetylene gas machine, one that would be 
acceptable to the insurance companies. The one that 
I should like to make would be to light eight rooms 
and furnish gas enough for a range and laundry stove. 
I feel sure that this would be of interest to quite a 
number of subscribers outside the cities. 

Very truly yours, 
Jas H. Lane. 

Grand Junction, Colorado, December 29, 1914. 





NOTES AND QUERIES. 





GAS LIGHT MACHINE FOR FARM HOUSES. 
From D. C. Noonan, Post Office Box 52f, Kingaman, 
Kansas. 

Kindly give me addresses of firms making gas light 
machines for farm houses. 

Ans.—Detroit Heating and Lighting Company, De- 
troit, Michigan; Ideal Epworth Acetylene Company, 
Waterloo, Iowa and Royal Gas Light Company, 18 
West Kinzie Street, Chicago, Illinois. 

FLUELESS LAMP BURNERS. 
From Ellenberger and Son, Emporia, Kansas. 

Please inform us where we can purchase flueless 
lamp burners such as are used in chicken fountains. 

Ans.—Cyphers Incubator Company, 329 Plymouth 
Court, Chicago, Illinois. 

COMBINATION GAS AND COAL RANGES. 
From L. Max Baugh, Galva, Illinois. 

Kindly give me names of manufacturers making 
combination gas and coal ranges. 

Ans.—Champion Stove Company, Cleveland, Ohio, 
and Ringen Stove Company, Division American Stove 
Company, 825 Chouteau Avenue, St. Louis, Missouri. 

METAL ROW BOAT PATTERNS. 
From W. A. Brown, Marion, Indiana. 

Please give the names of firms from whom I can 
obtain metal row boat patterns. 

Ans.—Barbour Metal Boat Company, East St. 
Louis, Illinois, and H. F. Thompson Boat and Pattern 
Works, Decorah, Iowa. 

WING VENTILATING FAN. 
From Edward Noach, 3408 Sheffield Avenue, Chicago, IIli- 
nois. 

Can you advise who makes the Wing Ventilating 
Fan with motor attachment? 

Ans.—L. J. Wing and Company, New York City. 

DETINNING OUTFIT. 
From McCormick Brothers Company, Albany, Indiana. 

Will you kindly give us the name of a firm that 
makes detinning outfits? 

Ans.—Famous Manufacturing Company, East Chi- 
cago, Indiana. 


MACHINE FOR MAKING WIRE ARTICLES. 
From Neuenfeldt Plumbing and Heating Company, Ender- 
lin, North Dakota. 
Please give the name of some company that makes 
machines for making small articles of wire. 
Ans.—Baird Manufacturing Company, Bridgeport, 
Connecticut. 


IDAL SASH FASTENERS. 


From Biddle Purchasing Company, 208 South La Salle 
Street, Chicago, Illinois. 
Please give us the name of the manufacturer of the 
“Tdeal” sash fasteners. 
Ans.—Stover Manufacturing Company, Freeport, 


Illinois. 





ITEMS. 





The Hellmuth Slate and Steel Company, Millers- 
burg, Ohio, has increased its capital stock from $2s,- 
000 to $75,000. 

The Ohio Corrugating Company, Warren, Ohio, 
has been incorporated for $50,000 to manufacture 
sheet metal products, by W. M. Kerr, C. H. Riegel, 
J. A. Foltz, R. A. Cobb and F. W. Stillwagen. 

The Complete Roofing Comyany, Cleveland, Ohio, 
has been incorporated for $5,000.00 by Jesse Seidman, 
Sidney Seidman, Max Greenberg, William Marshall 
and H. H. DeWelies, to do a general roofing business. 

H. L. McKenzie, head of the Canton Corrugating 
Company, Canton, Ohio, announces that the company is 
planning an addition to its plant and the purchase of 
a considerable amount of new machinery for the com- 
ing year. 

The Ashland steel plant and rod mills, Ashland, 
Kentucky, which have been closed down owing to the 
dullness in the steel and iron markets, will resume 
operations in full Monday, January 11th. The sheet 
mill plant will also resume at an early date for a long 
run. 


+@-> 


USES AMERICAN ARTISAN MORE THAN ANY 
OTHER JOURNAL. 





To AMERICAN ARTISAN: 
We use AMERICAN ARTISAN more than any other pa- 
per or magazine in the shop. 
Yours respectfully, 
University Sheet Metal Works, 
E. C. CAROTHERS. 
4140-14th Avenue, N. E., Seattle, Washington, De- 
cember 26, 1914. 


A friend is a person who is for you under any sus- 
picion. He never investigates you when charges are 
made against you. He does not ask proof. He asks 
the accuser to clear out. He likes you just as you are; 
he does not want to alter you. Whatever kind of coat 
you are wearing suits him; whether you have on a 
dress-suit or a hickory shirt with no collar, he thinks 
it’s fine. He likes your moods and enjoys your pessi- 
mism as much as your optimism. He likes your suc- 
cess, and your failure endears you to him the more. 
He is better than a lover, because he is never jealous. 
He wants nothing from you except that you be your- 
self. He is the one being with whom you can feel 
safe. With him you can utter your heart, its badness 
and its goodness; you don’t have to be careful. In his 
presence you can be indiscreet, which means you can 
rest. There are many faithful wives and husbands; 
there are few faithful friends. 
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NEW PATENTS. 
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1,121,261. Milk-Pail Cover. William W. Lawrence, Sioux 
City, Iowa. Filed March 27, 1914. Serial No. 827,552. 

1,121,303. Angle-Scale Attachment for Folding Rules. 
Nathaniel E. Smith, Elizabeth, N. J., assignor of one-half to 
Edwin G. Land, New York, N. Y. Filed April 30, 1914. 

1,121,369. Sheet-Metal Nut. Norton W. Johnston, As- 
toria, N. Y., assignor of one-half to De Forrest Tompkins, 
Astoria, N. Y. Filed March 7, 1913. Serial No. 752,533. 

1,122,276. Clothes-Drier. Roy N. Holmes, Minneapolis, 
Minn., assignor to Advance Manufacturing Company, Min- 
neapolis, Minn. Filed April 27, 1914. Serial No. 834,568. 

1,122,291. Rat-Trap. Gustaf Matson, Daisytown, Pa. 
Filed Oct. 16, 1913. Serial No. 795,522. 

1,122,290. Coffee-Machine. Charles Nelson, New York, 
N. Y., assignor to The Firm of S. Sternau & Company, New 
York, N. Y., a Copartnership composed of Sigmund Sternau 
and Lionel Strassburger. Filed April 3, 1908. Serial No. 
424,868. 

1,122,349. Level. John H. Wyatt, Walker Haley and 
Clay Haley, Rocky Ford, Colo. Filed Aug. 4, 1913. Serial 
No. 782,917. 

1,122,359. . Fish-Line Bob. Caleb Bissett, Teague, Tex. 
Filed March 18, 1914. Serial No. 825,571. 

1,122,374. -Stove-Lifter. Edward J. H. Ellingen, Mineral 
Point,-Wis. Filed Nov. 6, 1913. Serial No. 799,567. 

1,122,391. Animal-Trap. Michael Hollinger, Duluth, 
Minn. Filed May 28, 1913. Serial No. 770,551. 

1,122,426. Combination-Tool. Henry F. Schmitt, St. 
Louis, Mo., assignor of one-half to William C. Lieser, St. 
Louis, Mo. Filed Jan.-12, 1914. Serial No. 811,735. 

1,122,484. Lightning-Rod Brace. Anton J. Steffes, Chil- 
ton, Wis. Filed Feb. 13, 1914. Serial No. 818,468. 

1,122,458. Wire-Stretcher. Matt A. Wiidanen, Center- 
ville, Wash. Filed April 25, 1914. Serial No. 834,536. 

1,122,466. Fish-Catching Apparatus. Albert Beyer, Cole- 
man, Tex. Filed June 10, 1913. Serial No. 772,901. 

1,122,486. Clothes-Drier. Henry G. Eisler, Chicago, III. 
Filed April 1, 1914. Serial No. 828,776. 

1,122,492. Sheet-Metal Roofing. John F. Gal-Braith, 
Shelbyville, Tenn. Filed Feb. 17, 1913. Serial No. 748,884. 

,122,521. Electrically-Heated Flat-Iron. Charles P. 
Madsen, Chicago, Ill. Filed April 3, 1913. Serial No. 688,224. 

1,122,527. Clothes-Reel. Alphonso M. Melcher, Wey- 
auwega, Wis., assignor of one-half to H. E. Gerlach, Wey- 
auwega, Wis. Filed Aug. 25, 1913. Serial No. 786,602. 
1,122,557. Pot or Pail Cover. August John Versluis, 
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Moline, Ill., assignor of one-half to Arthur Burrall, Rock 
Island, Ill. Filed Aug. 10, 1910. Serial No. 576,568. 

1,122,542. Lawn-Mower. Jacob Rush, Salem, Ind. Filed 
Dec. 15, 1913. Serial No. 806,858. 

1,122,581. Combined Collapsible Bucket and Funnel. 
John M. Flitcraft, St. Charles, Iowa. Filed Dec. 11, 1911. 

1,122,595. Flexible Rule. Axel E. Hegardt, Philadelphia, 
Pa. Filed Feb. 5, 1914. Serial No. 816,736. 

1,122,635. Firearm. Edward S. Pomeroy, Springfield, 
Mass., assignor to Smith & Wesson, Springneld, Mass. Filed 
May 8, 1914. Serial No. 837,111. 

1,122,639. Gas-Burner. William S. Reamer, Kansas City, 
Mo. Filed April 23, 1914. Serial No. 834,013. 

1,122,707. Sled Attachment.. Frederick Elsen, Yonkers, 
N. Y. Filed April 18, 1914. Serial No. 832,725. 

1,122,709. Lawn-Mower. Frank Farmer, Chicago, Ill., 
assignor of one-half to Robert E. Farmer, New York, N. Y. 
Filed Aug. 29, 1913. Serial No. 787,326. 

1,122,710. Oil-Can. John N. Feit, Beatrice, Neb. Filed 
April 6, 1914. Serial No. 829,947. 

1,122,719. Attachment for Washboards. Elmer E. Fry- 
berg, Duluth, Minn. Filed Feb. 20, 1913. Serial No. 749,694. 

1,122,730. Hand-Rake.. Ernest Gillette, Kearney, Neb. 
Filed July 13, 1914. Serial No. 850,780. 

1,122,746. Rural Mail-Box. Charles O. Halling, Milan, 
Minn. Filed March 27, 1913. Serial No. 757,082. 

1,122,768... Edward Kleiner, Chicago, Ill. Filed July 24, 
1911. Serial No. 640,058. 

1,122,829. Wire-Fence Clamp. Frank T. Wernimont, 
Monticello, Iowa, assignor to Hall Manufacturing Co., Monti- 
cello, Iowa. Filed Oct. 28, 1912. Serial No. 728,233. 

1,122,832. Stovepipe-Anchor. James M. Wilson, Minot, 
N. D. Filed April 18, 1914. Serial No. 832,929. 

1,122,855. Mail-Box. Lee S. Chadwick, Cleveland, Ohio. 
Filed Dec. 30, 1912. Serial No. 739,230. 

1,122,858. Knockdown Metal Crate. John H. Chamberlin, 
Kalamazoo, Mich.; John M. Biggerstaff, special administrator 
of said Chamberlin, deceased. Filed Feb. 4, 1914. Serial No. 
816,455. 

1,122,898. Ice-Pick. Edward Winburn Fishburne, Rich- 
mond, Va., assignor of one-half to Oscar C. Hockett, Rich- 
mond, Va. Filed April 11, 1914. Serial No. 831,214. 

1,123,019. Kitchen Utensil. James M. Selden, Crafton, 
Pa. Filed May 21, 1914. Serial No. 840,139. 

1,122,431. Jacketed Can. William A. Sexton, Medford, 
Mass. Filed April 18, 1914. Serial No. 832,756. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








ACTIVE RAILROAD BUYING CHIEF FEATURE 
OF MARKET. 





The most important feature of the metal market for 
the past week has been the placing of large equip- 
ment orders by railroads operating in the eastern and 
central parts of the United States. The Baltimore and 
Ohio has placed contracts for 2,000 freight cars for 
prompt delivery and options have been taken on an 
additional 2,000 cars, involving an expenditure alto- 
gether of between three and four million dollars. The 
same railroad is also in the market for 25,000 tons of 
steel and has further announced that its Baltimore 
shops will re-employ 3,000 men next week. The 
Pennsylvania has notified steel manufacturers to pre- 
sent bids on 170,000 tons of steel for the current year. 
The Chicago, St. Louis and New Orleans has placed 
orders for 1,000 gondola freight cars, 500 refrigerator 
cars, 5,000 box cars, 50 large locomotives and 22 
switch engines, representing an outlay of over 7,000,- 
ooo dollars. 
orders for 40,000 tons of steel. The Pere Marquette 
has bought 10,000 tons and the New York Central is 
also reported to be making up its requirements. 

In view of this, it is no wonder that mill operations 
during the week have been on much better schedules 
than for sometime past, though, of course, there is 
still room for considerable improvement. 

The United States Steel Corporation’s new orders 
for December average close to 3,000 tons a day. The 
shipments were considerably under that figure and an 
increase in unfilled orders of approximately 400,000 
for the month is expected to be reported in its next 
statement. 

Dun’s Review says: “The new year opens with a 
decided improvement in the business outlook, although 
the actual volume of transactions is still much below 
the average. At every leading center there is a notable 
expansion of confidence, owing to the remarkable 
progress which has been made in restoring the finan- 
cial situation to normal and in re-establishing the 
favorable balance of international trade, in spite of the 
limited shipping facilities. 

“There are unmistakable signs of increasing activ- 
ity in domestic business, notwithstanding that con- 
servatism continues the controlling policy in all quar- 
ters. On the constructive side there is the basic 
soundness of an absence of large stocks carried on 
credit, while the recent railroad rate decision is already 
having the effect of stimulating more liberal contracts 
for rails, cars and other equipment. 

“The iron and steel industry, though still operating 
at less than 50 per cent of capacity, is facing the future 
with new hope based upon actual indications of im- 
provement. 

“The holiday trade, while revealing the economy of 


The Louisville and Nashville has placed , 


the people in purchasing cheaper and useful articles 
rather than costly luxuries, was nevertheless of grati- 
fying volume.” 


———__ 


STEEL. 


The Pittsburgh market on bars, plates and shapes is 
now quotable at 1.10 cents, practically all the mills 
having withdrawn the 1.05 cent price which they had 
been making on orders carrying specifications for 
early shipments. Indications are that there will be no 
difficulty in maintaining the new figure for sometime 
at least, as a considerable amount of business was 
transacted immediately before the advance was made. 
Later developments will depend upon how business 
moves generally. The situation is sized up in this 
manner by one of the authorities on the steel market 
that mills will receive a considerable volume of speci- 
fications during January against contracts previously 
closed, and that this will materially strengthen their 
position. In regard to contracts for second quarter 
delivery, the general idea seems to be that 1.15 cents 
is the proper figure for the present, but that it may be 
possible to advance this to 1.20 if the first quarter 
delivery price goes up to 1.15 cents. 

The Chicago market on steel bars has improved 
somewhat, particularly among the makers of agricul- 
tural implements. Orders for structural shapes have 
also improved during the week. Plates are more active 
although not so far as specifications are concerned. 
Large quantity prices on steel bars, plates and shapes 
are quoted at 1.20 to 1.25 cents with about 0.50 cents 
added for warehouse prices. 





COPPER. 
The copper market after a slump showed more firm- - 
ness during the latter part of the week, and Electro- 
lytic which sold at 12.75 cents is now held at 13.12% 
cents. Lake copper has been very irregular during the 
past month and in some places has been sold under 
13 cents, but the ruling prices are now quoted at 
13.1214 cents to 13.37%4 cents, New York, freight al- 
lowed. The foreign demand is again a strong factor 
in the market, and indications are that large quantities 
are likely to be disposed of as soon as a definite status 
is arrived at so far as shipments are concerned. New 
York quotations covering the general market are as 
follows: Prime Lake, 13.12% to 13.37% cents; Elec- 
trolytic, 13 to 13.12%. cents; Casting, 12.85 to 12.95 
for Prompt, January and February delivery. 





TIN. 

The pig tin market shows considerable firmness 
owing to the advance of one pound Sterling on tin in 
London, England. There has been a limited demand 
for spot tin in New York, but futures are rather quiet. 
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Spot is held at 3314 cents, with 33% cents for five ton 
lots. During the week about 600 tons of tin arrived 
and reports are that in the neighborhood of 3,700 
tons will arrive before February first. The New 
York Metal Exchange prices for deliveries in ware- 
house in lots of five tons are: Spot, 33 to 34 cents; 
in 25 ton lots and 33.25 to 33.50. ‘There are no 
changes in Chicago prices on pig and bar tin, the solder 
quotations also remaining unchanged as follows: 
XXX Guaranteed, % & %4, 2134 cents; Commercial, 
Y% & Y%, 20% cents; No. 1 Plumbers, 1834 cents. 


LEAD. 


The lead market both in New York and East St. 
Louis presents a somewhat firmer tone, although it is 
rather quiet. This comparative firmness is no doubt 
due to the fact that the London quotation went up 
2¥% shillings. The 1915 production shows an increase 
of almost 100,000 tons over any preceding year. The 
New York Metal Exchange quotes the following 
prices for Spot, January and February delivery in 
warehouses or free on board cars at net cash and in 
quantities of not less than 50,000 pounds: 3.75 to 
3.85 cents, with East St. Louis prices 3.55 to 3.65 
cents. There are no changes in the Chicago market. 


SPELTER. 

The market in spelter is rather quiet with no 
changes, although the London, England, quotations 
were advanced five shillings. Considerable business 
has been done, and there are those who claim that the 
stocks at the smelters are much lower than is gener- 
ally believed, but others who are supposed to know 
maintain that there actually must be from 30 to 40 
thousand tons still on hand at the smelters. The 
market is receiving the support of most of the large 
houses, and as consumers show a willingness to buy, 
the tendency may safely be said to be toward high 
prices. The New York Metal Exchange quotes the 
following prices on prime virgin spelter for delivery in 
warehouses or free on board cars at net cash and in 
quantities of not less than 50,000 pounds; 5.70 to 
5.80 cents for Spot, January and February, with East 
St. Louis prices at 5.55 to 5.65 cents. 


WIRE PRODUCTS. 

Although the market for prompt specifications of 
wire products is on a basis of $1.50 for nails and 1.30 
cents for plain wire, it is worthy of note that the lead- 
ing wire interest does not regularly name these prices 
in its contracts, its quotations being $1.55 for nails for 
first quarter delivery instead of the usual sixty days. 
On wire for manufacturers, its quotations are 1.25 
cents for first quarter and 1.40 cents for second 
quarter. 


PIG IRON. 

The pig iron market is quiet but shows more firm- 
ness than for some time past. There is a somewhat 
better feeling among pig iron sellers than has been the 
case, and this is due no doubt partly to the recent 
large sales and partly also to the industrial improve- 
ment which has followed the freight rate decision. 


In the East, there is a fair inquiry for basic iron and 
a moderate tonnage has been purchased. The Pitts- 
burgh district reports heavy inquiries from the West- 
inghouse companies and a fair volume of business for 
prompt delivery has been done in New York during 
the past few days. 

The pig iron production in December was 1,515,- 
752 tons or 48,896 tons a day, a loss of about 2,600 
tons as compared with November. During the second 
half of 1914, the production of all qualities of pig iron 
was 10,647,737 tons. The total for the year is about 
23,300,000 tons as against 30,966,000 tons in I9I3. 
Prices remain unchanged in all market centers. 


CHICAGO. 
No. 1 foundry, Northern, at furnace.... $13.50 
No. 2 foundry, Northern, at furnace. Cake 13.00 
No. 3 foundry, Northern, at furnace...... Bina 12.50 
No. 1 foundry Southern............ Ses ree 14.25 
No. 2 foundry, Southern........ 13.75 
No. 3 foundry, Southern..... ie 13.25 
Gray forge, Southern........ SNE ADS «Via x odes 13.00 
EE ETE Cree e Sid He: ae. . .$13.00@13.50 
Lake Superior charcoal.............. .....-. 15.75@16.75 


No. 2 foundry....... .$13.50@13.95 


IN 5. crete wiciaicalee LAME « s 4: cu Sieintiraw oie: . 13.45@13.70 
ES Scent 5 Shaainaie <4 Sa anata tien aes d wae 14.70 
I nc eg s as ea oes reese wes 13.45 
So. ch ei ig ane Uist d 6! Sega. He-claiae Cas . 13.70@13.95 
SS ea ee 14.30 
Southern forge ..... Pr oe ee a eee 13.30 
BIRMINGHAM. 
No. 2 foundry........ ea te cake ie eee a $9.75@10.00 
PMR di. iui na ss aa Boe ead ea dp sme ...eeee 9.75@10.00 
gE ee re eee 2. 9.25@ 9.50 
Gray Tormge 226: ..<. &.75@ 9.00 


Matthew Addy & Company’s Market Report, Cin- 
cinnati, Ohio, January 9, 1915: 


The New Year opens with a general feeling of hope- 
fulness. It is felt that the pendulum cannot always swing 
one way, nor can the tide forever flow out. Since that 
disastrous October of 1907 when the panic began the iron 
trade has been receding. We have had seven lean years. 
There have been times when it seemed that the better 
time had come, but the time did not really come. And 
now it is felt that it must be at hand. Industry is begin- 
ning to revive; the railroads at last are buying. Undoubt- 
edly more iron is being melted, although the rate of in- 
crease in consumption is disappointedly slow. As yet there 
has not been enough of an improvement in demand to be 
reflected in better prices. To tell the plain truth, iron to- 
day is on the bargain counter. It is instructive to study 
the statistics and see where prices were two years and one 
year ago as compared with prices today. Take the main 
items—No. 2 Foundry Southern iron is today $4.00 cheaper 
than it was this day in 1913, and one dollar cheaper 
than a year ago. Virginia 2X iron is similarly $3.75 and 
75c cheaper; Bessemer is $3.50 and 50c cheaper; Basic and 
Ohio No. 2 are respectively $4.00 and $3.50 cheaper than 
they were two years ago, but their price a year ago and 
today is the same. It is to be remembered that a year 
ago the furnaces found no profit possible, so the still lower 
prices which generally prevail today mean losses in most 
cases. As far as buying iron is concerned, now would 
seem to be the favorable time, but no furnace is anxious 
or willing to sell ahead. 

Current business is only fait. It is too soon after the 
holidays to expect much; but inquiry is larger and it is 
expected that January before it is over will give a good 
account of itself. A bright spot in the situation is that 
shipments are really of larger volume and this helps amaz- 
ingly. As the New Year marked a definite time it is hoped 
that it will also mark definitely the end of the period of 
depression in the iron trade. The fact that business is 
really moving at a better rate shows that this hope was 
solid grounds. It is noticeable that everyone is inclined 
to be optimistic, and this helps. 
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Current Hardware and Metal Prices. 
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is the only 


publication cen Western Hardware and Metal prices corrected weekly. 




















METALS. LEAD. 
Seneinen De iain tS im went eon $4 . 
Ce eessesesecseseesseoseves > 
N ‘ational (White) brands (in less 
than 100 tb. lots), per Ib........ 7¢ 
FIRST QUALITY BRIGHT 
PLATES. Sheet. 
Full coils......... per 100 Ibs. $6 20 
ON See per 100 lbs. 6 25 
1C eer 
IX eons CER 
IxXx 14x20 ALUMINUM. 
? 
Pi -4 ~ : Carload !ots. 
IC 20x28... No. 1 Pure Ingot...... per Ib. $0 23 
Ix 20x28... a eee eine on 
IxxX 20x28 
tos a ~ eee We bah es 6 ; 
sate g — ae .20 20 TIN. 
CECE per Ib. $0 37 
COKE PLATES. Ps xn Seats ohare 
Cokes, 180 Ibs....... 20x28 $ 7 45 
— 200 _ was iC 20x28 7 70 
okes, 216 Ibs....... 20x28 8 05 
Cokes, 270 Ibs....... IX 20x28 9 80 HARDWARE. 
PIG IRON. 
Northern Fdy., No. 1.......... $15 00 
pe an ay No. as eae sala 14 50 ADEES. 
orthern y oO. ’ ia ow di kee 14 25 Carpenters’ 
Southern Fdy., No. 1.......... 16 10 y 
Southern Fdy., — H peeks se 15 85 PRR. 6.05 0 bcvcecesescececss see 
Southern Fdy., No. 3. 15 60 
Lake Sup. Charcoal.......... 16 50 . 
kk desis sv ckexe tude 14 50| Coopers’. 
Barton's paoe me ccccccsoccccocone 
BLUE ANNEALED SHEETS. PRE eee Sedeecee () 
Se eee 100 Ibs. $1 95 
ere: oar 100 Ibs. 2 00| Railroad. 
oe per 100 lbs. 2 05 POMR, i 0kn0 0000s 0pebasens ae 
| Sa SY per 100 lbs. 2 10 
z : _ | Ship. 
ONE PASS COLD ROLLED BLACK. POND.» saveseiseeasseeee «40% 
No. 18-20.... ..per 100 Ibs. $2 15| White’s..........csecececeees 18% 
No. 22-24........ per 100 lbs. 2 20 
rey per 100 Ibs. 2 25 
“ree per 100 Ibs. 2 30 AMMUNITION. 
aa. per 100 lbs. 2 35 
GALVANIZED. Caps, Percussion—per 1,000. 
per 100 lbs. $2 60] F.L., Waterproof, 1-10s........ 47c 
..-per 100 lbs. 2 75 “3D. EGasanaphee seae ear sas skeen 35¢ 
...per 100 lbs. 290] Musket.............scccccceee 68c 
..-per 100 lbs. 3 05 
.-per 100 _ 3 20 
. tenes per 100 lbs. 3 35 Shells, Loaded— 
ee ae 100 lbs. 3 65 sf 
° aa ‘ Loaded with Black Powder... .40% 
Loaded with Smokeless oe 
POLISHED SHEET STEEL. | Loaded with Smoilesi Powder.» 
ODE per 100 Ibs. $4 55 high grade........ & 10 & 10% 
ee per 100 lbs. 4 65 
Se ees per 100 lbs. 4 75 Winchester: 
Ps ct bieee cad per 100 lbs. 4 85 Smokeless Repeater Grade..40 & 5% 
eg oe Leader Grade 40&10&1 10% 
SMOOTH STEEL. Re eee 
Per 100 lbs 
. Gun Wads—per 1,000. 
Wood's Sengoth, No. 20. .;------$3 001 Winchester Gua Wads......... 15% 
= = No. 25-26...... 3 10 
Nos aeL LILLIE 3 23 | Ponder. Each. 
‘ nT DuPont's Sporting, kegs. .... $6 25 
fe te 
it) o egs. 1 
PATENT PLANISHED SHEET DuPont's Canisters, are 30 
IRON. “ Ti oo 18 
Patent Planished Sheet Iron, “4 Smokeless drums. . ri 4 
SOUS cnc pieksnksivesabente $9 11 vi a _- 6 08 
id - toc dein $ 4 
PATENT PLANISHED SHEET is oes. 
STEEL. canisters 54 
Dickey Planished Sheet Steel...... 83 Shot. 
Drop” shot, sizes smaller than 
SOLDER. pe ~~ ae are bag.......$1 70 
XXX Guaranteed } & 4-petlb 214¢ ree ee sizes, 
Commercial 4 & $...... 20ic] Buck shot, 25 os one bags, per bag : 95 
No. 1 Plumbers..........- ** 18ic] Chilled shot, 25-tb. bags, 1 95 
SPELTER. ANCHORS. 
ee ay eee be .. 6c |Expansion Screw Anchors........ 60% 
SHEET ZINC ANVILS. 
CB babi cosancwnpesdll $9 25|Trenton, 70 to 80 Ibs...... sic per Ib. 
Less than Cask lots... .$9 50 to 10 00|Trenton, &) to !50 Ibs......9c¢ per Ib. 
COPPER. ASBESTOS. 
Copper aheet, base. ......+<e+e0e183C Board and Paper.......... $3 00 Cwt 











AUGURS. 
Farm, lbs... 40 50 75 100 

Pein ITIIIII 0g | Beebe ees $190 240 355 473 

Carpenter’ Es + snc enw veotnkbert 70% BEVELS, TEE 

Staniey’s, rosewood handle, new 

Hollow. oe cnresbssccreesesdscovess Nets 
Bonney'’s—list $30.00...... 75 & 5% | Stanley's iron handle.......... .- Nets 
ee are 36 

BINDING, OILCLOTH 

Post Hole. Ni. aes oeuled cae sadede vee 
Digwell, 8-inch....... © dos. 12 50) Deng... 0. sccescvens ahaa 
Iwan’s Post Hole and Well... 40% | Brass, plated...... siekvpeuenvaere 
Vaughan’s, 4 to 9-in...per doz. 6 60 

BITS. 
Auger. 

Ship. Extra Double Spur. . 7081 
Ford’s, with or without screw. 50% Ford’s Car and achine.. . .40&10 
Snell's 40-5%|  Pord’s Ship........+.sececeses 50 

ussell Jenning’s.......... 
AWLS. Clark's xpansiv bss s Sa Kesee be 

Brad. Steer’s * Small list, $22 00, .25 
No. 3 Handled....... per doz. $0 40 7 Large “ $26 00. .25 
No. 1050 Handled... . Genin CO. «oaks anak se seeuk ee 50% 
Shouldered, assorted 1 to 4, ~—* s ae: —— pattern 
wan oe hed a ees r gro. ‘= Car eececesvcccece 

tent t’d, 1 to 4.. . 
eer . PRT TS Pee TT bbs eek 15% 

Harness. Countersink. 

SE ees eee pi 95 No. 18 Wheeler’ i oe doz. $1 66 
POOR Ristaccax dees “ 90} No. 20 - 24 
American Snailhead.. ne : 48 

Peg. a Plot. pas eas ‘ 1 00 
Shouldered.......... - 1 50| Mahew’s dae seees is 1 os 
ae e 65 MAI... - 20 

Dowell. 
Scratch. Russell Jennings........... 30&10% 
No. 1 handled. 3 5 40]. 
No. IS, socket han’ld. per doz. 1 25 Gimlet. 
No. 7 Stanley.. 1 75| Standard Double Cut.......... 40 
German Pattern..... per doz. $0 
eee se 65 
AXES. Gouge GES Mie ete va wie 

Boy’s Handled. POON. . 2. ween eneee ss (i) 
Lippincott, 3 tb... ... per doz, $7 00 sean niacee ade seg 
Marshall Falls City... ' 00 

"Tens s Square..... ” 2 3 

Broad. tandard Square..... wt 2 06 

— American Octagon... “ 1 75 
Plumbs, feme | AN ee 334% 
om. Pat. nentieas -35 % | Screw Driver. 
os iremen’s (han No. 7 Common...... * 55 
Pees: FES r doz. $19 4 : oo 
Plumbs, Miners’ (handl de 4)" 9:00 No. 1 Triumph...... % 1 25 
BEATERS. 

Single Bitted (handied). Carpet. Per dos. 
Blood’s Champion........... $12 00} No. 13 Tinned Spring Wire...$ 0 90 
Blood’s Dull Finished........ 10 50} No. 11 Spring | Wire coppered. 1 30 
pe Ds sivbaaxdacabue 8 os Sf... lS eee 90 
pake Premier, Forest Clipper 10 00 | Zee. Per doz. 

No. 50 Imp. Dover ee rake $0 /5 
No. 102 tinn 99 

Single Bitied (without handles). No. 150 “ *  hotel.. 1 50 
Blood’s Champion........... $9 50} No. 10 Heavy hotel tinned... 2 10 
Blood’s Dull Finish.......... 3) a eee = oe 988 
Meegn Baber... ss ccccccsene 7 25 No. 18 “ és = 4 50 

Double Bitted (without handles). BELLOWS. 

’sC ion, 3} to 44 Ib 
easy eee ; 4 per dos. “il | esmmeens open ace te PTET TET Ee 65% 
Flint Edge.......... 9 75 
Perfect remier hte “3 11 Sent. 
The above prices on axes of 3 to 4 lbs. 8-inch............. per doz. 7 50 

so are the base prices, SUNS 560s cee dab 9 40 
to 4 Ss. advance 25c. ’ 

¢ to5 Ibs. advance 50c. emp ecte . ra 

43 to 54 lbs. advance 75c. Ub Ree See 12 60 

BAGS, PAPER NAIL. Colt BeLLS. 
Pounds..... 16 20 25 3-inch Nickeled Rotary Bell, 
Per 1,000. “$250 375 450 500 Bronzed base...... per doz. 00 
Cow. 
I RD 519'4 Sen pesnnschuiges 
m : BALANCES, SPRING. - ee RP ee err ar 65&10% 
ME: 5c iNe veo stapeeneesvasd 
ES FS EE EF 50% Door. Per doz 
’ New Departure Automatic... $6 50 
3 ia Old C Bell 
3 -in. opper Bell....... 4 00 
waceceenpeney 3 -in. Old Copper Bell,fancy. 6 00 
Pinch or Wedge Point, per cwt.. $3 25] 3 -in. Nickeled Steel Bell.... 4 50 
34-in. Nickeled Steel Bell.... 5 00 
and. 

Clothes. — ee Hand Belle, polished. ...... 40&1 
Small Willow........ per doz. 7 00 Nickal Seed: ahs 3 Sipe es 
Medium ONS * %. “ 75 Swi ee ee ee 3 
L Lid Lal 10 50 SS. i ee ee ee 40&3 

OES ete o eee ree 33 

Galvanized Iron. }bu. 1 bu. 1§ bul Wiscellaneous. 

Per doz.......- $3 50 5 00 6 75 Church and School, steel alloy... .50% 











} 
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BLACKING, STOVE. (See Polish). BROILERS. 
BLADES, SAW. Wire. 
Butchers’. No. Crown, Self-basting, $6 doa. $24 
Standard, } & lj-in........... 35 
COOGEE GREENE. oa ccc cccceeseds 35 BUCKETS. 
rr errr. be ches 15% = 
Rubber. 
Hack. Woch f 
Disston’s.......+2+0+0020: oom ee vs 28 
Serr Tmmueion:........-. “ 7 50 
ve ee 20&5 ‘oO mg bis eich a tee oe 9 25 
ed rn Ga KkSe ORE Oe = 5 00 
Bis si hustelsbata i. Oe 
Tacaon' i ee ee per doz. $2 40 7s 
isston’s—No.6, 16,26 & 045. 4 75| Well. 
WE Fiwdivideeat douse 3 50} Galvd, Qts 10 12 14 
we SRE og os . 3 40 
ooden, top ear, plain, per doz. 4 00 
Snatch. BLOCKS swivel, “ 5 10 
WN Zh i-vass cv asbonune 70&10 BUCKS, SAW. 
TS REPT Teer? Tee eaccee 50% Folding din, te an 
Kenapaka ss wheats Ze 
Tackle. ” 
Iron Strapped............. rense? BURRS, RIVETING. 
CIs ko cccdp ccs cvecs ces 0 Copper Burrs only... -......---18 
* Iron Burrs only....... 6 
BOARDS. inners Iron Burrs only 5&5 % 
— bash Crystal Net Prices BUTTS. 
SS aso are 
Wabash Oriental ” CaO TOON, oo shatn knee abanee ea 60&5% 
Wabash Mosaic. Nes Wrought Brass (New List)... 50810% 
Wabash Delft Enameled .. ee Wrought Steel, Bright............ 65% 
Wabash Art Inlay....... ” Wrought Steel, Japanned.......... Net 
Wash. CALIPERS. 
No. 760, Banner Globe, ey mg $2 50 Doxbie. spigwessateseossceseees 35% 
np AR Sadia Rely SE Re nside an | PV TTT ST Ts 
re (ingle) PUM Cavs ks <idtvanccssesnssess 3 
3. 862, White Hen, Glee 
sss ETP REPOS OPT per doz. 3 75 —_— ALKS. 
No. 800, Brass King... “ 3 30|4°88 ; 
No. 172, Our Best, (nepewest) — re{tntkin R. Co.'s), per M..... $3 75 
ec neeoeveceseveres < ‘oe. 
No. 964, Royal Blue, (Cnamel) Shoenberger............ per lb. 5c 
Cece cecesscevecce 3 25 "rae “ 44c 
pe Seer 7 
BOBS, PLUMB OE a Finis bs o5s-¢0000 _ 8ic 
Carpenters’ : CANS. 
SS eee per doz. $0 60| Milk. 
SS er te 1 20 Holstein. 
OO Fy He 2 25 eae 8 10 
ee err ‘ 3 25 Per doz..$18 50 2450 27 50 
OS, i TRA = 4 40 
No. 113, brass plated. “ 1 10 


No. N30, nicke plat’d 
BOLTS. 


Carriage, Machine, etc. 
Carriage, {x6 and sizes smaller 





Gem 7 aaa 


8 
Per doz..$19 25 2375 - 25 00 


Illinois Pattern. 


8 10 
Per dozen........ $25 75 2900 





Cable Log Chain- 
—" 25c per 100%. on Cable 
oil. 


Coil Chains, German Pat. 


Tie-Out Chains. 

|, PERE Pere ee ree 70&5% 
Trace Chains. 

Western Standard. 


oe. oer per pair, 30c 
“© Se ed 34c 
ere i 33¢ 
SS TT Pre a 38c 
Add 2c per " pair for Hooks. 
Add 2c for Twist Link. 


Weees Stay Chains. 
See rt tk ? 





ee eee 75&10% bo Tins... oe 50 600 550 
Carriage, sizes larger and long- J “Gals Pattern. 
EIB ss co gncsesees 70&10% Peres srraee> ss 8 10 CHALK, CARPENTERS’. 
Machine. a and sizes smaller « er doz.......... $25 00 28 00 
rrr 75&10% ‘ : ne ee per gro., 80c 
Machine, sizes larger and long- CAN OPENERS. RET sd hake asin 0 ¥-<iv'y vis a 70c 
er than fxix4........... 708&10% | See Openers. ee pei atbcab en @ 60c 
abs e ahess ss b000 soaks 10% a a Common White School 
move AT 5 PO 80&10% CAPS, GUN. 2 eee lle 
is aig <b apunes weOR ERS 75% See Ammunition. CHARCOAL 
Wagon Box Strap..........++. 70% CARPET STRETCHERS. Ee rama aa sect 
Mortis, Door. “ reer a) eo ek \ 
EMR thas ik panes Gs hes CHECKS, DOOR. 
Gem, trons a ey $06 Hay. CARRIERS. SORT 20% 
"Cat ie Diamond, Regular. eva. tach, $985 IGE bed pcan ae anceene 30% 
Ee Cee, Pere iamon ST cae aah = 7 00 7 
eli lead is610%| Myers’ Imperial..._ |... “ 385 _ _ CHIMNEY TOPS. 
Wrought: bronzed.......... 50&10 Myers’ Clover Leaf..... “4 00|Iwan’s Volcano...............-. 50% 
Plush. 
DS cae diview e's bbea ves 40&10% CARTRIDGES. Box. CHISELS. 
Sorin See A ition. Inehes........ 12 14 
, “Saeeewe: rsa10%| Hound, per, doe83 00 3.50 3°80 
Wrought, et SER OEEL: 70& 10% CASTERS. 
Square. Standard—Ball Bearing....... 50&10% | te. 44 quality, § in. and 
Wonichi Voth wie potas wee songs , ECS cia:s a wp aoa FA Va Sy i oats 60% NIN ois cie'vin bss es per Ib., 13c 
jigs dl Mate gel =) Common Plate Smaller size, per doz............ 
BORERS. OE) Rn %\ Socket, Framing and Firmer. 
Angular. a _ porcelian wheels, new eRe eae 75&10% 
Miller's ag pine cena me doz. “1 pL pant © st eos * ianah ts geese» - 
i J ate, new list... .60%| Tanged, Firmer. 
Ph borera, No. 51... ee | Martin’ nape oea A Ree ee a oi 20% 
ng o | RP el a 75&10 
Enterprise Mfg. Co.'s No. 1.. 15&5 9 | Choppers, See Cutters, Meat. 
* No. 2..153&5% CATCHERS, GRASS. CHUCKS, DRILL. 
BOXES eet uaa ait per doz. $4 25/ Goodell's, for Goodell’s Screw 
Wildermuth's, ers per doz. $6 25 
Mail, No......... 1 Ss 197 eee 1 2 3 Yankee, for Yankee Screw 
Per doz........ $3 50 500 15 00 Per doz...... a led ee oa PNM tise cavasndncees 5 00 
Miter. Per doz......$6 75 950 1000 CHURNS. 
DO EOORGON .. ooo cccress 15&5% . 
Sl eee 30% CHAIN AND CHAINS. a wee 5 5 10 
Geavey's.........+.+++. each, 1 501 Breast Chains. path. «2; ----$3 90 4 60 44,85 
BRACES. Doubleslack....... eee err — a 
With Covert Snaps: “ 5 00] Common Dash, 
Fray *s Genuine Spofford’s........ Soe a... “ 3 25| Gal........... 4 5 6 
No O08 22221283 $6) Without Slide’. ees ae. 
oo Manas cc iccc toe eee 2 SS cate On Chetas. Each.......... $3.75 435 5 40 
j-in., $7 25; j-in., $5 45 per 100 lbs. CLAMPS. 
BRACKETS. Adjustable. 
Bay-Rack. Cable Coil Chains. (| I ee 30% 
Wenzelmann’s No. 1.per doz. $9 50} Inch.....  v% i By § | Carpenters’. 
‘ ES. eee eee OOP TG Biel Ber................-..05 25% 
Shelf. ii 15%] Pet100ibs. 00 5 90 5 75 5 65] Hose. 
Clover Wrought Steel..........75%| Inch.....:.....%.. Sherman’s, brass, j-in., pet doz .42c 
Clover Folding..... a diaahie atid asa Per 100tbs........ 555 5 .. 5 it. Double, brass, 3-in., 90¢ 


Saw Filers. 


Disston’s list, $30.00........... 

Stearns’, No. 0, $3.50; No. 1, 
$11.50; No. 3, oon 

Wentworth’ s, No. 1, $6.25; No.3, 


tlhe Oe I he Sere 500 
en ee CLAWS, TACK. 
Cast, wood hdle....... er doz. 45 > 
German Pat. Halter Chains Senendl teal weed tdls. P 2 
> at odes be GbR se avcdsiewevienes 1% Solid i tie acl “ " rH 
2 er Mesa enenseesss *” 
German Machine Chain. Drain CLEANERS. 
3/0—2/0—-1/0—-1. .. 2+. seo 00 50% Iwan’s Adjustable............. 55% 
Picture Chains. Iwan’s Stationary........... 40&5% 
Light Brass, 3 ft..... per doz. $0 50} Pot. 
Heavy Brass, 3 ft. 75 WOU Gok o¥e Sd yates per doz. $0 7¢ 
Pump Chain. Side-Walk 
Galvanized, per 100 Ibs...... SS) a” per eer Fs 25 
: MEL: S06 ¥ 6 nininnas ciutehinwe 5&5 % 
Safety Chain. 
Ein us ci nn 6d aes ood 65% CLEAVERS. 
. ‘ Family. 
Sash Chain. (Morton's) - Beatty’s, Inch 7 8 9 
Steel, per 100 ft. Per doz...... $875 975 1075 
Dee Ee eee ee Serre per doz. $2 25 
anitieh anak si > tWeds es dsed 1 60] Butchers’. 
Sditbeduhes tes ctaeicccocses 24 Plumbs.................. _. 25% 
tt 2 CLEVISES 
RE Ea FT FOR a tiete lenin cs cksss ces c tb. 
re eee ere 3 35 
CLIPPERS. 
eae Metal. <a Ne rae .....$1 90@4 75 
hh Raa a 4 50 CLIPS. 
Cable Sash Chains. MG sh wae ceadiein Chadacamas 65&5% 
a eee 35 Damper. 
SUTRA Rasacc' Casas <cuces 238 EE er per doz 70c 
a Steel Loading os Troy... seer seer eres of 38¢ 
ee , ts PP acc dewccdvoeunccks 17c 
1 16 00 13° No 12 50 
100lbs.$ CLOTH 
Stretcher Chains. Emery 
¥e-in., $8 50; 3-in..$7 75 per100Ibs/ Star... 50% 
|i pi ge 50% 


Hardware Wire—full rolls (100 ft.) 


2 to 3, incl., Galv.—in full roll. <o 00 
ed’... 00. 


Screen Wire. 
12 mesh, painted, per 100 sq.ft. 1 20 


COCKS AND FAUCETS. 
Compression Plain Bibbs......... fh 
Lawer Tine COGKB 6. inks cece 65% 


Compression Hose Bibbs. . . 50, 10&5% 
Telegraph Faucets (new list). 5O8S% 
Racking Cocks (new list).. 

Compression Lock C’ks (new list) . 608% 
Andrew's Brass Faucets.......... 70% 
Angle Plug Faucets, per doz.... $0 85 
Milk Can Faucets, per doz.2 60—4 20 


Petroleum Faucets.............. 70% 
COLLARS, STOVE PIPE. 
Inches.... 5 6 7 

Plain Tin, per gro$1 90 240 3 50 

Japanned Tin “ 300 350 425 

Lacquered Tin ““ 360 420 480 

COMBS, CURRY. 
Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299... .$1 OS 
tea a's 60 , ae 85 
w.... 2D oe.... 1D 
ee os 90 Gene. Fe 
ss. F RS 620.... 75 
108 .... 80 1400.... 1 40 
COMPASSES. 

Sn oa ds 5 senha eaee ad 60% 
Pencil—Faber’s........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 

ee 

> * i ae ae r Jb. 32¢ 

eee 29c; 2 tb. 28c 

3 3 ORE MOR 6 ik. 6s «05 < * 26c 
CORD. 

Picture. 

White Wire (new list)......... 85% 

Sash. 

Regal Brand...........per tb. 35c 
Puritan Brand.......... ~~. ie 
CORKSCREWS. 

Walker’s..... ree 

Williamson’s Regular. ahaetatart a 40&10% 

Williamson’s Forged Worm....... 50% 

COTTERS, SPRING. 
All sizes (new list)............... 90% 
COUPLINGS, HOSE. 
MIDs wk diane seeescs s per doz. $ 100 
Brass Plated........... 7 85 


COVERS, WAGON—See Tents. 
CRADLES, GRAIN. 








Morgan’s Grapevine... per doz. $22 25 
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CRAYONS—See Chalk. 
CROW BARS. 
Pinch or Wedge Point...... per fb. 33c 
CUTTERS. 
Glass. 
he ae ag doz. $0 75 
Smith & Hemenway Co........ 50% 
po re rrr 40% 
Meat. 
Enterpirse, Nos. 5, 10, 12, 22, 
RE ea 25% 
No. 202, list, $1.50 ea...... 40&74% 
Pipe. 
Saunders’, No. 1 2 3 
PIERS o's o'nure $0 75 1 20 3 80 
Slaw and Kraut. 
3-knife Kraut....... per doz. 11 50 
1-knife Slaw......... ss 1 75 
2-knife Slaw......... si 2 50 
WE. « xckewiverasss ag 77s 
DAMPERS, STOVE PIPE. 
mre 
ER ee ee 50% 
DIES AND STOCKS. 
SE a eee 40% 
DIGGERS. 
Post Hole. 
EE .per doz. $9 25 
ob Wied oe we ms 00 
| Seen ot 50 
Hercules.......... a 10 25 


“e 


Iwan’s Split Handle. 
Iwan’'s Perfection.... 


NOUN ONO 
s 


Iwan’s Hercules pattern “ 19 00 

|. SL ame - 17 00 

See also Augers—Post Hole. 
Peitore; Wie 600s cc vivves 65&10% 


DOOR CHECKS—See Checks. 


DOORS, SCREEN. 


j-in. 4-panel, painted...... Net prices 
-in. 4-panel, painted...... A 
: le 3-panel, naturel pine, 


DOOR HANGERS—See Hangers. 


DRILLS. 
lO ee ere 65% 
pe” eee y 60% 
Breast. 
gt See ee each,$ 1 75 


1 
Millers Falls No. 12..... “ 2 00 
Hand. & 
Goodell’s Automatic, 
Nos. 01 03 3 20 
Per doz. $7 75 1150 12 50 11 00 
Goodell’s Single Gear, per, doz. 15 75 


Millers Falls “* 12 75 
“i ** Double“ = 15 25 
Reciprocating. 
|g Se per doz. 16 50 
Bit Stock. 
ONO Bis soos vost ésvse os 65% 


DRIVERS, SCREW. 


ee RE Cee ey 65&10% 
a eee 60% 
SRE eee 50% 
Champion ae eS, 
Clark’ - Interchangeable.......... 30% 
rs ci ba cauinarsncl 60% 
Reed’ . Lightning. Pres res: 45&5% 
Goodell’s Spiral. . .50, 10, 5&24% 
Yankee OO ear 50 0% 
**  §Spiral.. “"/s0&10% 
Smith & Heuleway incest 40&5% 


EAVES TROUGH, GALVANIZED. 
Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 


Inches. . 6 7 
Smooth, per doz $0 4 090 1 25 
Plan'd 223 23 
Corrugated Stove. 
Inches. . 6 7 
Smooth, per doz: $0 75 090 1 30 
Pol'd, 40 165 2 35 
Plan’d, ' 5 25 29). 3.95 


Four-Piece Stove. 


Raghes ..<.-.. 6 7 
Smooth, per doz $0 60 065 095 
Planished “ 7s is 23 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne, 


Round Corrugated. 

Size. Oz. 
Den; .ehie seek ¢ca-ccte bh eee $ 3 60 
SPT ee one 4 32 
OO ey 7 20 
PES is chutheeuasenuce aoe ms 15 00 
ee Pye rer 18 00 


Bubject to discount. 


EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 





Wood Pails. 
Frazer's, 15 tb, 80c; 25 tb, $1.30 each. 
Hub Lightning, 15 tb, 55c; 25 tb, 


5-tb 70c each. 
BD cone cevasiane pkgs. kegs kegs,| Tin Cans, 
No.60to 150, per Sib. 6c 4c 4c Chamellene Graphite, 
ES 5:0 wk -c 3c 3c te ae $9 50 
Bas WO PUED s 6 a vn and h008 
(ENAMEL, IRON. eee ee 37 09 
A-B Iron Enamel, 3 doz. case, GRIDDLES 
pi aaknemenrnns ar . -per gro., = . DN 5555. cinkessxuey aut 334% 
GRINDSTONES. 
EXTRACTORS, PIG. Family. 
See Forceps, Pig. iC eee 6 * 10 
ea $775 975 1250 
EYES. Loose. 
Bright Wire Screw—See Goods, B. W.| Perton............ $22 00@$23 00 
apd —_ eee 5 60, 10&5% Siceiial 
Po . 
‘Seees hss bos aeale eee aeee 85&10 Ball Bearing.. 1 2 3 
Bc dduachds seas peuetcnaee tia” Rea, S75 300. 2a8 
Common Bear’g 1 2 3 
FASTENERS, STORM SASH. EBach......... $335 315 3 00 
Schroeder's... ......>- per doz. $0 85 GUN WADS. 
ON Sa eee 115 (See Ammunition). 
FAUCETS—See Cocks. HAFTS, AWL. 
' Brad 
FILES AND RASPS. ee eee per doz. $0 19 
BOOB sc cacace asses pean sedaeun 70% Peg 
Nicholson’s— 4 “ 

Americans... 000020002. 75&10% Patent, plain hee . ae 

on!) | Se ee “ 

— Diamond...........- 70810% s — a top. 7 

Pa SRS a a ewing. 

Great a eres 75&10% Common “ 22 

Kearney & Foot........... 75&10% | ee ae te “ 

MeClellon....... 2000.0. 75810% Patent.....-..++0+ 52 

SORT Peer sacl 

J. Barton Smith.... ....... 75&10% HALTERS. 

X-F Swiss Pattern......... 40& 10% ioe _— bee sseveavees per doz. $1 10 
i 26 <a seek Caceh ae ple dea > 
OE ie as os oueae 75&10% | Leather, rope tie....... 8 50 

Leather, leather tie..... * 11 50 


HAMMERS, HANDLED. 








FLUE STOPPERS—See Stoppers. Blacksmiths, Hond. e 
FORCEPS, PIC. Racissas Ce 50&10% 
Oe fe | Re eee rer” 50&10% 
Whisson’s Imp......... ™ 5 25 | Farriers 
persccasnnsohepvavosenecees 40&10% 
FORKS achinists 
Barley,  =§- i(i(‘(‘(‘é‘i(LC OC RR ee eee eee ee 60&5% 
ee 8 ere 60&10% | Nail. 
Wood, 4-tines........ CRETE. Sino o casc0%shos conacad 40&74% 
Hes siekee Gly. oe 
2-tine. .. 6... seca cere eeees 50&10 ER, Seacsugankguekea 3085% 
Be cies es cbesbense see 50810% | Riveting 
Be sic sovcccsesceves¢% sR Gd, . 4 Mb cpa knas puuncnes egbieie 40% 
Digging sow cpt Makes sOoeee oe — Shoe. 
MPS ss oa sanncsninews rhe gf (hE ee ee per doz. $1 25 
Header Tack 
OO Pe ee 60&5% All Iron r doz $0 35 
4- eee eseeeeeseeeeeeeese 60&5% Pol’d Iron, Hickory kdl - 50 
Manure a a eee Bae vd 1 ha 
agnetic..... 
SE 66 nd0 be hao eee Se ea seuss 60% Per doz....... $0 70 0 80 1 00 
GAUGES. eer per doz. 4 75 
Butt and Rabbet. HAMMERS, HEAVY. 
Cream Pail. Heavy Hammers and Sledges. 
Fairmount...... ,..per doz. $3 75| U engl 5 a: sep ecereccccens 15108 
Marking, Mortise, efe........... 5 tbs. and over..........+. ¥ 
eee PP ee on) oes eee Nets | Masons’. 
Saw. Single and Double Face. . . .70&10% 
Wire. HANDLES. 
eee ee er ee 25% | Auger. 
Common Assorted....per doz. $0 55 
GIMLETS Pratt’ ee Nos. 1 & 2, é 
i per doz........+.eee-ees 475 
ey rr 4 ei 35@40% Ives’ Adjustable. ‘rai 
GLASS, WINDOW 1 PE Cee Pee OPE PT er 35% 
Single ped edeepvepedioosts eum 90&20% Chisel 
Osis os adieln Site eee 9 ‘ 
vate 08 25% as ry Tanged, te nal Assorted, 
! TEL. 33c; Large, 38c per doz 
: GLASSES, LEVEL “ Hickory, Socket Firmer, Assorted, 
3 -inch.............-. per doz. $0 70 27c; Large size, 30c per doz. 
2}-inch............... 55] Applewood, Tanged, Firmer, As- 
GLUE sorted, 34c; Large, 42c per doz. 
Bulk . Applewood, Socket, Firmer, As- 
=a s mien NONE. S560 > obese per doz. $0 30 
We... chedaade per ic ; 
SG 4 coment FR ears oboe eb eSaebaeserve 40% 
es sake. “ 163c| Drifting Pick............000005- 40% 
Liquid. File, assorted, 13c; Large, 16c per doz 
a POPE oe 40% | Hammer. 
Le P. age’s— Adze Eye........ per, doz., 36 to 75c 
OS Pt epee st 374% Blacksmiths’... .. 40c@75c 
Lint Br... csc ee cecsecomees 334% Machinists’....... o 45c@80c 
Sa PEs his os te akne ead cxanee 25 % TS EES Be “ 40 
GOODS Hay and Manure Fork........... 35% 
RSS 5 u.k b's 0 oc od ae 90% | Hoe and Rake... ..:...cccccccese 35% 
eee per doz. $0 75 
GREASE, AXLE. Varnished........... 80 
Wood Boxes. Screw Driver 
Diamond............ per gro. $5 50} Assorted............ “ 37 
et Ee SE ys satiate “ 48 
Hub Lightning.............. 5 2 
RORDUR. co ccosniedcoce coos 6 7S' Shovel and Spade .ecccsscccccensdS% 


HANGERS. 
Barn Door. 
U. S. Rolled Bearing....... 1 
Storm King. Pete eid cs Rss ; we 
MR ia os 5 i ae 5-0-0 dash 5 
Wagner's Adjustabie ae 63% 70&10 
ouse Big Twin.......... 25% 
Conductor P. 
Iwan’s Perfection............. 50% 
Eave Trough 
Dapecial cas eee a ee 
oe ed Pe ee eee 334% 
Parlor Door 
pe Ce ee t, 
Ives’ Improved bse rue 28 5 bo 
Lane’s Standard. .... Kes 3 50 
Lane’s New - conga ~ 3 1¢ 
Le Roy Noiseless. . - 4 0 
PEE 6 s'e'e'vss'eewabicant 40&10% 
HASPS. 
Hinge, Wrought................ 40% 


With Staples—See Staples. 


HATCHETs, 
OCC E GE ee eee 
Cast Claw....... om, doz. $1 yi is 
Cae, PS oe 
RS FO GEK Ss Sain cak 
HAY KNIVES. 
See Knives. 

HAY RACK BRACKETS. 
Wenzleman’s No. 1.. d 9 
Wenzleman’s No. 2.. wre 2A % p+ 

HINGES. 
Blind. 
Clark’s Gravity . per doz. sets, $1 05 
WR ih Giadoke ct cs xh ae 65% 
— s Noiseless, for Wood 
hee 6 Rh eke per doz. $1 05 
Gate. ; 
0 ae 3 
Hgs & Ltch, doz. $2' so 8 “8 4 25 
Hinges only ““ 200 2 50 a 
Latchs only . 90 _ ae 
Knuckle. ....... per doz. prs. $6 00 
acd SOP ee - sets, 6 75 
Superior........ = prs. 9 50 
Screen Door. 
re - Bross 56 50 
Meo s:5.s'p ou Soo eet 75 
Spring. 
re ee t,: 50 
DD Sb eld Fees oo 5 oe 25&5 
Columbia Dbl. Acting. . .40&10&5° % 
ite & i Midd 5k 4°g wc ame 25 
Tt Detachable... .per gro. $11 00 
SN io 2 Ca wien fe sync cee 40% 
New Idea.......... pergro. $7 20 
GO cos he wshde ve tea besa 20% 
Wrought Iron. 
Now — fT © 
ight Strap Hinges......... 65&10 
Heavy Strap Hinges........... roof 
I RS i eae 60 
Heavy T Hinges........... 40&10% * 
Extra Heavy 5 ere 663% 
Screw Hook and Strap. 
Sip 02 0h: sis per 100 ths. $4 25 
14 to 20in....... oA al + 
22 to 36in....... “3 e 3 75 
Screw Hook and Ey 
Be yee per 100 tbs. $6 75 
ies Sactnsaces = “9 7 75 
ee ee eee mie ” 975 
HOES 
SRS siek cexebscddtcasivans 70% 
Grub. 
a Fee E a Mpa Va elen ewe clan 70% 
eS eee ee per doz. $5 00 
Daties’ DO PPPS > 70 
NES ois Ps Kine oS cake kGal 7 
PURE DIO... csi ekacicecahoed 
PO ies ca hs wh evxeeres dee 70 () 


HOLLOW WARE—See Ware. 


HOOKS. 
And Eyes. 
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Box. a ; 2 

Inch...... 7 10 12 esd 9 cckeeepuee 

Per doz.. $1° 90 210 225 265 RR eet $0 60 1 00 
Bush. Wilcox, 

Common Axe Handle, per doz. $7 00 Bok. '$0 85 120 2 90 
Chain. 

Inch... 3&1 q a KETTLES 

Pr 100$7 60-8 10 975 1150 12 60 Re OT Se Ee eee heE 15 
Clothes Lines. MOIR = 6 coc s cn we Cekin e's os sons Ze 

apanned.......... t doz.22c@24cj Copper. .........--.0+005- per c 

opened Ra ebay i. ER a es A eee = R 
Coat and Hat. Lb: :) Se (1) 

eee per gro. ects © 50 KNIVES. 

Css oo0k vakeeieccsvecee ©! Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. a YA 

PINGS 35 sip slp ane ckee sae die 25% Na ka 
ane Pe ie meee 20% REM... sne'asis pe og 

orn. 

iy. Corn. 

Compete. , Geeee. te $2 25 oe oak aes aeeua epee per doz. $1 75 

| SBS 

Little Glent........ 3 25 ~~ al a nl ae i 3 00 
Gate. Woodford........... f 2 25 

See Goods, Bright Wire. Drawing 
Grass. Standard......... (New List).. 50% 

Common. Nos. 2 . 1 pavesteies Pdacoid ‘ Bagh a nant 13g 

Rs oi 04 2 150 1 arton’s Carpenters’........... 

iran Peigercie . pee per doz. 1 75 Folding Handle............. 25&5% 

ES ae 0 Hay. 

Gammock fevertons, Sette Bios... .doz. $10 50 

With plate.......... per doz. 50 anton, Sickle e ia 

With iosow esecaceeve 5: 45 are eath’s Sickie Edg eecee ‘ : oe 

wan's, ae 
Lambrequin, ot Drapery, sbi B 080% Iwan’s, Impv'd Serrated “ 10 00 
Sane ae A Lightn’g, Holt’s Genuine “ 6 50 
Potato a PPT ee tere Lightning Pattern. “ 6 00 
Screw. Wadsworth’s Sp’r Point. “ 9 00 

WN oda s dsc cbnsr ee odetase 85% Hedge. 

(See Goods, Bright Wire.) Challenge........... per doz. $6 00 
pO ae per lb.S$c}| Disston’s............ - 3 75 
Mincing. 
Commor, Single..... - 60 
BCee, ELS. Common, Double.... 25 90 
Elastic....... per case of 3 doz. $2 25] Streeter, 4-blade. . re 1 30 
Streeter, 6-blade..... 2 00 
HOSE, GARDEN. Puity. 
Coupled Common...... per. doz. $0 60@1 00 
Vel ly” per ai Lander’s...... 40@1 75 
elvet, 3 ply—?” guar. press.... 7$¢ . 
Eclipse P! “ “ ok oa Scraping. 
Diamond “ rid «|. .11c] Beech Handle........ 75@1 00 
Geneva, “ “ oc See ” SMES. ooh oss 5 3005 5 25@6 00 
Illinois, 1 ™ ng l6c 
> KNOBS 
J 7 RT ors. 

COTTON COV. RUBBER HOSE. TS SE ee per doz. $ 80 
High Grade-}’’-guar. press.400 Ibs. 113¢} Porcelain............ - 90 
Soediel me oe ne 300 - 7 WOU pa vediedsear ses # 90 
— . LADDERS. 

Common Long. 
HUSKERS. 
Boss. ETE a ss wld k cee ose AE 9c@14c 
| B Extension 

Per doz..$2 00 200 1.75 Eas 5:5 dg Xcidliwhs aanenes se 14c 

ee P Step 

Per gro. .$5 40 6 00 600 10 50 : 

RR 2 000 Common, per ft..........2--+0. 7te 

Per gro. . acre ‘ 9 00 24 50] Common, with Shelf, add 10c. 

Nos.... 64 68 Keystone.........-.ssscceseees 15c 

Per doz. $2 “s > 15 OS FES t FRM, HOTT. os vvccnesesunt 20c 
Brinkerhoff's LANTERNS. 

fer epee $14 40 Bull's Eye Police. 

3 -in. Flash Light. . “per | doz. $9 ° 
IRON. 2}-in. Regular....... ” 
See Metals.—First column. 5 -in. Regular....... s 00 
Tubular. . 
pee SS Oe... oe 5 isk Net prices 
oe LEADERS, CATTLE. 
| TRE 1 2 3 
Pr GOs 6. ciwsins $0 55 070 275 
LEATHER, LACE. 
Pr Orr re tee Ve 334% 
PE ia sxnwaeteseoe - 70 | Sides. } 
Plane. Ex. Quality....... per sq. ft. $0 27 

DP EN SS Ties carvesuas 20&5% LEATHERS, PUMP. 

Sad. doz. $11 00 Valve and Plunger.............. 10% 
oe ROO ee per doz. 

Common, polished, per 100 ths. 3 75] . C LIFTERS. 

No. 70 Asbestos...... $1 20 net. | Stove Cover. 

a 40 2 oS eas 1 35 net.| Coppered....... per gro.1 75@3 65 
Common, nickel plated...... 5 25 pi ee ae : = 
Chines Patshing. perdu. 7 40) Aluka, Nidicled “= 00 
Laundry, No. 2...... ” 6 25| Transom. 

Mrs. Pott’s, EE pre ee eer ts lowe 80% 

No. 50 cass aaaree per set, 93 

No. 55 90 LINES. 

No. 50 Ke - 1 00] Chalk. 

No. 55 T, 7 “¥ 96| Twisted in aon. hhasitee. 

OS ee per Ib. 5 Nos. 4 8 9 

Tailors’ Geese. ...... ne 5 a oi 0 ae obi 250 300 

wis in t. balls 
suyere. | ee 3 + 


Single Duck Nest. 
Double Duck Nest. 


rT doz. $8 25 
a 6 25 


GON: dc ccaardaves ;.each... 2 60 
JACKS. 
Lotomotiee.. ....cceces dates oiae 70% 
Wagon 
ME « Wb b.0se tocecncasedseese 50% 
Oilver, 


Per doz..... ae 302 35e 4i1c 
Braided in sy one 

. =e 2 3 
Per doz. . ‘a 25¢ 3le 35c 
Mansons’, in 100-ft. hanks. . doz. 80c 


a per doz. $0 95 
(MO Sea fs 11 
Se ”* eee ye 4 40 
72-ft. —- ein 36 ee io 215 
50-ft. Cotton........ m3 1S 
50-ft. Braided Cotton. “ +) 








LINING, STOVE. 
BGS sacs 6 Shyu cae per crate, 42c 
MACHINES. 
Boring. Without With 
Augers Auger 
Angular... . per doz. $3 00 4 40 
Upright. . 2 60 4 00 


Leather Riveting. 


Chicago, Pomeroy... .per doz. $9 0 
EN So a. obs. oe be a 2 06 
| ae ps 2 00 
Little Giant......... = 3 00 
Pony, Pomeroy...... a 7 20 
Washing. 
MINERS ox ou ccccectesdéeves 5 25 
el. Siicee + 5% wae 6 00 
Oy PPE ee Pere 6 50 
Water Motor............... 12 00 
MAIL BOXES. 
See Boxes. 
MALLETS. 
Carpenters’. 
Fibre Head, Small. . .per doz. $5 00 
Medium: 5 75 
“ “ Large. . “ 7 00 
Round Hickory...... ar 2 25 
Lignumvite.. . * 4 00 
Square Hickory...... ae 2 50 
“  Lignumvite... “ 4 75 
Tinners’. 
Applewood.......... 3 70 
SI o's viding ns.cae ** $1@1 50 
Hickory, Sheet Iron. . = 1 50 
MATS. 
Door. 
National Rigid. ........ 50&10&5% 
Acme Steel Flexible.......... 334% 
Stove. 
a eS eee per gro. 8 25 
OE ee eee 3 50 
No. 1 Asbestos Toasters. or 
wire - covered Stove Mats, 
with handle...... per doz. 1 10 
No. 2 Asbestos Toasters, with 
EE irae per doz. 60 
MATTOCKS. 

NG a a ailatg buGxoteen uk sae 70% 
NE tae 6 Rake ian es ede vac 60% 
MAULS. 

Iron, Ibs.... 10 13 16 18 

Per doz...$4 00 450 525 5 60 
Wood Face, Ibs.... 10 12 14 
$5 00 5 50 600 


Wood Choppers’. 
Lake Super’r & Oregon Pat, 75&5% 


Galvanized, doz.. 


MEASURES. 


4 pk. 1 pk. } bu. 
.. $2 25 300 3 85 


Japanned, 578 24.3% 
MILLS, COFFEE. 
os Sa Data tk abe a eu 06 ate ea 25% 
Parker. . re .. - 50&5% 
SN a6. a's Ede de ek .40-124& 24% 
MITRE BOXES. 
See Boxes. 
MOPS 
ee per doz. $3 15 
Handled Cotton. 


Pounds. 


; 1 1} 2 


Per dozen. $2" 00 235 265 325 


MOWERS, LAWN. 
Gladiator—B. B. 
OS Tere 6 1 20 
Co eee $6 50 725 8 00 
King Universal—B. B. 

LY ssa gin 6! 0:4 $5 25 if = 6 00 
RTS 3.5: 500s 14 18 
Big Giant. ivds Bea ‘30 4 25 
Little Giant... Pekwadne 2 oe 2 @ 2 ve 
NAILS 
ID ant cea cn to ae 0 rates, $2 05 
CE bii.caa as Raecece yee She 20 

Wire. 
EN «xe xkehaa's soar $ 
SS EE Se eee eee 1 83 
Coment Conte. cai. ccscccees 1 75 
Horse Shoe. 
Ausable. .......ccccevecess 55&5% 
NN 63 awed CARS 848 0505.0) 15% 
0 SRP aa ere 55&5% 
NS craic Ligcke 6 cl D maine 20&5% 
ae SESE RA ee oe 30&5% 
Clover Leaf........ per lb., net, 10$c 
Picture. 
SI ss iva tcc e dccuw Cae 
ES akc. a di nbadns a as se ew tad 85% 
PNG. 0 wc cb vorccncecesocces 30% 





NAIL PULLERS. 


See Pullers. 
NAIL SETS. 
See Sets. 

NETTING POULTRY. 
Galvanized before weaving... .80&20 
Galvanized after weaving... . bas 3 
I 5 ok 6 bik n so os 000 65&5 

NIPPERS. 


End Cutting. 


Stubb’s Pattern, Inches. 5 6 
POP GUGM 680 o5e 5 os - $4 65 675 


End and Diagonal Cutting. 
Swedish Side. Inches.. Sa 


i) a 50 575 
Hoof. 

Heller's... .. .40&10' 
_ | ew . 55&5 
NOZZLES. 

Hose. 
Genuine Gem. per doz $3 90 
Magic..... pe 3 60 
EE sx 'o.n'o de os ae 3 00 


NUTS, HOT PRESSED. 
Square Blank. 


Ins. vs i 
Ib.. 9c 8c 6c 
Square Tapped. 
Ins. Ye 5 i 
tb..12$c 10$c 8c 7}c 6ic 64c 60 
For 5-tb. boxes, add jc per fb. to 
above prices. 


te 4 ft i 
Sic Sic Se 4fe 


OILERS. 
Chase Pattern. 
Brass and Copper...... ....10% 
Parr rere re ap ‘70% 
Engineers’. 
a ee ae 
Rd asiwants per doz. $2 ‘o0eee” 25 
Machine. 
Common. . .per doz 6 = 
Copper Plated Steel. . 5 
Malleable Iron. . ne 60% 
Japanned.. cate amid 65&75c 
OPENERS 
Box. 
ee 14 
_ eee} “per, doz. 88 *0 6 00 
Round....... 350 3 80 
Can. 
Delmonico.......... per doz. $1 30 
Never Slip. ......... ~ 65 
Crefe. 
ok) eee - ” 5 75 


OUTFITS, COBBLING. 


Combination. .. . ..per doz. 11 00 
ee si? 4 65 
odie wis etwirih'se x4 9 75 
PADLOCKS 
OS ee eee 40&10&5% 
+, CE SO Sane 60&5% 
PAILS. 

Cream. 
at without gauge, per doz. $3 20 
9 80 
20-qt.. with gauge. . se 4 50 
Sap. 
fo-at.. Galvanized, 994,300. . .$20 00 
Fg mwa 
14-q ™ s a 
1o-at. -IC Tin. re 11 00 
12-qt., <<. > wae Ee 
a wwe 9 Me gn eee 


tock. 
Galv’d, qts. 14 16 18 20 


Per doz...$3 909 410 500 5 50 
Water. 
Galvanized...qts. 10 12 14 
i, 2 $1 50 165 1 85 
Wood. 
Cable, 2-Hoop....... a doz. $1 90 
Cable, 3-Hoop..... = 2 10 
Cedar, 3-Hoop....... 3 3 15 
Standard, 2-Hoop.... a 2 00 
Standard, 3-Hoop.... “ 22 
PANS. 
NN 65:45 se eee cade escent 65% 
Fry 
CANS eRe aU eeeaawiies 75&10% 
ACTIB. 0. ccccccccccccescccecs 60% 
Roasting. 
Paxton, 
Nos. 1 3 
Per doz. $475 5 45 650 7 %o 
Neverburn 4 00 450 5 50 600 
Savory, No. 200....... pe: doz. $8 40 
PAPER. 
Building. 
| Pree per 100 Ibs. $1 50 
: ee : sis 1 60 
Tarred Felt...... 4 1 90 
No. 20, Red Rosin. a roll, 35 
No. 30, Red Rosin. 55 
Sand and Emery. 
| RRR ree low list, 50% 
DEEN ied ccidandidesteas 0 
Wrapping 
WG inisecade ne sss perlb. $3 75 
eee hiebanes ce ~ 
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PARERS. Tinners’ 
A a le. Hollow...... ated 
ay Bieta. 6i6 65.0% per doz. 13 90 IL cv cniseel clean cane each, i! Conductors’. Buck 

oe é $90] Solid......00.esseeeeees oy s tine’ 

White Mountain..... si 5 00 “os Pureaep enakeiv ed per doz. $2 50 Disstor RL RT ie eae et iae 

Reading............ “ 7 00 PLUMBS AND LEVELS PNG. 6 cic seb ee nnecd per Ib. 19 Toheane, Vanes Sb euVige naan 
Potato. Comena UY (Se aN is ah wie SEE Nets eee utchers’. 

Goodsell’s Saratoga, 104 in., dz. 6 50 Davis’ I cceccccvcccetsssseceeses 40% ommon......... per doz. 60c@70c Atkins’ 

< inp ore , in., dz. en ee eee G| Good........ ” Dissto 

Goodsell’s Saratoga, 5 in., dz. 5 50| Davis’ Inclinometer........--... is . nay a Circular. i 

PUTTY Atkins’ 
PICKS. POINTS In Bladders. a 50 

Adze Eye Ore..... 2 ‘ 2 “ee Strictl liles’.... 

Delitinn end Poll Puke...” 759% | Drive Well Points............ 7sase, | Stitly pure.....per 100 be. $3 00) _ Simonds’................... 50 

Plumbs, Railroad..............- 15%, RAIL. -ompass. Pettis 

So hog ae does i 75% POKE Barn Door. OE es ohun <s 5 kabel 

vitek te 70% RS, STOVE. nego OR 35% 
Wr't Steel, str’t or bent, per doz. $0 55 yen BAR. . wo casecccccss 3c Disston’s... . . son 
PINCERS. Wr't Steel, wood hand’ls  “* 80 ntchiess, 1f-in... ees Rimes = ooo 25% 
Nickel Plated, coil hand'ls “ 65 Storm King.....0.220252 4c] Atkins’ 

eietdinihebasdieds Sliding Door. wee itinte. vevinebotinhonsy aie 3 
Inches.... 6 8 - Pai reser aa siunintens ss iia 
ony he hy a 2. . POKES, ANIMAL. —— os. ee ieee per ft. 44e |Dehorning, 30% 

Blacksmiths’ : racx- Tack, wr'’t steel, per doz. $4 50 ght iron....per ft. 83¢ |] Atkins’......... d 

CRS So it cath Se 45 RAKE Disston’s............ ans 08. $5 75 

See ARR ee . » 404, S. Grooving radia 
Pe POLISH. Coal or Wood.......... per doz. $5 20 Atkins’. ..... 

His PINS. Black 3ilk, No. 50, }-gallon, Garden. Hack. oo eeeecceccene 50% 
— | gallon 5. $7.00| Sietlejoseeseeeeeeeeerereees eet Maes... 0c... ce 30% 
ee gag -- per box of Sgro. $0 7 7s Black Silk, No. 60, 6-0z. cans, one eig Seperate |e 70%  Tiasme = oh ach dalton Bae” 25 

ytS...... ” ithe Noten. Mime... eee AL A eae ce eae 
2 Sarat “4 30] Black Silk, No. 70, 1-pt. ip SMR ne re 60% Rae ts teh aee dete 35 

Picket ram, 228 W, Send ond Rip ony 
acai Black Silk, No. 80, 1-quart, Oi e7n 8s venvne ll 20@$2 40] Disston’s No. 7.00000... 308 
Fluted, 15-in........ per doz. $1 01 per dos. 375 Lawn—Wood. pore! s a Dt ey cat cges wkied 
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. 50| J SASH ‘ZEIGHTS. 
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Berger’"Mig. Co......... 70 
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Michigan Safety Furnace Pipe Co. 16 
Moeschl-Edwards Corrugating Co... 83 
Monroe Fdy. & Furnace Co......... 14 
Morris Fdy. Co., John B............ 21 
Mullins Co., W. H.........--00%: ao ee 
Munsell Co., Eugene.........-..+-. 21 
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DI, CRB. oo cc ccccccnesce 21 
Banith Oo.. CRAB. . cccsecccccsaccves 18 
Smith & Hemenway Co........ 81 
Standard Heating & Radiator Co... 20 
Standard Ventilator Co......... 72 


Stanley Rule & Level Co........... 7 


Stolz Co., Frank D......... 18 
Stuber & Kuck...........-. 89 
Sullivan-Geiger Co.......... 69 
Sykes Co., The. geese 69 
Symonds Register Co. 19 
Tanner & CO....-...-0+-- ; 66 
Taylor & Boggis Fdy. Co...... 79 


Toledo Electric Welder Co. . 7 
xXXth Century Heating & Vent Co. 7 
Underwood Typewriter Co..... 
Universal Caster & Fdy. Co 
Van Range Co., John.............. 6 
Vaughan & Bushnell Mfg.Co . 

Vedder Pattern Works........ 
Walworth Run Foundry Co... 

A eae ee sre, ae 


Wels B O05 Bhan. 6b co cose cc vsseves 73 
Weller Pattern Co........05s2e20ee 21 
Wheeling Corrugating Co....... ce a 
Wise Furnace Co.......... s% 15 
Wooden Ventilator Co. . 19 
Wrought Iron Range Co..... 8 


CLASSIFIED INDEX 


Automobile Accessories. 
Weiland, Chas., New York, N. Y. 


Barb Wire, 


American Steel & Wire Co., 


Chicago, Ill. 


Boiler Graphite. 


Dixon Crucible Co., Joseph, 
Jersey City, N. J. 


Boilers—Steam. 
Boynton Furnace Co. Chicago, 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
XXth Century Heating & Vent. Co., 
Akron, 0. 


Ill. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa, 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Carpenters’ Tools, 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Smith & Hemenway Co., 
New York, N. Y. 


Stanley Rule & Level Co., 
New Britain, Conn. 


Vaughan & Bushnell ante, Se. 


icago, Ill. 


Casters—No =o 


Universal Caster & Fdy. 
New York, RB. Fo 


Ceilings. 
Berger Mfg. Co., 
Friedley-Voshardt Co. 


Wheeling Corrugating Co. 
Whe heeling, W. Va. 


Canton, 0. 
Chicago, Il. 


Chains. 
Bridgeport Chain Co., 
Bridgeport, Conn. 


Corbin Screw Corporation, 
New Britain, Conn. 


Chimney Caps. 
Berger Mfg. Co., Canton, O. 
Standard Ventilator Co., 
Lewisburg, Pa. 


Choppers—Food and "pg 


Enterprise Mfg. Co. of P. 
Philadelphia, Pa. 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Clark, Smith Hdw. Co., Peoria, Ill. 
Dieckmann Co., F., Cincinnati, 0. 
Friedley-Voshardt Co., Chicago, Ill. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Cornices. 
Berger Mfg. Co., 
Friedley-Voshardt Co., 


Canton, O. 
Chicago, Ill, 


Cornice Brakes, 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 


Chicago, Ill. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 
Crayons—Lumber. 





Dixon Crucible Co., Joseph, 
Sersey” City, N. J. 


Crimping Machines, 
Bertsch & Co., 
Niagara Machine & Tool Works, 


Peck, Stow & Wilcox Co., 
Southington, 


Cutlery. 
Smith & Hemenway Co., 


Cut-offs—Rain Water, 
Berger Mfg. Co., Canton, O. 
Sullivan-Geiger Co., 


Dampers. 
Parker Supply Co., New York, N. Y. 


Taylor & Boggis Fdy. Co. 
Cleveland, 0. 


Disinfectant, 


Gardner & Co., Joliet, Ill. 


Drills, 


Smith & Hemenway Co., 
New York, N. Y. 


Eaves Trough, 
Berger Bros. ea Philadelphia, Pa. 
Dieckmann Co., F., 


Wheeling Corrugating Co. 
Wheeling, W. Va 


Elbows—Conductor Pipe, 
Berger Mfg. Co., Canton, 0. 
Dieckmann Co., F., 


Elevators, 
Kimball Bros. Co., Council Bluffs, Ia, 


Fencing—Wire, 


American Steel & Wire Co., 


Chicago, Ill. 


Files, 


Delta File Works, Philadelphia, Pa. 


Furnace Chains, 
Bridgeport Chain Co., 


Corbin Screw Corporation, 


Furnaces—Hot Air, 
American Bell & Fdy Co. 


American Furnace Co., 
8 


Boynton Furnace Co., 
Co-Operative Fdy Co., Chicago, Ill. 


Danville Stove & Mfg. Co., 
Danville, 


Forest City Fdy. & Mfg. 


Pa. 


Co. 
Cleveland, 0. 


Haynes-Langenberg Mfg. Co., 
St. Louis, 


Henry Furnace Co., T 


. E., 
Cleveland, 0. 


Meyer Furnace, Co., Peoria, 


Monroe Fdy. & Furn. Co., 
Monroe, Mich. 


Robinson Furnace Co., Chicago, Il. 


Scheible-Moncrief Heater Co., 
Cleveland, 0. 


Schwab & Sons Co., BR. J., 
Milwaukee, Wis. 


Smith, Chas., Chicago, Ill. 
Smith Co., Chas., Chicago, Ill. 
XXth Century Heating & Vee. Co., 


Furnace Pipe and Fittings. 
Meyer & Bro. Co., F., 
Michigan Safety Furnace Pipe Co., 


Furnace Rings. 
Furnace Supply & Mfg. Co., 


Walworth Run Foundry Co., 





Cambridge City, Ind. 
Buffalo, N. Y. 


Conn. 


New York, N. Y. 


Indianapolis, Ind. 


Cincinnati, 0. 


Cincinnati, O. 


Bridgeport, Conn. 


New Britain, Conn. 


Northville, Mich. 


. Louis, Mo. 
Chicago, Ill. 


Mo. 


Kelsey Heating Co., Syracuse, N. Y. 
Il. 


kron, 
Wise Furnace Co., Akron, 0. 
Wrought Iron Range Co., 
St. Louis, Mo. 


Peoria, Ill. 


Detroit, Mich. 


Cleveland, 0. 


Furnaces—Soldering. 
Clayton & Lambert Mfg. Co., 

Detroit, 
Co., Geo. W., 
Chicago, 


Mich. 


Diener Mfg. 1 
Ill, 


Double Blast Mfg. Co., 
North Chicago, 


Peabody & Co., H. 


Ill. 


W.. 
New York, N. Y. 


Ringen Stove Co., St. Louis, Mo, 


Furnace Repairs. 


Brauer Supply Co., A. G., 

St. Louis, Mo. 
Morris Fdy. Co., John B., 

Cincinnati, 0. 


Gas Burners. 


Standard Heating & Radiator Co., 
Pittsburgh, Pa. 


Hangers—Door. 


Richards-Wilecox Mfg. Co.. 
Aurora, 


Hardware Jobbers. 
Bullard & Gormley Co., Chicago, Ll. 
Clark, Smith Hdw. Co., Peoria, Ill. 


Hardware Specialties. 


Burglar Proof Lock Co. 
New York, N. ¥. 


Diener Mfg. Co., Geo. W.., 
Chicago, Ill. 


Enterprise Mfg. Co. 


of Pa. 
Philadelphia, Pa. 


Lalance & Grosjean Mfg. Co., 
Chicago, Il. 
Lufkin Rule Co., Saginaw, Mich. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Richards-Wilcox Mfg. Co., 
Aurora, 


Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 


Smith & Hemenway Co., 
New York, N. Y. 


Stuber & Kuck, Peoria, Ill. 


Universal Caster & het: Co., 
York, N. Y. 


all York, N. Y. 


Il. 


Weiland, Chas., 


Heaters—Water. 
Smith Co., Chas., Chicago, Ill. 
Stolz Co., Frank D., Chicago, Ill. 


Ice Cream Freezers. 


North Bros. Mfg. 


Co., 
Philadelphia, Pa. 


Ice Picks. 


Stanley Rule & Level Co., 


New Britain, Conn. 


Iron Enamel, 


Black Silk Stove Polish Works, 
Sterling, Ill. 


Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Kitchen Utensils. 


Meyers Mfg. Co., Fred J., 
Hamilton, 0. 


Stuber & Kuck, Peoria, Ill. 


Knobs—Door. 


Taylor & Boggis Fdy. Co., 
Cleveland, 0. 


Linemen’s Tools. 


Smith & Hemenway Co., 
New York. w. Ss 


Locks—Burglar Proof. 


Burglar Proof Lock Co., 
New York, N. Y. 


Lubricants—Graphite. 
Joseph Dixon Crucible Co., 





Cleveland, O. 


Jersey City, 








Mo, 


Mo. 


9 
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Machines—Electric Welding. 
Toledo Electric Welder Co 


Cincinnati, 0. 


Machine Shop Supplies, 
Harris & Co., S., 


Machines—Tinners’, 


Peck, Stow & Wilcox Co., 
Southington, Conn. 


Metal—Perforated. 


Harrington & King Paces 
Chicago, iin 


Metal Polish. 
Black Silk Stove Polish Works, 


Sterling, Ill. 


Nickel Plate Stove a Co., 


feago, Il. 


Metal Shingles, 
Berger Mfg. Co., 
Wheeling Corrngatins 
eeling, 


Mica. 
Brauer Supply Co., A 


Munsell Co., Eugene, Chicago, Ill, 
Miters. 
Berger Mfg. Co., Canton, 0. 


Friedley-Voshardt Co., 


Ornaments—Sheet Metal. 
Berger Mfg. Co., 
Friedley-Voshardt Co., 
Gerock Bros. Mfg. Co., 

St. Louis, Mo. 


Paint—Silica—Graphite. 
Dixon Crucible Co., Jos., 


Jersey City, N. J. 


Polish. 
Black Silk Stove Polish Wks., 


Sterling, Ill. 


Potato Grinders. 


Schroeter Bros. Hdw. Co., 
St. Louis, Mo. 


Pumps—Vacuum, 
Leiman Bros., 


Punches. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & ~ Works, 


9 nm: 


Peck, Stow & Wilcox 
ah. Conn. 


Weiss & Co., H., New York, N. Y. 


Rasps. - 
Delta File Works, Philadelphia, Pa. 


Smith & Romenway fay ve 
w York, N. Y. 


Registers. 


Furnace Supply & Mfg. Co., 
od Cleveland, 0. 


Symonds Register Co., St. Louis, Mo. 
Tanner & Co., Indianapolis, Ind. 
Wooden Ventilator Co., 

East Palestine, O. 


Roasters. 


Wheeling Correse te eee W. Ve 


Chicago, Ill. 


Canton, 0. 


W. Va. 


. &., 
St. Louis, Mo. 


Chicago, Ill, 


Canton, O. 
Chicago, Ill. 


New York, N. Y. 


Rolls—Forming. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. 


Roofing—Iron and Steel, 


American Sheet & Tin Plate Co.. 
Pittsburgh, Pa. 


Berger Mfg. Co., Canton, 0. 


Carnahan Tin Plate & Sheet Co., 
Canton, O. 


Chicago, Ill. 
Chicago, Ill. 
Chicago, Ill. 


Friedley-Voshardt Co., 
Inland Steel Co., 
Sykes Company, The, 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rope—Wire. 
American Steel & Wire Co., 
Shicago, Ill. 


Rules. 


Lufkin Rule Co., Saginaw, Mich. 


Sausage Stuffers, 


Enterprise Mfg. Co. of Pa. 
Philadelphia, Pa. 


Saws, 
Smith & Hemenway Co., 
New York, N. Y. 


Schools—Sheet Metal Pattern 
Drafting. 


National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 


Harrington & King Perforating Co., 
Chicago, Ill, 


Screw Drivers. 
North Bros. Mfg. Co., 
Philadelphia Pa. 


Screws—Sheet Metal. 
Parker Supply Co., New York, N. Y 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., Goshen, Ind, 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Indianapolis, Ind. 
New York, N. Y. 


Tanner & Co., 
Weiss & Co., H., 


Sheets—Black and Galvanized. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Carnahan Tin Plate & Sheet Co., 
Canton, O. 


Inland Steel Co., Chicago, Ill. 
Sykes Company, The, Chicago, Il. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Sheets—Planished. 
Sykes Company, The, Chicago, Ill. 


Sheets—Vismera. 
Inland Steel Co., Chicago, Ill. 


Sheets—Polished. 


Massillon Rolling Mill Co., 
Massillon, Ohio. 


Sifters—Ash, 
Diener Mfg. Co., Geo. W.. 
Chicago, Ill. 





Sifters—Flour. 
Meyers Mfg. Co., Fred J 


Skylights. 


Skylight Gearing. 
Weiss & Co., H., 


Slating Nails, 
Hussey & Co., C. G., Pittsburgh, 


Snips—Tinners. 
Niagara Machine & Tool Works, 


Peck, Stow & Wilcox Co., 


Statuary. 
Friedley-Voshardt Co., 


Stoves and Ranges. 
Champion Stove Co., 
Clark & Co., Geo. M., 


Co-Operative Fdy. Co., 
Dangler Stove Co., 
Danville Stove & Mfg. Co., 


Foster Stove Co., 
Quality Stove & Range Co. 


Ringen Stove Co., 


Wrought Iron Range Co., 


Stove Bolts, Rods and Rivets. 
Corbin Screw ae 


Kirk-Latty Mfg. Co., 


Stove Patterns, 
Cleveland Castings Pattern Co., 


Cope Pattern Works, Geo. 


Vedder Pattern Works, 
Weller Pattern Co., 


Stove Pipe and Fittings. 
Hemp & Co., 


Stove Polish. 
Black Silk Stove Polish Works, 


Brauer Supply Co., A. ¢ 
Dixon Crucible Co., Jos., 


Nickel Plate Stove Polish Co., 


Stove Repairs. 
Brauer Supply Co., A. G., 


Morris Fdy. Co., John B 


Stove Trimmings. 
Kirk-Latty Mfg. Co., Cleveland, 0. 


Tapes. 


Lufkin Rule Co.. Saginaw, Mich. 


Thermometers—Oven, 


Cooper Oven Thermometer Co., 
Pequabuck, Conn. 


Tin—Perforated. 


I ington & King Perforating Co., 
ses Chicago, Ill. 





Hamilton, 0. 


Berger Mfg. Co., Canton, O. 


New York, N. Y. 


a 
oI 
» 


Buffalo, N. Y. 


Southington, Conn. 


Chicago, Il. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Cleveland, 0. 


Chicago, Ill. 
Chicago, Il. 
Cleveland, O. 


Danville, Pa. 
Ironton, O. 


Belleville, Ill. 
St. Louis, Mo. 
Van Range Co., John, Cincinnati, O. 


St. Louis, Mo. 


ew Britain, Conn. 
Cleveland, O. 


Cleveland, 0. 


W., 
Detroit, Mich. 
“| Quincy Pattern Works, Quincy, Ill. 
Troy, N. Y. 
Quincy, Ill. 


St. Louis, Mo. 


Sterling, Ill. 
St.’ Louis, Mo. 
Jersey City, N. J. 


Chicago, Il. 


St. Louis, Mo. 


Cincinnati, 0. 







































































Tinsmiths’ Tools. 
Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ili. 


Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Peck, Stow & Wilcox Co., 

Southington, Conn. 
Indianapolis, Ind. 
New York. N. Y. 


Tanner & Co., 
Weiss & Co., H.. 


Tinplate. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Carnahan Tin Plate & Sheet Co., 
Canton, O. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co. 
Wheeling, W. Va. 


Torches. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Diener Mfg. Co., Geo. W., 
Chieago, Ill. 
Double Blast Mfg. Co., 
North Chicago, Ill. 


Peabody & Co., H. W., 
New York, N. Y. 


Typewriters. 


Underwood Typewriter Co., 
New York, N. Y. 


Ventilators. 
Berger Bros, Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Wringers—Clothes. 
American Wringer Co., 
New York, N. Y. 


Lovell Mfg. Co., Erie, Pa. 





@ ADVERTISING is 
to-day the mightiest 
factor in the business i\ 
world. Itis an evolu- 
tion of modern indus- 
trial competition. It is 
a business builder, with 
a potency that goes be- 
yond human desire. It 
is something more than 
a ‘“drummer’”’ knocking 
at the door of the 
consumer — something 
more than mere sales- 
manship-on-paper. It is 
a positive, creative 
force in business. It 
builds factories, sky- 
scrapers and railroads. 
It makes two blades of 
grass grow in the busi- 
ness world where only 
one grew before. It 
multiplies human wants 
and intensifies human 
desires. It furnishes ex- 
cuse to timorous and 
hesitating ones for 
possessing the things 
which under former 
conditions they could 
easily get along without 
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Wants and Sales 


HELP WANTED. 





— 


For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these announcements please mention 
that they “‘READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 








U. §. F 
PATE i | T secu aan _ Bing we 


atered. Patent Validity and Infringement Opinions. 








Established 1085 WASHEATOR, An Barrister Bae” 
BUSINESS CHANCES. 











For Sale—Good clean stock of hard- 
ware; will inventory about $6,000, in Trav- 
erse City, Michigan; population over 14,- 
000. Address J. A. Montague, Traverse 
City, Michigan. 2-3t 

Patent for Sale—Not having means to 
manufacture and properly market my 
newly patented Eave Trough Clamp, I 
would like to sell same outright or on a 
royalty basis. Have castings and parts 
for about 500 clamps, also master pat- 
terns. If interested write A-17, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois, 2-3t 


For Sale—A good tinshop, doing good 
business. Located on main street of a 
growing town. Best of reasons for sell- 
ing. If you want a good thing address 
Cliff Kaser, Killbuck, Ohio. 2-3t 











Wanted to Buy—Working interest in 
good sheet metal and heating shop. Am 
young; have been raised in the business; 
have good habits; don’t booze, and can 
get results. Address Cleve Branham, 
1021 Hervey Street, Indianapolis, Indiana. 

. 2 





For Sale—A nice hardware stock and 
heating and plumbing business in Illinois. 
Will invoice about fourteen hundred. Good 
business the year round; rent low; in one 
of the richest farming towns in Illinois; 
will consider farm land in Wisconsin in 
trade or good town property, or will sell 
for cash. Good reasons for selling; parties 
can have possession at once. Address 
A-15, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, Illi- 
nois. 2-3t 


Patent for Sale—On absolutely ‘dustless 
ash sifter; patent just granted recently. 
For details address G. Verber, 2427 South 
Springfield Avenue, Chicago, —. P 

6-3t 





Wish to buy half interest or whole stock 
of hardware. Address Box 227, Windom, 














Minnesota. 26-3t 
TINNER’S TOOLS. 
Wanted to Buy — New or used 8-ft. 


brake, 30-in. folder, 36-in. rollers, 30-in. 
shears, large beading machine, hand lever 
punch. Address N. Cherry, 1759 Edwards 
Ave., Springfield, Ohio. 2-3t 


For Sale, Cheap—Good set of tinner’s 
tools. Brand new double brass brake 10 
feet. 2 lots 25 by 140 deep each. Good 
shop on corner lot, 20 by 50, all for $1,- 
200.00 cash. Located 38 miles north of 
Tampa, Florida, on main line of S. B. A. 
L. Railroad. ew town, only four years 
old. Population over 2,000. No other 
shop within 20 miles. 4 neighboring 
towns from 3:to 10 miles distant. Prac- 
tically 6,000 people to work for. Address 
Zephyrhills Sheet Metal Works, Zephyr- 
hills, Florida. 1-3t 








Wanted—An all-around tinner who can 
do general job and furnace work. Steady 
work year around. No booze fighter need 
apply. State wages in first letter. Ad- 
dress Temple Hardware Company, 
Greensburg, Pennsylvania. 1-3t 


Man Wanted—Capable of estimating 
steam, hot water and hot air heating, and 
able to take charge of a sheet metal 
shop, doing general contracting and job 
work. Employing 10 to 20 men. Loca- 
tion, Wisconsin. Position permanent to 
man who can measure up to the require- 
ments. Address with full qualifications, 
exverience and recommendations. Ad- 
dress F. Geele Hardware Company, She- 
boygan, Wisconsin. 1-3 





Wanted—A-No. 1 tinner; must be thor- 





oughly experienced and reliable. Steady 
work, married man preferred. Address 
Stolper Brothers Company, H. E. Paul, 
Foreman, Plymouth, Wisconsin. 26-3t 


SITUATIONS WANTED. 








Position Wanted— an all-around me- 
chanic. Can do eon Fm in the way of 
tinning, furnace work, plumbing, steam 
and hot water ee oe eneral re- 
pair work. Addr A- care of 
AMERICAN ARTISAN 910 South Michi- 
gan Boulevard, Chicago, Illinois, 26-3t 


Wanted—Position by. good all-around 
man. Steady and reliable. Can also do 
oer and hot water work. Address 
Ww ailey, Storm Lake, Iowa. 26-3t 


Wanted—By a_ good, all- 
Steady and reliable. Am 
capable of taking charge of shop. Would 
like a position with some good firm. Ad- 
dress A-7, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, 
Illinois. 26-3t 


SPECIAL NOTICES. 








Position 
around tinner. 














Wanted—Good all around tinner and 
furnace man; one who can estimate jobs 
and manage shop, to take $3,000.00 or $4,- 
000.00 interest in an up-to-date incorpor- 
ated hardware firm in a_ southeastern 
town in Wisconsin. Population 4,000. No 
better opening in Wisconsin. Address A- 
14, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, om 
nois. 


SITUATIONS WANTED. 














Situation Wanted—Young man _ with 
several years’ experience in the plumbing 
and heating trades wishes steady posi- 
tion; sober and reliable. Can come at 
once. Address A-16, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 2-3t 


Wanted Position—With some firm en- 
gaged in general tinwork, plumbing and 
heating in its different lines. I have about 
20 years’ practical experience. If you are 
in need of a reliable mechanic I would 
like to correspond with you. Address 
John Redwing, Northfield, innesota. 


2-3 





Position Wanted—By a good all- around 
tinner and furnace man. Can lay out 
my own patterns. 8 years’ experience; 
age 24; can speak German. Address Ar- 
thur Koenig, 2210 North 14% Street, Terre 
Haute, Indiana. 2-3t 


Position Wanted—I am 32 years of age; 
single; 18 years’ experience at the tin 
and furnace business; can cut my own 
patterns and take charge of shop. I am 
also a fairly good plumber; can do steam 
and hot water heating. I am fast and a 
good — sober and reliable. Ad- 
dress care of AMERICAN 
ARTISAN, 310 South Michigan Boulevard, 
Chicago, Illinois. -3t 











Position Wanted—By tinner and sheet 
metal worker. Twenty years’ experience. 
Good at furnace ‘work; can do some 
plumbing. Address A-12, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 1-3t 


Situation Wanted—By tinner, who can 
do plumbing, pump and any kind of re- 
pair work. Position must be steady the 
year round. Sober, and have had about 
20 years’ experience; also a good furnace 
man. Address A-11, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Iilinois. 1-3t 


Position Wanted—By a good, all-around 
tinner and hardware man; married; look- 
ing for permanent place to locate; ’strict- 
ly temperate and reliable. Best of ref- 
erences furnished. Wisconsin preferred. 
Address Box 276, Rio, Wisconsin. 1-3t 














Position Wanted—By a good, all-around 
tinner. Can also do furnace work. Sober 
and reliable. Address A-9, care of 
AMERICAN ARTISAN, 910 South Michi- 


gan Boulevard, Chicago, Illinois. 1-3t 





Situation Wanted—By a first-class 
heating and ventilating engineer as esti- 
mator or superintendent of construction 
for some firm. Can design and install 
any kind of heating and ventilating sys- 
tem. Temperate and steady. Can give 
best of references as to my ability and 
habits. Address Al-0, care of AMERICAN 


ARTISAN, 910 South Michigan wesent! | 


Chicago, Illinois. 





Situation Wanted—Boy of 17 years look- 
ing for work out or inside of the city. 
Speaks English, Hungarian and German. 
Address A. Singerman, 351 Theodore, De- 
troit, Michigan. 26-3t 


. 





WHAT GOOD HARD- 
WARE SPECIALTY 
NEEDS CAPITAL? Well 
known hardware specialty 
house, traveling twenty sales- 
men and carrying stock in 
five branch offices, will under- 
take to market a good pat- 
ented specialty appealing to 
the hardware trade. 

This solves the SELLING 
EXPENSE problem for some 
manufacturer whose product 
has merit and is ready to 
place on the market. And if 
the patentee or owner of pat- 
ents covering an article that 
looks good, can SHOW US— 


WE HAVE $10,000 
TO INVEST 


Address B-39, careof AMERICAN 
ARTISAN, 910 South Michigan 
Boulevard, Chicago, Illinois. 2-1t 


FURNACE = MANUFACTURERS 


I want a good line of Hot Air 
Furnaces to sell on commis- 
sion in Wisconsin. Can fur- 
nish reference or bonds. Can 
lay out the work or put up 
furnace. Address B-32, care 
of AMERICAN ARTISAN, 
910 S. Michigan Boulevard, 
Chicago, Illinois. 


| MANUFACTURERS’ AGENT 


with headquarters in Milwau- 
kee, Wisconsin, wishes to rep- 
resent reliable manufacturers 
there and in the largest cities 
adjacent. Address all cor- 
respondence to B-38, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, 
Chicago, Illinois. 2-4t 





26-4t 
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SPECIAL NOTICES. 


SPECIAL NOTICES. 


SPECIAL NOTICES. 











ATENTS 


Wo Attorneys Fees Until Patent Allowed 

Registered Attorneys Make Our Searches. 
Send Sketch For FREE REPORT. FREE BOOKS. 
FRANK FULLER, MecLachien Bank 


Bidg., Washington, D. C. 25-4t 


WANTED 


Stove and Furnace man for Nebraska and 
Kansas, to represent old, established line. 
Must be acquainted with territory. Refer- 
ences required. Address B-40, care of 
AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 2-1t 


WANTED 


to hear from owner of good hard- 
ware or implement store for sale. 
Send price and particulars. D. F. 
Bush, Minneapolis, Minnesota. 2.) 


SALESMAN WANTED 


Calling upon the stove trade in territory 
west of Ohio where natural gas is used, to 
sella line of gas stoves and ranges on 
commission basis. The line embraces 
special features of practical worth that 
are new and attractive. With the right 
man to introduce them they can be made 
successful sellers in any territory where 
natural gas is the fuel. Please give ref- 
erences and full information as to experi- 
ence and territory traveled. Address 
B-36, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, 
Illinois. 1-4t 














Want hardware specialties 
or kindred lines from reliable 
sources that will sell to the job- 
bing and large retail trade. 
Office Seattle, Washington. 
Traveling Pacific Coast with 
additional help. References 
furnished as to ability and 
finance. Address T. C. Mas- 
sey, 4946 Kenmore Avenue, 
Chicago, Illinois. 2-3t 


WANTED 


To manufacture Sheet 
Metal Specialties or 
Products. Buy the pat- 
ents or manufacture 
under royalty some ar- 
ticles of Sheet Metal. 
Address B-37, care of 
AMERICAN ARTISAN 
910 South Michigan Boul- 


evard, Chicago, Illinois. 
1-3¢ 








and surrounding territory. 


attractiveness and merit. 





AGENCY FOR WINCROFT RANGES 


WANTED—A Jobber or salesman to take ex- 
clusive agency for WINCROFT RANGES in Chicago 


The WINCROFT LINE has the selling punch. 
The NEW Wincroft models are unequaled for 


Many exclusive, up-to-date special features. 
Best values for the moneyin the Range market today. 


For particulars address— 


WINCROFT STOVE WORKS 


MIDDLETOWN, PENNSYLVANIA 














EXECUTIVE MANAGER 


familiar with manufacturing 
credit and sales department, 
with road experience, desires 
connection with stove manu- 
facturing company. Excep- 
tional references. Address, Ex- 
ecutive, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, IIli- 
nois. 24-4t 


SALESMAN WANTED 


One calling on hardware and furniture 
trade, to sell special stoves and specialties 
on commission. Address Stove Inprove- 
ment Company, Cleveland, Ohio. 2-2t 


WANTED, TO BUY 


First Class Expanded Metal Lath Machine of 
modern construction. Describe fully, giving sizes 
of lath that may be made, gauges of material 
handled, style or styles of lath produced and pro- 
ducing capacity of machine. Name lowest price 
in first letter. Address Sheet Metal Manufacturer, 
care of AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 2-1t 











Elevators 


Improved, Quick and Easy 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 


Kimball Bros. Co. 
1031 Ninth Street, Council Bluffs, lews 


Kansas City Office: 
717 Commerce Bidg., - Kansas City, Me. 











DIXON’S 


SILICA -GRAPHITE 


PAINT 


Write for Booklet No. 18B, de- 
scribing the advantages of this 
protective paint for metal surfaces. 


Joseph Dixon Crucible Company 


Jersey City, New Jersey 42) 














AMERICAN ARTISIAN 


ADS BRING RESULTS 








“Learn Up-to-Date Pattern Drafting” 
Assure Yourself Steady Work 


Learn it systematically; get our METHODS; we cover every 
branch of work completely. Your work. 


WE ARE AUTHORIZED TO STATE AND ADVERTISE. 
THESE HOME STUDY COURSES ARE APPROVED BY 
THE NATIONAL S. M. CONTRACTORS ASSOCIATION. 


We Instruct Individuals, and Local Classes by Home Study. 
Full particulars sent you free. Come, write for yours, NOW. 


THE NATIONAL SCHOOL 


O. W. Kothe, Prop. 


3553 Olive St., St. Louis, U. Ss. A. 
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DON’T MISS THIS OFFER 


You Can Get a Full Set of 
100 AMERICAN ARTISAN 
TINNERS’ PATTERNS FOR $1.00 


Patterns for a full line of tinware, in various sizes, square and round elbows, cut-offs, 
etc., at full size, printed on manila paper ready to be transferred to heavy sheets and cut 
out ready for use, can be secured from AMERICAN ARTISAN. There are more than one 
hundred patterns, perfect in all details, included in the set. The following list contains 
the articles that can be made with the aid of AMERICAN ARTISAN Full Size Tinners’ 


Patterns. 


Tea Steeper “Snap”’ 2-inch Conductor Elbow Two-inch Square Elbow 


Two-pint Tea Pot 
Three-pint Tea Pot 
Four-pint Tea Pot 
Five-pint Tea Pot 
One-quart Coffee Pot 
Two-quart Coffee Pot 
Three-quart Coffee Pot 
Four-quart Coffee Pot 
Five-quart Coffee Pot 
No. 1 Coffee Boiler 

No. 2 Coffee Boiler 

No. 3 Coffee Boiler 
Lamp Filler 

One-pint Dipper 
One-quart Dipper 
Two-quart Dipper 
Four-quart Flaring Pail 
Six-quart Flaring Pail 
Eight-quart Flaring Pail 
Ten-quart Flaring Pail 
Twelve-quart Flaring Pail 
Fourteen-quart Flaring Pail 
Ten-quart Dish Pan 
Twelve-quart Dish Pan 
Fourteen-quart Dish Pan 
Sixteen-quart Dish Pan 
Dinner Bucket 

Five-inch T-joint 
Six-inch T-joint 

Eave Trough Mitre Joint 


Cullender 

Half-pint Measure 
One-pint Measure 
One-quart Measure 
Half-gallon Measure 
One-pint Basin 
Two-pint Basin 
Three-pint Basin 
Four-pint Pan 
Six-quart Pan 
Ten-quart Pan 

Small Cake Pan 
Medium Cake Pan 
Large Cake Pan 
Small Wash Basin 
Large Wash Basin 
Sprinkler Breast 
Four-gallon Churn 
Five-gallon Churn 
Small Dust Pan 
Large Dust Pan 

Five Sizes Funnel Patterns 
Oval Dinner Bucket 
Rain Water Cut-off 
No. 7 Boiler Cover 
No. 8 Boiler Cover 
No. 9 Boiler Cover 
No. 7 Boiler Bottoms 
No. 8 Boiler Bottoms 
No. 9 Boiler Bottoms 


Two-and-a-half-inch Square Elbow 
Three-and-a-half-inch Square Elbow 
Four-and-a-half-inch Square Elbow 
Five-and-a-half-inch Square Elbow 
Six-and-a-half-inch Square Elbow 
Seven-and-a-half-inch Square Elbow 
One-pint Funnel 

Two-pint Funnel 

Three-pint Funnel 

Four-pint Funnel 

Small Milk Strainer 

Large Milk Strainer 

Ten-quart Milk Pail Breast 
Fourteen-quart Milk Pail Breast 
Two-inch Four-piece Round Elbow 
Three-inch Four-piece Round Elbow 
Four-inch Four-piece Round Elbow 
Five-inch Four-piece Round Elbow 
Five-and-a-half-inch Round Elbow 
Six-and-a-half-inch Round Elbow 
Seven-and-a-half-inch Round Elbow 
Small Grocers’ Scoop 

Medium Grocers’ Scoop 

Large Grocers’ Scoop 


Apple Corer 

Oval Foot Bath 

Oval Pudding Pan 
Half-gallon Can Breast 
One-gallon Can Breast 
Two-gallon Can Breast 
Three-gallon Can Breast 


AMERICAN ARTISAN full size patterns are offered to you at the smallest price 
possible. The full set of one hundred patterns will be sent postpaid upon the receipt of 
$1.00 or with subscription to AMERICAN ARTISAN for $2.50. Send for them today— 
they are worth more than double the price asked. 


DANIEL STERN, 


910 South Michigan Boulevard 


Publisher 


-CHICAGO, ILLINOIS 
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Specify Conductor Elbows and Shoes Stamped 
With The eM TEs fe Goene Stoct, Aracnictn Tagst Iron 


OTH Toncan Metal, Charcoal Iron, Newport Genuine Open 

of , Homann, Hearth Iron, 12, 14 and 16 ounce Copper, Portsmouth 
, Vio Iron and Old Fashion Iron. Each Elbow and Shoe made 
ne 


of special material has name of material stamped on it 


Tr ade Mark clearly and plainly. No light gauge special material used. 


Get away from specifying the cheap so- 
called standard gauge, which says nothing, 
and specify our 28 gauge Elbows and Shoes, 
which cost but a trifle more. 








and your 
troubles 
will cease 

































DIECKMANN ELBOWS and SHOES 
are made in sizes from 1” to 6”, and in any 


Note reinforced ; ‘ 
ta pio — desired angle or design. All Shoes are made 
shoe from one piece of material in all angles, with 


REINFORCED BANDS, and have no seams. 
This guarantees a smooth, perfect flow. 


Only the best materials are used in 
the construction of DIECKMANN 
ELBOWS and SHOES. The ends 
of the Elbows are securely fastened 
with DIECKMANN’S patented 
clinch, and are gauged to fit standard 
diameters of conductor 
pipe. They require no 
clipping to make them 
fit, and no solder to 
hold them in place. 


J > 
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Send for our latest 
catalog and sample. 
You will at once 
notice the quality of 
DIECKMANN 
ELBOWS. 


The best is only good 
enough. 


THE 
FERDINAND DIECKMANN COMPANY 


P. O. Station B Cincinnati, Ohio 
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Indianapolis 
Indiana 





















The Quick 
Shippers 






Peck, Stow & Wilcox 
Tinners’ Tools and 
Machines. Every- 
thing a.Furnace 
Dealer Uses Except 
the Furnace. 


















216-218 S. Meridian Street 215-217 McCrea Street 


Wholesale Sheet Metal Dealers 


Buy from TANNER & COMPANY and receive 
good goods, good value and satisfaction 


We ship 95% of our orders the day received. We carry the 
following in stock and have a large stock of everything: 


Tin and Terne Plates Tuttle & Bailey Registers 
Toncan Galvanized Sheets Jones Registers 

Steel Galvanized Sheets Hart & Cooley Registers 

Steel Black Sheets Favorite Furnace Pipe 

Sheet Copper Favorite Furnace Pipe Fittings 
Sheet Zinc Tinners’ Tools and Machines 
Sheet Brass Tinware and Granite Ware 

F. & N. Lawn Mowers T-Co Slate Coat Shingles 


Everything a Tinner or Sheet Metal Worker Uses 
from a Tinned Rivet to a Cornice Brake 


TANNER & COMPANY, ™?%4F911s 


THE QUICK SHIPPERS Located in the Heart of Trade 
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THE HARRINGTON & KING 
PERFORATING CO. 


PERFORATORS OF METAL 
FOR ANY PURPOSE 


Steel, Copper, Brass, Aluminum, Zinc, Tin, or other metal 
and material, punched as required for any 
purpose and all kinds of 


Screens for grading and sorting Ores, Coal, Stone, G-avel, 
Sand or other material. 


Sieves and Riddles for Wheat, Corn, Oats, Rice, and all 
kinds of Grain-Cleaning Machinery 


For use in Textile, Pulp and Paper Mills, Breweries, Malt 
Houses, Distilleries, Oil Refineries, Cotton Gins, etc. 


Perforated Steel Partitions, Lockers, Boxes, Baskets, Trays, 
Cooling and Drying Pans, Oil Drainers, 
Filter Press Plates, etc. 


Perforated Steel Floors for various uses, from 1-16 in. to 1-2 in. 
in thickness—perforated Steel Stair Treads, Doors, 
Gratings, Ventilators and Building Details. 


Punched Metal Grilles for Recessed Radiators, Registers, 
Elevator Guards, etc., finished to specifications 
for local requirements. 


Standard sizes of Perforated Tin and Brass only carried in 
stock. All other work to order. 


{| We also perforate Paper and Card-Board, Straw-Board, Jute Fibre, 
Hard Fibre, Felt, Leather, Rubber Packing, Hard Pubber, Celluloid, 
Pyralin and other materials, for various uses. 


LET US QUOTE UPON YOUR REQUIREMENTS 
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Capacity 50,000 Tons Per Annum 


THE MASSILLON 
ROLLING MILL COMPANY 


MASSILLON, OHIO 


Invite attention of Stove and Range Manufacturers 
to some of their specialties 


Columbia Polished Blue Sheets 


for high grade Steel Ranges and Oak Stove Bodies 


Massillon Polished Light Blue Sheets 
Massillon Polished Dark Velvet Blue Sheets 


for medium grade Steel Ranges, Oak Stove Bodies, Portable Ovens, 
Stove Pipe, Elbows, etc. 


Ohio Polished Blue Sheets 


for popular priced Air-Tight Stove Pipe Elbows, Portable Ovens 


Massillon Blue Refined Sheets, Semi-Polished 


for popular priced Oak Stove Bodies and Stove Pipe 


Send specifications and we will submit 
samples and prices. Shipping facilities 
unsurpassed, guaranteeing promptness. 


THE MASSILLON ROLLING MILL CO. 


MASSILLON, OHIO 
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Demand for 
pheets is 
Increasin 


Rapidly 


BUILDING operations, especially in rural com- 
munities, are opening up with great vigor. 













Demand for Sheets and Roofing is increasing and mill 
order-books have a healthier look than for a year past. 


Push A D BASIC OPEN HEARTH 
! / GALVANIZED SHEETS 


Sell them to your better trade, and use them in your own shops. 
They won’t disappoint you. You can depend upon their uniform goodness. 
Soft — Tough — Workable and the Galvanizing Sticks. 


INLAND STEEL COMPANY 


First National Bank Building, Chicago 


Works, Indiana Harbor, Indiana 
BRANCH OFFICES: 


ST. PAUL, , , 91: LOUIS, DENVER, DALLAS, MILWAUKEE. WIS. 
Pioneer Bldg. Nat'l Bank of Commerce Bldg. 1618 Stout St. Praetorian Bldg. Majestic Bidg. 





"Black and Galvanized Sheets € 


APOLLO BEST BLOOM GaLvaANnizED SHEETS—highest quality and best known Galvanized Sheets manufactured; Keystone # in 
Copper Bearing Sheets, specially adapted for culverts, flumes, tanks and all exposed sheet metal work; Apollo Formed Roof- Bi 
ing and Siding Products, Black Sheets of every description, Copper Bearing meeting Tin, etc. Write for full information. Bi 



































The “C ENTENNIAL” 
Rain-Water Cut-Off 


The strongest, most durable : 
and cheapest CUT-OFF on the 9. 3 
market. \ 








The Names of the Architects 


Who Specify Mullins Sheet Metal 
Statuary Form a Veritable Blue 





The only single cut-off made 
to fit Corrugated and plain 
pipe and which can be 
hout extra pipe 





ig Book of the Profession 
all leading jobbers. , : . 
Manw/actured These leaders of their craft recognize that these faithful 
om eta reproductions of sculptors’ models and artists’ designs are works 
“aaron of real artistic merit. 
501-509MadisonAve. We will deliver promptly, exact reproductions to the most minute detail, 
Indianapolis, Ind of any model, or will make prompt shipment from our immense variety of 


exclusive stock designs, any piece or pieces you want, at a cost far below 
cast or sculptured statuary. 
We also manufacture Metal Tile Roofing, Cornices, Skylights, Building 








Metal Roofing and Siding. Fronts, Fireproof Windows and Sheet Metal Work of every description. Our 

Corrugated Sheets, painted stock permits a selection from thousands of designs at extremely low prices. 
or galvanized. Special discounts to the Trade. 

Metal Window Frames and Estimates promptly submitted on Architects’ drawings. Write for catalog. 


Sash, glazed with wired glass. 


Skylight Gearing. THE W. H. MULLINS CO., Satem, onto, v.s.A. 


Price list and estimates fur- 
nished upon request. 


The Sykes Company 
930 West 19th Place 
CHICAGO, ILL. 


AMERICAN ARTISAN 


ADS BRING RESULTS 
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Win On All Points 


They absolutely satisfy everybody concerned. 


The building owner is pleased because while these ceil- 
ings have the rich dignified artistic appearance of the 
most expensive moulded plaster, they possess the dura- 
bility and fire-resisting properties of the high grade 
steel from which they are constructed. 


The erector is pleased because he saves time in install- 
ing them due to the Berger Long, close fitting Bead 
which eliminates calking, and the Never-Slip Counter- 
sunk Nailing Button. 

Send a card for a copy of our handsome 148-page Art 
Catalogue. It’s FREE. 


The Berger Mfg. Co., Canton, Ohio 


For the best service address the nearest branch. 
New York Philadelphia Boston St. Louis 
Minneapolis San Francisco Chicago 
Export Department—11th Avenue and 22nd Street, New York, N.Y. 


We also manufacture 
Ferro-Lithic and Mul- 
tiplex Reinforcing 
Plates, Metal Lath, 
Roofing, Eaves Trough NOTE 

and Conductor Pipe. TOP OF BUTTON 
and Sheet Metal Build- COUNTERSUNK 
ing Products of all 
kinds. 


See the coun- 
ter-sunk nail- 

ing point? | 
Natls must | 
drive straight ~~ 
and true— | ay = 
can’t slip. —_ 





NEVER SLIP 




















NAILING POINT 
Patent Pending 





Special Size - 


POLISHED SHEETS 


For Sale 


18,540 Lbs, 28 Gauge Size 20 x232 
17,800 Lbs. 28 Gauge Size 16 x193 
10,800 Lbs, 28 Gauge Size 24 x60 
9,790 Lhs, 26 Gauge Size 193x22 
4,600 Lbs. 28 Gauge Size 17 x22 


CARNAHAN TIN PLATE & 
SHEET COMPANY 


Canton - = Qhio 


Philadelphia Chicago Detroit San Francisco 








~<a and Neater Work 


can be produced by using 
PARKER SHEET METAL 
SCREWS for all kinds of sheet 
metal work. They are made 
of steel and threaded all the 
way up to the head. Two pieces 
of metal can be drawn flush with the 
heads of PARKER SHEET METAL 
SCREWS without stripping their threads. 


Time and Labor Reduced 75% 


PARKER SHEET METAL SCREWS 
cut into the metal keenly and quickly. 
Our process of hardening after manufac- 
ture prevents the threads from being 
injured. 

For samples and prices, write 

us or our nearest distributer. 


PARKER SUPPLY COMPANY 


511 West 45th Street, New York, N. Y. 


Distributers: 
San Francisco—Holbrook, Merrill & Minneapolis—Roberts-Hamilton Co. 
St Jersey City—J. S. —— & Co. 


etson 
New Haven—The C. 8. Mersick Co. Bufflalo—Beals & 
Chicago—Friediey-Voshardt Co Cleveland—J. M. & 8 A. Osborn Co. 








Indianapolis—Standard Metal Co. Philadelphia—W. F. Potts, Son & 
Indianapolis—Tanner & Co. Co., Inc 

Davenport—Sickels & Preston Co. Milwaukee——Wm. Hammann 
Baltimore—E. L. Parker & Nimmo Co. Boston—Arthur C. Harvey Co. 


























FREE TO SHEET METAL 
WORKERS 


A New Handbook of Information on 
Sheet Metal Material and Supplies 


Our new general sheet metal supply catalog 
is now ready. This catalog contains detailed 
information on all sorts of sheet metal build- 
ing material, also important and handy tables 
of weights, measurements and rules. If you 
use or are interested in the use of sheet metal 
material, send your name and address now. 
By doing so, you will receive a copy of this 
valuable book at once. 


FRIEDLEY-VOSHARDT COMPANY 
Chicago, Illinois 


GENERAL OFFICES: Works: 
733-735-737 S. Halsted St. 761-766-771 Mather St. 


Cc. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


MANUFACTURERS 





Sheet Copper, Bottoms, Roll Copper, Tinned and Polished 
Copper, Nails, Spikes, Rivets, Conductor Pipe, Eaves 
Trough, Elbows, Shoes, Mitres, Ete. 


Branch Warehouses in New York, Chicago, St. Louis and San Francisce 
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BOOKS FOR SALE 





® The publisher of AMERICAN ARTISAN will take pleasure in supplying Books of whatever character, at catalogue 
prices, prepaid by express, to any address, on receipt of price. The fol.owing are in lines especially represented by this journal. 


NO BOOKS EXCHANGED 





SHEET METAL WORKING 


HEATING AND VENTILATION 





TINNERS’ HELPER AND PATTERN BOOK. 


By H. K. Vosburgh. Rules, diagrams, tables, 123 pp. 53 fig- 
ures. Price, $1.00. 


GRAY’S PERFECT ELBOW PATTERNS. 


On heavy blue print paper.. Set A—From one inch to 20 
mehes, 80 patterns; price $1.50 prepaid. Set B—From 20 inches 
to 40 inches, 80 patterns; price $1.50 prepaid. Sets A and B to- 
gether, and Angle Chart; price $3.00 prepaid. 


XXTH CENTURY SHEET METAL WORKER. 


By H. E. Osborne, a practical sheet metal worker. A brand 
new book. Just off the press. Exactly what its title implies— 
—_— century treatise on sheet metal work. Flexible cover. 

cents, 


SHEET METAL WORKERS’ GUIDE. 


A collection of rules and diagrams, for describing the most 
useful patterns ordinarily required, preceded by chapters on 
Sheet Metal Work, Soldering, Geometry as applied to Sheet 
Metal Working. By W. J. E, Crane. Price, postpaid, 60 cents. 


GRAY’S PERFECT SKYLIGHT PATTERNS. 


On heavy blue print paper. Set C—Fcr Hip, Gable and 
Single Pitch Skylight Patterns, for one and one-half inch bar, 
including a complete set of 6, 8 and 10 inch Ventilato: and 
Base Patterns; price $3.50 prepaid. Set D—Same with two 
and one-half inch bar, and 12, 14, 16 and 18 inch Ventilator and 
Base Patterns; price, $4.00. Set E—Same with three and one- 
half inch bar, and 20, 22, 24 and 26 inch Ventilator and Base 
Patterns; price $4.50, 


TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to all who work in sheet 
metal, It describes the method of laying out nearly everything 
which the metal worker will be called upon to make. Joints, 
elbows and all kinds of kitchen utensils are fully described. 
The work is supplemented by rules for mensuration and hun- 
dreds. of valuable receipts. By L. J. Blinn. This book con- 

















ite 296 pages with 169 illustrations, bound in cloth. Price, 
THE CORNICE WORK MANUAL. 
Is a 240-page book, illustrated with 184 engravings. It is thor- 


oughly indexed and attractively gotten up, with substantial red 
cloth covers, embossed in gold. Chapters treat of The Cutters’ 
Bench, Drawing Tools and Angles, Cutters’ Tools, The Entabu- 
lature, The Reading of Drawings, The Measuring of Cornices, 
Estimating, Right Angle Mitre Patterns, Bracket Patterns for 
Panel Sections, Right Angle Return Mitre Patterns, Patterns 
for a Pediment and Their Development, Patterns for a Seg- 
mental Section of a Pediment, Details and Patterns for a 
Finial, Bracings and Fastenings of Cornices to Buildings, Stag- 
ing and Scaffoldinng for Cornice Work, Ornament Stamping 
Machine. The Management of Ropes and Hoisting Tackle, Plan 
‘and Details of a Gable and Horizontal Cornice, Detail of Slating 
and Slaters’ Tools, Details for Horizontal and Raking Mitre 
Patterns and the development of Details and Patterns of the 
Turrets. Price, $3.50. 


THE WORKSHOP 


HINTS FOR PAINTERS, DECORATORS AND 
PAPER HANGERS. 


How to Mix Paints. Price, 25c. 


A PRACTICAL COURSE IN MECHANICAL DRAWING. 


By Wm. F. Willard. Invaluable to the shop. Shows how 
to draw and lay out patterns for sheet metal workers and tir- 
smiths. Price, 50 cents. 


MANUAL OF RECEIPTS. 


By Sidney P. Johnston. Contains 241 pages, giving 1,718 
receipts for soldering, polishing, painting, hardening, writing 
on, nickeling, whitening, unguilding, varnishing, turning, test- 
ing, cleaning, mending, marbling, lacquering, japanning, cement- 
ing, coating, decorating, graining, annealing and amalgamating 
the various metals. It occupies a field of its own. Price, $3.50. 

















ADVERTISING 


AMERICAN ARTISAN ADVERTISING MANUAL. 


Is a book of 278 pages and 228 illustrations. It contains 
innumerable hints, suggestions and helps that every dealer 
will find invaluable, The Manual is neatly bound in red cloth, 
embossed in gold and its pages are brimful of matter of vital 
importance to every retailer. It is the best work of the kind 
ever published. Price, $3.50. 








STEAM AND HOT WATER FITTERS’ TEXT BOOK. 


Prepared for the Steam and Hot Water Heating Course at 
the New York Trade School, with Supplementary Cuagters on 
House Heating, Specifications and Surface Estimating. By 
Thos. E. McNeil. 140 pages, numerous illustrations and dia- 
grams. 5x7 in., cloth. Price, $1.00, 





HANDBOOK FOR HEATING AND VENTILATING 
ENGINEERS. 


_ Well arranged book covering all classifications of Ventila- 
tion, Humidity and Heat Losses, Fvrnace Heating, Hot Water 
and Steam Heating, Plenum Warm Air Heating, Mechanical 
Vacuum Heating, District Hot Water and Steam Heating, Elec- 
trical Heating, Temperature Control. (By James D. Hoffman, 
M. E.) 4%x6% in. 320 Pages. Price, $3.50. 





HOT-WATER HEATING, STEAM AND GAS FITTING, 
ACETYLENE GAS— HOW GENERATED 
AND HOW USED. 


For Plumbers, Steam Fitters, Architects, Builders, Appren- 
tices and Householders. Containing Practical Information of 


all the Principles Involved in the Construction of Steam, Hot 
Water, Acetylene Gas Plants and how to properly do Gas 
Fitting. By Jas. J. Lawler. Revised by Geo. C. Hanchett. 


Large 12mo., cloth, elegantly illustrated. Price, $2.00. 





HOT WATER MANUAL. 
With Information and Suggestions on the best methods of 
Heating Public, Private and Horticultural Buildings, Treatise 
on the High and Low Pressure Systems, Bath Apparatus, Hot 


Water Supply for Public Institutions. Duplicate Boilers, Ra- 
diators, Laundry Drying Stoves, Swimming Baths, Turkish 
Baths, Causes of and Hints to prevent Failure. By Walter 
Jones. Price, $3.50. 





HEATING BY STEAM AND WATER. 


A practical treatise on House Heating, describing improved 
methods of installing heating apparatus in the home, and giv- 
ing short and accurate rules for quemaastities radiation, heat 
losses, etc.; with graphic charts, showing boiler power and 
coal consumption, and accurate data, consisting of charts, 
illustrations and descriptions of how to heat water for baths, 
swimming pools, etc., ete. ‘two hundred and sixty-eight original 
drawings. By Chas. B. Thompson. Handsomely bound in 


cloth. Price, $3.00. 





PROGRESSIVE FURNACE HEATING. 


A practical manual of designing, estimating and installing 
modern systems for heating and ventilating buildings with warm 
air. New 1914 publication, comprehensive and profusely illus- 
trated. The whole range of the subject is concisely and fully 
covered. There is nothing highly technical in this book, no 
methods not easily comprehended and applied. Size 6x9 inches, 
280 pages, 189 illustrations. By Alfred G. King. Elegantly bound 
in cloth. Price, $2.50. 





PLUMBING AND DRAINAGE 


PRACTICAL HINTS ON JOINT WIPING. 


For Beginners in Plumbing. Price, 25c. 


COMMERCIAL 


WINDOW DISPLAY MANUAL. 


Is a book every retail hardware merchant should have. An 
attractive window display will call attention to your trade, 
and make sales for you. Over 130 prize displays of hardware 
windows are shown, and full details given. The best book 
ever published on this important subject. Handsomely bound 


in red cloth. Frice, $3.50. 














THE MANUAL OF BUSINESS. 


By S. P. Johnston. Contains 263 pages, and is well indexed. 
By perusing its pages one can tell at a glance correct business 
forms for business and legal instruments of all character, and 
secure authoritative advice on discounts, property laws, con- 
tracts, penmanship, postal regulations, debts and collections, 
bookkeeping, transportation, parliamentary laws, etc, If you 
strike an unknown business term this book will define it for you. 
If you want the meaning of a business abbreviation, refer to 
this book, which also helps in many other ways around your 


store. -The price is $3.50. 


DANIEL STERN, Publisher and Bookseller 


910 South Michigan Boulevard, Chicago, Illinois 
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Sell the Best 


Better work is*always the result of the best grade of 
appliances. A Gasoline Torch and Soldering Furnace 
that has a great} heating power will do work better 
and[faster. That is the reason 


NEW AMERICAN 


GASOLINE TORCH and 
SOLDERING FURNACE No. 43 


has such prestige 
among sheet metal 
workers. The needle {| 
valve is self-cleaning 
and regulating and 
the tank is filled from 
top instead of bottom. 


There are 
more features that 
make the NEW 
AMERICAN GAS= 
OLINE TORCH and 
SOLDERING FUR- 
NACE a good seller. 
Write for booklet and 
discounts. 


OPTIMUS MFG. CO., Stockholm, Sweden 


HENRY W. PEABODY & CO. 


Distributers for U.S. A. and Canada 
IMPORT DEPARTMENT 17 State St., NEW YORK CITY 


many 





No. 43 
Two Sizes, Pint and Quart 
Price, Pint $3.50 Quart, $4.00 











THE TINNER’S FRIEND 


oo MEAL’’ Soldering Furnace 


Quick, Powerful 
and Durable 

Heavy Brass Tank 
with Brass Pressure 
Pump. Will Heat any 
size Soldering Iron. 
Suitable for bench or 
outside work. Special 
price made to tinners. 


RINGEN STOVE CO., stanutsctrers st: tours, mo: 

















LOOK AT A NO. t FIRE POT 


Examine it closely. Every detail will 
bear the closest inspection. If you are 
a judge of workmanship you will see 
that it must have been made by mechan- 
ics who know their business and if you 
want to satisfy yourself as to the merit 
of a No. 1 Fire Pot ask the mechanics 
who are using them. Listen to their 
reply: ‘‘The No. 1 is all right and has no 
equal.” Jobbers will supply at factory 
price. Send for catalog—it’s free. 





No. 1 Fire Pot. 


CLAYTON & LAMBERT MFG. CO., Detroit, Mich., U.S. A. 


RESULTS ARE WHAT COUNT 


and you can obtain them by using a DOUBLE BLAST GASO- 
LINE Fire Pot for indoor and outdoor work. 


WHY? 


They always burn with a steady 
blue flame. 

A tinner can heat his irons as fast 
as he can cool them. 

They can be generated outdoors 
on a windy day. 

They are noiseless. 

They are the only Fire Pot with an 
independent generating valve. 

There are no springs on the pump 
to get out of order. 

No heat is wasted with a DOUBLE 
BLAST Fire Pot. 


The Fire ‘Pot will demon- 
e claim for it. 


BAaPraAms 


Try one. 
strate that it will do all 
Leading jobbers are handling them. 
Write us for circulars and prices. 


Double Blast Mfg. Co. 


2004 State Street 
North Chicago, Illinois 





No. 35—Double Blast Gasoline 
Tinnerc's and Plumber's Fire Pot. 





A Sure Cure for 
Smoky Chimneys 


NEW ROTABLE 
STANDARD VEN- 
TILATORS never 
fail to accomplish 
their purpose. 
Their cost is low 
compared with 
the remarkable 
work they do. 


Write for Particulars and Prices 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 
















“GLOBE” Ventilator 


in Corre. GALVANISED 
IRON and with Glass Tops 
for Skylight purposes. 


Absolutely Storm Proof 


For Perfectly Ventilating 
ooo Churches, Halls, 


Mills. Factory and Audi- 
Saved nce Room Every Chare 








SMOKY CHIMNEYS 
CURED 


“Globe Ventilated Ridging” 





I oar Send for Pamphlet 
rade: 
Reg. U.S. Pet.Off. Manufactured by 


GLOBE VENTILATOR CO., Troy, N. Y. 








XXth Century Sheet Metal Worker, 60c 
For Sale by AMERICAN ARTISAN 

















HAVE NO CROSS 
SEAMS 


MADE OF GAL- 
VANIZED IRON IN 
10 FT. LENGTHS 








THE CLARK-SMITH HARDWARE Co. - 


PLECKER’S CORRUGATED EXPANDING CONDUCTORS ] 


Will not burst 
when 
full of ice 


PEORIA, ILLINOIS 
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Don’t get 
the idea 
that the 


Chicago 
Steel 
Brakes 


are high in 
price just 
because they 
° are the high- 
est class brakes made. Oh, no. They are sold at a very reasonable 
cost. You will be surprised how low. 8-foot for 16-gauge and lighter. 
MADE IN ALL SIZES. 


DREIS & KRUMP MFG. C0., 2915 S. Halsted Street, CHICAGO 











TOOLS F wn SHEET METALS 


INCLUDING 


TINNERS’ and 
ROOFERS’ TOOLS, 


SHEARS, PUNCHES, 
PRESSES and DIES, 


CAN-MAKING 
MACHINERY 





MADE BY 


NIAGARA MACHINE & TOOL WORKS 
Buffalo, N. Y. 








SKYLIGHT GEARING 


oy Oe 


Chain Lifts, Tinsmiths’, Plumbers’, Cornice Makers’ «Caen Coppersmiths’ 
Tools. Pipe <rhreading Machines. Second Hand Tinners’ Machines 


Bought and So 
H. WEISS & COMPANY, 20 Cliff St., New York 














TREADLE SHEAR 


This TREADLE GAP SHEAR is made 
in all standard sizes for No. 14 and lighter 
gauge sheets. With it, sheets can be 
squared, trimmed or slit. 

We make a complete line of shears, 

ches, and bending rolls, all sizes, for 
hand d or belt drive. Write for Catalog “F”. 


BERTSCH & COMPANY, Cambridge City, lad. 














“RAPID” SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS 


are now made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. Straight 
cutting, irregular shapes, circles and interior circles. 
Send for prices and printed matter. 


OTIS L. FULLER 
Dept. A Goshen, Ind. 

















Put that Advertisement in AMERICAN 
ARTISAN if You Want Results 


American Stee] iis Company's 
American 


BarbedWire 















In the following 
Standard Brands: 


American 


Glidden 


Ellwood 
Glidden 


Baker Perfect 
Waukegan 
2-point 
Lyman 
4-point 
Waukegan 
4-point 


American 
Special 
2-point 


Illustrated Catalogue 
furnished upon 
request 





“a 
fever Gia oN 7 


, 


chicago New York Cleveland 

*ittsburgh Worcester Denver 

Export Representatives: U. S. Steel Products Co., New York 
Pacific Coast Representatives: U. U. Steel Products Co. 


san Francisco Los Angeles Portland Seattle 
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WILL WE SEE YOU AT THE 


ILLINOIS RETAIL HARDWARE CONVENTION 


COLISEUM, CHICAGO, January 12, 13, 14,15, 1915? 


We sincerely hope so, and want to help make this convention 
one long to be remembered by you as the most pleasant and 
profitable week you have ever spent. 


We will maintain headquarters at the Hardware Show—Booths 
Numbers 225-227, where we want to serve you. 


Arrange to. meet your friends at our headquarters. We will 
have plenty of room and comfortable chairs, and all will be 
more than welcome. 


Check your parcels and your overcoats with us. You know 
they will be safe and it won’t cost you anything. 


We will—as usual—furnish free telephone and stenographic 
service at our Booths as well as at our Offices. 


If a stranger in the city, let us guide you to the hotels, business 
houses, places of amusement, streets, etc.,—in fact let us be 


your BUREAU OF INFORMATION and SERVICE. 


The only compensation we ask is the pleasure of serving 
you. 


Our offices in the Karpen Building, 910 South Michigan Boul- 


evard, and our entire staff are also at your disposal. 
Have your mail, express packages or telegrams sent in our 
care, either to 910 South Michigan Boulevard or Booths Num- 


bers 225-227 Coliseum, Chicago, and we will see that they 
reach you promptly. 


AMERICAN ARTISAN 
AND HARDWARE RECORD 


DANIEL STERN - Publisher and Proprietor 
910 South Michigan Boulevard Chicago, I[linois 
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the “ENTERPRISE” KNIFE and PLATE 
that really CUTS meat or food instead of 
mangling or tearing it. She wants the 
chopper that cuts with the true slicing cut, 
preserving the juices and flavor of each 
morsel. 


The “ENTERPRISE” 


MEAT-AND-FOOD CHOPPER 


PLATE cutting every particle of meat or 
tender, 








































4-quart size, 
Japanned, $5.50 





is built on the true cutting principle, steel against steel, 
like a pair of shears. The four-bladed, keen-edged 
STEEL KNIFE revolves against the PERFORATED 


pieces. 
turn, quickly and 
easily cleaned. 


Your Customer Will Ask to See 


food into 
uniform 
Easy to 





Next best at lower price 
is this " 
“Enterprise” 
Food ; 
Chopper 


with four Ne 
knives, for a 


coarse to fine 
Family Size - $1.75 Fag sie Ve 
Large iy - 2 .50 small, $1.25 


Large, $2.25 



















* 


“ENTERPRISE” 
SAUSAGE STUFFER and LARD PRESS 


Increasing numbers of hog-raisers are 
butchering their own hogs in order to 
‘cash in’ on the high prices for hog 
products this year. They will be mighty in- 
terested when you tell them that the sausage 
and lard profits on just one hog pays for buying 
an “ENTERPRISE” Sausage Stuffer and Lard 
Press. 

Made with ‘ENTERPRISE’? care and pre- 
cision in every part—iron cylinder is bored true 
—long handle makes easy turning. PATENTED 
CORRUGATED spout keeps all air from enter- 
ing sausage casing. Can be instantly converted 
into a Lard Press. Tin Cylinder (strainer) has 
broad lips for easy handling. 

Made in nine sizes and styles—2 
to 8 quarts—japanned or tinned— 
used as a fruit press, too. 

Your customers are reading in ! 
their favorite magazines about the ; 
advantage and superiority of | 
‘“EENTERPRISE”’ goods. They 
know that the name ‘‘ENTERPRISE 
is the strongest guarantee of quality 
and satisfaction. 

Write for catalogue of full line of 


“ENTERPRISE”’ Specialties. 


THE ENTERPRISE 

MFG. CO. 

= OF PA. 
0 PHILADELPHIA 
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The 
UNDERWOOD 


Is the machine upon which all. World’s 
Speed and Accuracy typewriter records 
have been established. 
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is the holder of the Elliott Cresson Medal 


for superiority of mechanical construction. 


Underwood — 


“The Machine You Will Eventually Buy” 


Underwood Building New York 








a 
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For Thirty Years 
the Standard 


AGATE 
NICKEL-STEEL 
WARE 





The superiority of Agate Nickel- 
Steel Ware over all other makes of 
culinary utensils consists largely in the 
fact that the enamel is so hard that the 
fusing point is not reached until the 
nickel-steel of which the articles are 
made is about ready to melt, thereby 
combining with the pure vitreous com- 
position and forming a clinch and per- 
fect union. No heat or acid can destroy 
that joint. 


Agate Nickel=Steel Ware is double 
coated with a hard vitreous covering, 
presenting a smooth, highly polished and 
beautifully mottled gray surface. 


MR. DEALER:—Do you realize the 
prestige of handling wares that are the 
best? Every customer that buys Agate 
Ware from you is satisfied —he will 
come again. He knows you give Value. 


Send for catalogues and 
prices at once. 


Lalance & Grosjean 
Mfg. Co. 


1900 So. Clark St., CHICAGO, ILL. 
NEW YORK BOSTON 











Stanley Tools 
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“Hurwood’ Ice Pieks 


STYLE E 


Strongest, Sharpest and Handiest 


Ever Manufactured 


SIMILAR IN CONSTRUCTION 
TO THE CELEBRATED 


“‘Hurwood Screw Drivers 


They have a number of distinctive 
features that cannot help 
but attract attention. 


An Attractive 


Display Stand 


Furnished With Each Dozen Picks 


Full particulars 
upon request 


STANLEY Rute & Lever Co. 
New Britain, Conn. U.S.A. 
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CHAS. WEILAND, "=. 


Established 1882 


Salesrooms, Offices and Warehouses 


147-149 Chambers St. - NEW YORK, U.S.A. - 129-131 Reade Street 


Address All Mail to Main Office, 149 Chambers Street 
Factories: 378-380 W. Broadway and 375-377 W. Broadway, New York City 


WHOLESALE EXCLUSIVELY 
Manufacturers, Importers and F actory Representatives 


NOTE 




















We issue two net price 





ee ee 

Catalogues—one for ‘] i = F: ‘ = or 
AutomobileAccessories _Paaergu-t a Special prices 
only and one pe = . oe on Seasonable 
chanics’ Tools,Cutlery age c= i 
and House Furnishing ise : Le a Goods, Axes, 
Goods. ‘ a a PEEL Hatchets, Shov- 

7 Fee f els, Cutlery, etc. 
a ee ve he Bene ma) - Automobile Ac: 





mea mae ~4 re ATS s 


logue will be sent on a= Se = : 
application. ce Lie ae “ES ~=©CEeSSOTIES. 
WHOLESALE EXCLUSIVELY 


| Hardware, Cutlery and Automobile Accessories 
LOWEST PRICES IN AMERICA. WE HAVE NO CONNECTION WITH ANY OTHER CATALOGUE HOUSE. 


No puzzling List or Discount—all goods quoted throughout our Catalogue at net prices 
































emcee 


AVE you ever gathered together in one place in your store everything 
you have for sale that is used in an average Home Laundry? If you 
have not, get them together for a oO 


JANUARY SALE 


You will be surprised to see how many items you have, and 
how many more of these goods you will sell by having a 
Laundry department. These goods all bring a_good profit. 


ANCHOR BRAND CLOTHES WRINGERS 
LOVELL MANUFACTURING CO., _ Erie, Pennsylvania 


—_ 











You Can Make 
a “YANKEE” TOOL CUSTOMER 
of every man who enters your place 


*““YANKEE” Tools are now used by all classes of mechanics, and appeal 
to men of every profession and calling; in fact, anyone who ever has 
occasion to use tools of any kind. 











TTL LL 





A little demonstration will at once interest any man in your store and 
make a possible customer, the kind that goes away pleased to return for 


— ONE HUNDRED STYLES AND SIZES 


Sour jobber can supply you 


NORTH BROS. MFG. CO., Philadelphia, Pa. 


























AMERICAN ARTISAN AND HARDWARE RECORD 











Miller’s 0. D. Disinfectant 


JOLIET MANUFACTURING CO. 


The O. D. Disenfectant Co., Joliet, 
Illinois. 


Gentlemen: I have been using 
your disinfectant for the past four 
or five months in the Shreffler Villa 
and also the Lincoln Apartments and 
have found same to be very bene- 
ficial. I wish to make speeial men- 
tion of the satisfaction it has given 
in the Shreffler Villa, this building 
being about eight years old and we 
were troubled more or less with sewer 
gas, and upon using your disinfect- 
ant the odor is immediately removed 





Odorless Deodorizer 
An Odorless Disenfectant 
and Germicide 


and I can cheerfully recommend your goods to anybody wishing a first 


class disinfectant. 


Yours very truly, 


F. W. MOHLER. 


We also refer to the following users: 


Illinois State Penitentiary, Jo- 
jet, 


Joliet Township High School, Jo- 
liet, Ill. 
bs County Court House, Joliet, 


Police Department, Joliet, Ill. 
Inward Refrigerating Co., Chi- 
cago. 
Iowa-Illinois Circuit of Theaters. 
Wm. J. Moxley (Butterine), Chi- 
cago. 
St. Joseph’s Hospital, Joliet, Ill. 
City School Board of Pontiac, III. 
High School Board of Pontiac, Ill. 
Elgin State Hospital, Elgin, Ill. 
A. M. Legg Shoe Co., Pontiac, Ill. 
Allen Candy Co., Pontiac, III. 
Baird & Potter, Carroll, Iowa. 


a: ie Public School, Lemont, 


H. R. Bartlett, Salt Lake, Utah. 

The Hub Clothing Store, Chicago. 

Harry Childs, Boone, Iowa. 

Bart Baumgart, Marseilles, Ill. 

Duseiog State Hospital, Dun- 
ning, Ill. 

George Hollenbach, Dwight, Ill. 

W. F. Meidroth, Peoria, Ill. 

Delmonico Hotel, Danville, Ill. 

Mi aoe Hotel, Chicago Heights, 


Hotel Gary, Gary, Ind. 

Pontiac Chautauqua, Pontiac, IIl. 

Flint Dairy and Ice Cream Fac- 
tory, Joliet, Ill. 

And hundreds of others who are 
using O. D. 





AGENTS WANTED EVERYWHERE. 


GARDNER & COMPANY 


50 Adam Arcade, Joliet, Ill. 








Eagle Mop Wringers 


bear the reputation of being 
the BEST, and will under 
all circumstances give best 
results and absolute pro- 
tection. Not with boasting 
pride, but with a feeling of 
satisfaction, we again point 
to our record—14 years be- 
fore a criticizing public, and 
not a dissatisfied customer. 
It is the privilege of truth 
to make itself known. 


The EAGLE MOP WRINGER is the original 3 roller 
Mop Wringer. Its tested true Merits of Quality brought 
out imitators and infringers. An imitation is never as 
good as the original, therefore be sure it is the EAGLE 
brand you handle. There will be more EAGLE MOP 
WRINGERS sold this year than ever. 


Get your share. 


THE EAGLE WOODENWARE MFG. CO. 


Sole Manufacturers. 
Hamilton, Ohio. 














HORSE-SHOE BRAND 


CLOTHES WRINGERS 


WARRANTED as to. quality. 
WARRANTED to give satisfaction. 
WARRANTED as to price. 


ow, 


Ge OF 








_——— 


Plain ‘ cen Al = ‘A 

\ ee 
: Cog 
_ Wheels 
Ball 
Bearings 





Plain Bearings Steel Ball Bearings 


Size of Rolls 
No. 340E No. 360E 10x12 inches 
No. 341E No. 361E 11x12? inches 


WE MAKE THE LARGEST VARIETY OF 
CLOTHES WRINGERS IN THE WORLD 


Send for our new Price List 


THE 
AMERICAN WRINGER CO. 


New York City, U. S. A. 











BUILDERS’ 
HARDWARE 


LIGHT GRAY 
IRON CASTINGS 


DAMPERS AND 
DAMPER CLIPS 


OIL AND 
GAS STOVES 





FURNACE LAMPS 
MOLASSES GATES 


WRITE FOR OUR COMPLETE CATALOG 


THE TAYLOR & BOGGIS 
FOUNDRY C0. 


Ceyeland 


Chicago Sales Office: 
62 E. LAKE STREET 
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No Bar — 


No Complications 
in the 


SEGAL 
BURGLAR PROOF LOCK 


fi i 














That is the reason BURGLAR PROOF LOCKS 
have met with unvaried success wherever intro- 
duced. They have the reputation of being ‘‘The 
Lock No One Can Knock.”” We have a proposi- 
tion to offer dealers that is a sure winner. Write 
for it and descriptive circular. 


BURGLAR PROOF LOCK CO. 


13 Park Row, - - New York, N. Y. 


=D: alate — 


THE FILE YOU WILL EVENTUALLY USE 


DELTA FILE WORKS 


Philadelphia, Pa. 








SHiat 
9 

i? LY, 
& i 


Chicago Office 


DELTA 9062 E. Lake St. 


New York Office 
260 West St. 





THE HIGHEST GRADE FILE MADE 









V. & B. Prying 
Wood Chisel 


EE this new Prying. Wood 

Chisel at our Booth, No. 
430, at the Coliseum, Illinois 
Retail Hardware Ass’n, Jan. 
12 to 16th. Take advantage 
of the special introductory 
offer that we will make at 
that time. 


VAUGHAN & BUSHNELL MFG. CO. 
Makers of Fine Tools 
CHICAGO, ILLINOIS 














—_ 


Patented 
Feb. 17, 1914 





4 Genuine 
GUE wunteR’s 
>. SIFTER 


is constructed of the 
best and strongest 
materials. The body 
is one piece of extra 
heavy tin. Our un- 
breakable joint pre- 
vents the handle 
from breaking off. 
The entire sifter 
can be taken apart and cleaned without the least trouble. 


You can get them from your jobber. All genuine 
have “HUNTER’S SIFTER” stamped on the front. 


THE FRED J. MEYERS MFG. CO. 
Beckett Street HAMILTON, OHIO 








Machine Shop Supplies 


Quality the Best We Can Get 


Chicago Agents for 
Morse Twist Drills 
Card’s Taps and Dies 
Black Diamond Files 
Grobet Swiss Files 
Page-Storm Wrenches 
Reed Vises 
Quality Hack Saw Blades 
Cortland Corundum Wheels 


Liberal Discounts 


SAMUEL HARRIS & CO. 


114-116 No. Clinton St. Chicago, Hlinois 


Every Housewife 
should have one 


The ESKA COMBINATION 
DIPPER isa Graduated Dipper, a 
Funnel, a Strainer Funnel, a Fine 
Strainer, and a Fruit Jar Filler all in one. 


The ESKA COMBINATION DIPPER is not only 
the best seller on the market, but is the easiest. Univer- 
sally known and proclaimed to be THE BEST. 





Write for our complete catalog of 
Household Specialties 


STUBER & KUCK Peoria, IIl. 
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are obtained by Merchants 
handling 


PEERLESS ASH SIFTERS 


Made of High Grade Galvanized Iron 


Large Line of Hardware Specialties 
that are all Fast Sellers. 


WE ALSO MANUFACTURE 
Peerless Ash Cans, Galvanized Ash 
and Garbage Cans, Torrid Line of 
Gasoline Heating Appliances, Ham- 
mer Forged Tinners’ and Plumbers’ 
Hand Tools. 


Write for Catalog NOW! 


GEO. W. DIENER MFG. CO. 


400 to 416 Monticello Ave., CHICAGO 








BEST RESULTS 








FOR THE 
SHEET METAL WORKER 


A new and valuable book 


The 
XXth CENTURY 
SHEET METAL 

WORKER 


the most practical work of its kind 
ever published—a book that the 
apprentice will find indispensable 
and that the journeyman will find 
of very great value. 


“The XXth Century Sheet Metal Worker” 
with flexible cover will be sent, express 
prepaid for 60c. 


For sale by all booksellers or by 
DANIEL STERN, Publisher 


AMERICAN ARTISAN AND 
HARDWARE RECORD 


910 South Michigan Boulevard 
Chicago, Il. 





“CHALLENGE” and 
“CHALLENGE JUNIOR” 
“RIVAL” and 


“RIVAL JUNIOR’ 


MEASURING TAPES 


HAVE JUST BEEN MARKEDLY 
IMPROVED AND YET SELL AT 
THE OLD PRICE. 


All of these tapes now have a 
positive-action push button 
opener for the windin 
handle. “CHALLENGE” an 

“CHALLENGE JUNIOR” 
leather cases are now steel 
lined throughout. 

Our Tapes have an unequaled 
reputation for accuracy, hence 
more of them arein use than all 
other makes. 














There Always Will Be More Sell. 
ing Arguments in The Name 


'UFHKIN Than You Need To 


Sell /UFATIN Tapes. 
mE [UFKIN fpuLe C0 


SAGINAW, MICHIGAN 





New York London, Eng. Windsor, Can. 

















RED DEVIL BITS 


SINGLE OR DOUBLE TWIST 
Honed Like a Razor, Not Simply Ground, but Trued on a Lathe 


Red Devil Bits are made with 10% greater clear- 
ance than any other. Will bore with or against the 
eran. in any kind of wood, and under any conditions. 

our dealer can’t supply, —y $5.25 for set No. 
2401 + 5 324 quarters in wooden 
At any rate, send for Booklet of 3,000 Red Devils. 


SMITH & HEMENWAY CO. 
151 Chambers St. NEW YORK CITY 
The Red Devil Bit—Always Makes a Hit. 
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The SMITH & HEMENWAY CO., Inc., 
manufacturers of “RED DEVIL” tools havea very novel 
way of assisting the dealer to dispose of “RED DEUTE” 
Bits and Chisels. A request will bring this infor- 
mation together with a new net confidential illus- 
trated price list. 














SCHROETER’S No. 100 


N Will Grate Perfectly, 
oo ANN (i ERE Easily ond Sa tisfactorily 
Horseradish, Cocoa- 
nuts, Potatoes, Cheese, Bread, 
Crackers, Turnips and Vege- 
tablesof all kinds. 
This Grater is being sold to Hotels, 
Meat Markets, Lunch Stands, Res- 


taurants, Bakeries, Confectioneries 
and Private Families. 


It sells at a REASONABLE PRICE 
within reach of all. 















We manufacture 
6 larger sizes. 


If interested, write for prices 
and catalogue. 


ELECTROTYPES furnished 
for your Holiday Circular. 


SCHROETER BROS. HDW. CO. 


Manufacturers and Distributors 
717 and.719 Washington Ave. ST. LOUIS, MO 
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Sticking to a Good Thing 


W. N. Ballard, 2050 E. St., Granite City, Ill, a member of 
Amalgamated Sheet Metal Workers’ International Alliance writes: 


r product for something like 


15 years and would consider no other.” 


Mr. Ballard runs no risk of spoiling a job with 





unknown tools and machines. 


The machine shown in the illustration 
is our No. 5 Samson Punch, put up with 
three sets of dies and punches, viz: 1/8- 
3/16 and 1/4”, with a capacity for punch- 
ing No. 9 iron with stay bolts and No. 12 
without stay bolts, depth of gap 15”. You 
can also get heavier machines for punch- 
ing up to 3/8” iron. 

Expert advice will cheerfully be given on any 


sheet metal working problems. Just send us 
specifications and full information. 


Write for Catalog 13-A, describing our com- 
plete line of tinsmiths’ and sheet metal workers’ 
tools and machines. Ask also for our handsome 
display card *‘Pexto Shop Hints,” on which are 
printed valuable tables. Easy to tack up for 
ready reference. 


The Peck, Stow & Wilcox Company 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ 
& Sheet Metal Workers’ Tools & Machines, 
Builders’ & General Hardware 


SOUTHINGTON, CONN. CLEVELAND, OHIO 


Address correspondence 202 W. Center St. 
Southington, Conn. 
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This Trade Mark Protects You 


What is back of this Trade Mark? 


Protection for you—and your customer. 


The largest factory—most complete line—the 
organization which can best serve you and 


your trade. 


It stands for the BEST OF THE BEST in 
Door Hangers, Grindstones and Hardware 


ichards Wilco 


Specialties. 


Look well for 
this mark and 
be sure it’s the 
R-W Line you 
sell. 


MANUFACTURING Co. 





AURORA ILLUSA. ie 


A hanaer for any door that slides 





iS oom 




















AMERICAN ARTISAN Advertising Manual 


The most complete and most valuable treatise ever published on the subject of advertising as it is 


applicable to the retail merchants. 
Price $3.50 Per Copy. 


NO DEALER CAN AFFORD TO BE WITHOUT IT. 
For Sale by Your Bookseller or by 


DANIEL STERN, Publisher, 910 Michigan Boulevard, CHICAGO, ILL, 
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LOOK THROUGH ee 99 
this lathe spindle. It’s M E C 

hollow. You can turn up 

rods, rings, blocks, spin up Sheet Metal Products 

metal, drill, burnish, = 

ream, grind, polish or trim 
with 

LEIMAN BROTHERS a, 
SPEED LATHE SPANISH TILE 


; =] 
A substantial 3 foot lathe, i y/ 
8 inch swing, 20 inch ; 
centers. Accurate and /\ A 
a 


reliable. Every mechanic, 




















































































VENTILATOR 























—< 3 


a 

















SKYLIGHTS 





SHINGLE ‘WINDOWS. 
































tool m or work st 

ine Write for Prices and Catalogues 

Shipped from stock $27. 

BG.B Mewack NJ. MOESCHL- EDWARDS CORRUGATING C0. 
_LEIMAN BROTHERS, 62 A R John Street, New York, N.Y. COVINGTON, 









































5 EARLS turnover 
: VENTILATOR 
Runs ina self lubrica- 


Me ting bearing that is not B Mf C 
m affected by heat or 
WM. cold, and never re- rose & On. 


@@ = ©6quires any oil or grease. 
“im The Fanrevolves with- 


eect 
out any noise, produ Sheet Metal 



















































































ward, which positively 
— Or naments 
3,9 Write for circular. and Statuary 
BERGER BROS. COMPANY Detail Work a Specialty—Ask for Catalog 
TIN PLATE, SHEET IRON, Etc. 1227 S. Vanderventer Ave., ST. LOUIS, MO. 


Office: 229-231 Arch Street Store: 237 Arch Street 
Warerooms and Factory; 100-114 Bread Street, PHILADELPHIA, PENNSYLVANIA. 


WHEELING CORRUGATING COMPANY 


Is Completely Equipped with Modern Presses 
and All Accompanying Machinery 


TO DO 


Deep Drawing Specialty Work 




















Special Shapes for All Purposes 


Whether the work be simple or complicated, we can do it and can 
make the shapes from any and all practical gauges and materials. 


Send us Samples of Blue Prints and we will furnish estimates promptly. 


WHEELING CORRUGATING COMPANY. WaeuiNe W.Va. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


SALES OFFICES: 
= Dallas Detroit Los Angeles Portland Richmond Salt Lake City San Francisco Seattle 


ana’ 
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EFFICIENCY 









HE secret of efficiency in modern business is Service. 


best grade of goods at the lowest possible price and in 
the shortest time in order to hold their patronage. When 
articles are promised for a certain time, you must be 
able to deliver them at that time. 


BULLARD & GORMLEY SERVICE 


Will make it possible to do this. Our merchandise is of 
the highest quality and we make you the best prices. 
All orders, no matter how large or small, are filled the 
same day received and delivered as fast as possible. With 
our service at your command you can make definite 


promises and keep them. 


Write for our latest catalog and send us a trial order. 
You will be astonished and delighted at the real service 


we give. 


BULLARD & GORMLEY COMPANY 


Wholesale Hardware, Sporting Goods, 
Fishing Tackle, General and Builders’ 
Hardware, Mechanics’ Tools and Cutlery 


173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 








You must be able to serve your patrons with the 


















































CHICAGO, ILLINOIS 











